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Connecticut General 
Life Offers To Buy 
National Fire Group 


Life Company Directors Also Pro- 
pose Increase in Capital Stoc'x 
to $15,000,000 


STOCK EXCHANGE OFFERING 


One Share of Connecticut General 
Stock for Each Three and One- 
Half Shares of National Stock 








Insurance 
Tues- 


Connecticut General Life 
Co. directors in Hartford voted 
day to recommend an increase in the 
capital from $6,000,000 to $15,000,000 and 
to submit an offer to acquire control of 
the National Fire of Hartford and its 
affliated companies. This offer would 
involve exchange of one share of Con- 
necticut General stock for each three 
and one-half shares of National Fire 
stock. The capital increase will be made 
by transfer of funds from surplus ac- 
count. 

At the annual meeting of Connecticut 
General in February, stockholders will 
be asked to increase outstanding shares 
($10 par) to 1,500,000 shares. Additional 
shares will be distributed to Connecticut 
General stockholders on approximately 
a share for share basis. Owners of Na- 
tional Fire who approve the purchase 
offer will share in the distribution. The 
transaction for the acquisition is condi- 
tioned on the exchange of at least 80% 
of the National Fire shares, 500,000 now 
outstanding. 


Stockholders Meet December 20 


Stockholders of Connecticut General 
will meet December 20 to act on the 
recommendation of directors. The stock 
exchange date will expire January 23, 
1956 when the merger becomes auto- 
matically effective, subject to approval 
by the Connecticut Insurance Depart- 
ment. The National Fire companies will 
be operated as separate entities, retain- 
ing their own officers and directors. No 
changes in personnel are.contemplated, 
the company announcement states. 

Connecticut General at the end of 
1954 had admitted assets of more than 
$1,315,019,806 and insurance in force of 
more than $6 billion. The National of 
Hartford Group had net premiums writ- 
ten of approximately $78 million and 
admitted assets of about $150 million. 
Acceptance of the Connecticut Gen- 
eral offer by National Fire stockholders 
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Colonial Life’s 
PREFERRED WHOLE LIFE 


POLICY 


hits the Sales Target everytime. 











A 


not just Low Cost... 
but GUARANTEED 
LOW COST 





The COLONIAL LIFE 


INSURANCE COMPANY 


of America 
HOME OFFICE 


EAST ORANGE, N. J. 


RICHARD B. EVANS, President 











LIAMA Ia Biggest 
Meeting In History 
With 800 Attending 


Company Membership Now 274 
With a Dozen Foreign Coun- 
tries Represented 


NEW ACTIVITIES PLANNED 


Growing Company Organization in 
South Noted; New Directors 
Elected 


By CLaRENCE AxMAN 


The 


Schielance 


38th 
\gency 


Chicags annual meeting of 


Lite Management 


Association in session at Edgewater 


Beach Hotel is the largest convention 
the association has yet held, the at 
tendance being more than 800. In the 


gathering are a number of presidents 


of insur companies. 
The 
company 


LIAMA 


“T have 


ance 


maneeing director of a large 


who 1s attending his first 
to the 
impressed by the 
to the 
economic 
the 
receptive to 


knowl 


convention said writer: 


been greatly 


smaller companies relative over 


all production and situation. 


clearly understand main con 
the 
and 


erass root 


They 


cepts of business, are 
have an uncanny 


research 
problems.” 


edge of 
Atmosphere All Optimism 
The association membership has grown 


to 274 companies. Among the countries 
represented by associate members are 


Belgium, France, Sweden, Holland, Bra 
ail, Argentina, South Africa, Cuba, 
Philippines, Thailand and, of course, 


Canada. 

The American and Canadian members 
nothing in sight to retard the 
phenomenal prosperity of the country. 
Thousands of men are still entering the 
life insurance production field, but most 
of the recruiting talks are based on post 


see 


selection. In other words, close scrutiny 
of agent during the early months after 
their entry into the agencies. A para- 
mount question is how can the good 
ones be helped to increase their effec- 
tiveness. 

One of the new activities of LIAMA 
is the workshop for career analysis pro- 
cedure which was described by S. Rains 


Wallace, Ir., of LIAMA. It will provide 
an analysis of activities of career agents 
with the objective of demonstrating 
methods for their upgrading so that 
they will be more effective in their 
careers as agents or through disclosure 
of their attributes. A guide will be fur 
nished as to wheihees they have the 
qualifications necessary to make them 
successful managers, assistant managers 
or supervisors. In brief, discover their 
potentialities for various posts. 
Washington Situation Viewed 

One session which particularly inter 
ested the agency officers was the de 
scription of the Washington. situation 
with reference to what is happening 


(Continued on Page 12) 
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“When L started as a multiple-line agent,” says 
Mr. McDowell, “I began a type of agency in Ames 
that no one had ever heard of. Everyone said it was 
unpossible. But I think that in the past thirty years 
we have demonstrated that this is by far the most 
effective form of insurance representation. We have 
proven to our customers that it is better to buy 
life, accident, casualty, fire, marine and bonds 
from one agency, as they can obtain more personal 
service. And we have proven to ourselves that 


through our Travelers multiple-line approach we 


Mr. Esmonp Ewinc, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 

Please send me further information concerning 
Travelers Multiple-Line Representation. ' 
Name 


Street 


Git State 
MI 








id more important wow 


than, ever before 


says Waldo E. McDowell of Ames, Iowa, 
representing The Travelers since 1925. 


never run out of prospects in some line. A multiple- 
line agency is a powerful figure among other single- 
line agencies. By handling all your prospects’ 


needs and requirements in all lines of insurance 


through one company, you weed out competi- 


tion from other agents and other companies.” 
After more than thirty years of representation 
with The Travelers, Mr. McDowell is well-qualified 
to discuss the advantages of multiple-line selling. 
If you are interested in these possibilities for your- 
self, simply contact The Travelers Branch Office 
nearest you, or send us the attached coupon. 


HARTFORD 15, CONNECTICUT 


including Life + Accident * Group « 
Automobile * Casualty + Fire 








All forms of personal and business insurance 
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Agency Force Company’s Greatest 
Single Asset, Says R. R. Davenport 


The growing pressure on agent com- 
missions was cited by President R. R. 
Davenport of Life Insurance Agency 
Management Association this week as 
“an unrealistic policy that may be weak- 


ening our whole distributive system 
when we have no other plan in sight.” 
In keynoting LIAMA’s 38th annual 


meeting in Chicago, the vice president 
of Southwestern Life said he did not 
jear the trend toward mass sales in it- 
self, But, he said, there is a danger 
growing out of mass ‘sales in the “ten- 
dency to put commissions in the suspect 
class.” He asked: “Is it inconceivable 
that, with the current emphasis placed 
on price, we may expect an attempt to 
buy large individual cases direct, to the 
exclusion of the agent ?” 

Speaking on “Principles—the Basis for 
Sound Operation,” Mr. Davenport elab- 
orated on the “commonly accepted truth 
that your agency force is the greatest 
single asset your company has.” 

After illustrating the value of an agent 
to his company, Mr. Davenport 
gested that each company can well afford 
to invest money in agent training. “This 
is not someone else’s responsibility,” he 
observed, 

While asserting his belief in the prac- 
tical value of LUTC, he fixed the re- 


sug- 


sponsibility for teaching life insurance 
selling to agents “firmly on each com- 
pany.” 

Stressing the industry-wide need for a 
stronger program of bringing men 
through to success, Mr. Davenport 
asked: “In failing to invest a few hun- 


dred dollars, are we losing thousands ?” 

On the subject of proselyting, the 
speaker said he is not nearly so con- 
cerned with a man making a change as 
with the manner in which it is done. “It 
just doesn’t make sense,” he said, “either 
matter of common courtesy or 
sound business judgment, that we would 
take a man about whom we know little 
or nothing, when we are precluded from 
any contact with the company that 
knows the most about him.” As a guide 
to company action in this regard, he 
suggested that “the happiness and wel- 
fare of the man is far more important 
than the need of the company for an 
agent.” 

He observed: “Sometimes change 
works out to a man’s advantage, but it 
seems be a matter of cold business 
logic that you can’t buy loyalty. If we 
can entice a man away from you, some- 
one else 


as a 


can get him away from us.” 
He scored the 
ters on “ 


emphasis in some quar- 
quantity as opposed to quality.” 
Noting that the two are not necessarily 
in conflict, he expressed hope that “com- 
pany managements will, in the not too 
distant future, come to their senses and 
recognize that it is just as important to 
get better as it is to get bigger. 

“If we demand quality in our pursuit 
of quantity, we will find the foundation 
of our business being built up, instead 
of torn down. We will find recognition 
of the value of an agent and willingness 
to invest money in making him capable 


of rendering worthwhile service to the 
public, admitting not only the public re- 
lations value, but also the economy in 
saving good men. If this should happen, 
we would have increased responsibility 
in the areas of selection and training, 
but we would not have the pressure 
which impels us, against our better judg- 
ment, to go looking in the other fellow’s 
pasture.” 

Earlier Mr. Davenport reported that 
“the present financial position of the 
Association is the best ever, in spite of 
the largest expenditure of any previous 
year for services to member companies.” 

ae ee I 

Noting that this ‘is “encouraging be- 
cause it indicates an increasing use of 
both our services aand publications,” Mr. 
Davenport announced that LIAMA is 
‘in excellent position to support expand- 
ing services in the Ordinary, Accident 
and Sickness, and Combination Compa- 
nies fields.” 

He commented on the all-time high 
figure for both regular and associate 
member companies—267 total members, 
of which 228 are U. S. and Canadian, 39 
are associate members, 

He predicted future progress in many 
areas, and singled out LIAMA’s finan- 
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R. R. DAVENPORT 


cial management unit which has started 
“a long-term project to find out what 
cost is involved in recruiting, selecting, 
training and supervising an agent at 
least through his first year.’ 

Commenting on LIAMA activity in 
support of the Accident and Sickness 
companies, Mr. Davenport announced 
that plans are being made for a con 
tinuous A. & S. sales survey, 


Claris Adams Explains Federal 
Situation As To Company Tax 


This year will doubtless be the crucial 
year on the company income tax front, 
Claris Adams, executive vice president 
and general counsel of American Life 
Convention, told LIAMA in Chicago 
this week. 

“Presumably we will have a_perma- 
nent law,” Mr. Adams said, “the issue 
is whether policyholders who now, be- 
cause of heavy imposts laid by the 
states in addition to income taxes levied 
by the Federal Government, have to pay 
an amount equal to $3.50 on each $100 
of premiums just for the privilege of 
saving their own money shall have an 
additional burden placed upon them 
which would seriously impair the in- 
centive for private thrift. It is our job 
to make the issue clear to every Senator 
and every Congressman. It is not only 
our job but our duty to defend the 
institution of life insurance and its 90 
million policyholders against this serious 
threat.” 


Background of Tax Bill 


Mr. Adams said, “Since 1951 life in- 
surance companies have paid Federal 
income taxes at the rate of 6%% of 


their net investment income. The orig- 
inal law levying such a tax was passed 
as a stop-gap measure and was effective 
for only one year. Thereafter it was 
extended from year to year but each 
time such extension had a terminal date 
of December 31 of the current year. In 
1954, the Ways and Means Committee 
of the House of Representatives ap- 
pointed a subcommittee to review the 
whole question of life insurance com- 
pany taxation and directed it to present 
a recommendation for a permanent 
plan. 

“This committee held extensive hear- 
ings on the subject in the middle of 
December of that year at which appear- 
ances were made, not only by spokes- 
men for the Joint Tax Committee of the 


company associations, but also repre- 
sentatives of a number of individual 
companies. Early in 1955 this subcom- 


mittee issued a report on the subject 
which stated certain general conclusions. 
They were: (1) That the same tax for- 
mula should be applied to both stock 
and mutual companies with respect to 
life insurance business. (2) That the 
discrimination against insured plans 
compared to tax-free trusts in the em- 
ploye pension and profit-sharing area 
be removed. (3) That income from can- 
cellable accident and health insurance 
business carried on by life insurance 
a—«,«é, be taxed separately from in- 
come from life insurance business, and 
that it be taxed in the same manner 
as the income of casualty companies is 
taxed. (4) That the definition of ‘invest- 
ment income’ be changed to include 
royalty income and profits from the 
temporary operation of a non-insurance 
business. (5) That corrective steps be 
taken to eliminate the problem of cor- 
porations which are essentially invest- 


ment enterprises operating under the 
guise of life insurance companies for 
purposes of tax avoidance. At that time 
no specific bill was offered,” Mr. Adams 
said. 
What Bill Provides 

“After numerous subsequent discus- 
sions by the members of this subcom 
mittee and experts of the Joint Com- 


mittee on Internal Revenue Taxation 
with industry representatives a bill was 
drafted,” the speaker said. “In its final 
form it provided a tax at the going 
corporate rate of 52% on the net invest 
ment income of life insurance companies 
less a series of deductions applicable to 
varying types of company operations. It 
was determined to levy the corporate 
rate on a fraction of investment income 


instead of continuing the flat tax on 
all of such income without deductions. 
The purpose is so that the effective 


rate applicable to our business would go 
up and down automatically with a 
change in the corporate rate. This it 
was thought would prevent the neces- 


sity of amending the life insurance tax 


law each time there was a change in 
the general corporate income tax law.” 

The bill provided a deduction of 85% 
of the net investment income allocable 
to regular life insurance business. This 
provision increased the effective rate on 
net investment income allocable to the 
regular life insurance business of the 
companies from a flat 64% to 52% of 
15% which equals 7 8/10% 

“The bill providing for a deduction on 
investment income allocable to policies 
issued in connection with qualified pen- 
sion and profit sharing plans of 92%%. 
It was stated that if the bill remained 
in force, this deduction would be up- 
graded over a five-year period until it 
reached 100% in 1960. The committee 
was definitely of the opinion that in- 
come from this type of business should 
be completely exempt in order to permit 
life insurance companies to compete 
fairly with bank trusteed plans which 
were totally tax exempt. The only rea- 
son that complete exemption was not 
granted immediately,’ Mr. Adams said, 


“was to prevent this deduction and 
others granted from actually reducing 
the total tax yield under this bill below 
current levels. 

“A deduction of 90% grading up to 
95% in 1960 was granted on income 
earned on assets held as reserves for 
annuities, dividend accumulations, and 


insurance proceeds left at interest. The 
larger deduction granted on this type of 
business than on the regular life insur 
ance business was designed to reflect 
the fact that such interest is taxable in 
general when received by individuals. 

“Income from cancellable accident and 
health business under this proposed 
legislation would be taxed to both stock 
and mutual companies on the same basis 
as the tax now levied on mutual casu- 
alty companies,” Mr. Adams pointed out. 
‘This tax is levied in the alternative 
but the practical effect is to tax both 
the gross investment income and pre 
miums less dividends at 1%.” 


Present Situation 


Mr. Adams discussed in detail the de 
velopments following opposition of the 
Treasury Department, then said of the 
present situation of the bill: 

“It is pending order of business be- 
fore the Senate Finance Committee. 
Presumably, exhaustive hearings will be 
held early in the Also the 
Treasury will have a bill of its own to 
present at that time and hearings will 
be conducted on both measures. 

“Tt ais difficult for us to understand 
the attitude of those who take the posi- 
tion that life insurance is just like any 
other business and should be taxed like 
any other business,” Mr. Adams. said. 
“We have tried to impress upon the 
Treasury that a tax on life insurance 
companies is principally a tax on the 


sessit yn. 


small savings of those with average or 
under-average incomes. This is appar- 
ent from the fact that 30% of life in 


surance policyholders do not even make 
enough money to pay income taxes. The 
social benefits of life insurance would 
seem to be so apparent that the govern 
ment would recognize its special place in 
the American way of life and agree that 
it should be given special consideration 
such as it has had through the years. 
As a matter of fact, even the Socialist 
regime of Great Britain not only taxed 
life insurance companies on a favorable 
basis and at a favorable income tax rate, 
but granted a deduction to individual 
policyholders on their income tax for 
the payment of premiums. This results 
in the forgiveness of many millions 
more in taxes to individual policyholders 
than the government of Great Britain 
collects from the companies in corporate 
taxes. This is done over there because 
of the social benefits accruing to the 
whole nation from encouraging men to 
take care of their families and to save 
for their own old age through private 
life insurance. It would be passing 
strange if the current conservative ad 
ministration of the United States should 


give life insurance less consideration,” 
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Stanton Hale Slated For President; 
Held All Sales Posts In Mutual Life 


Chicago—As The Eastern Underwriter 
went to press, it appeared probable that 
Stanton G. Hale vice president and 
manager for sales for Mutual Life of 
New York, who has held successfully 
each of the sales positions in the Mu- 
tual Life organization from field under- 


writer or agent to head of the com- 


STANTON G. HALE 
organization. He has 
active in LIAMA or- 
ganization work and still finds time for 
outside activities such as chairman last 
vear of the insurance division campaign 
fund of the Greater New York Councils, 
Boy Scouts of America. 
Mr. Hale was born in 
educated at University of Idaho from 
which he has a B.S. degree in business 
administration. Active in athletics in 
college, on graduation he became di- 
rector of athletics at Boise Junior Col- 
lege and was a charter member of the 
Junior Chamber of Commerce. His 
step in industry was as legal and 


entire field 
for years been 


pany’s 


Boise, Idaho, 


Boise 


nirst 





New York Life Announces 


Home Office Promotions 
of New 
announced. 

Glen 


Promotions in the home office 
York 

Named 
B. Gross, personnel 
don W. Stables, 
H. Frank 


ment; and 


Lite were recently 


executive assistants were 
department; Gor- 
office of the 


actuarial depart- 


secretary ; 
Homan, Jr., 
Group 


Tierney A. O’Rourke, 


insurance department. 

Mr. Gross joined the company in 1951 
and has worked in personnel adminis 
tration. Mr. Stables came to New York 
1934, real and 

loan department and 


Life in with the estate 


mortgage has also 
Homan joined 
1931, 


Group de- 


worked in personnel. Mr. 
the actuarial department in and 
Mr. O’Rourke came to the 
partment in 1951], 

John F. Gleason, who joined New 
York Life in 1948, has been promoted to 
counsel in the office of the general 
counsel. Edwin M. Jones, who came to 
the company in 1952, and Donald C-. 
Tiedemann, who joined the company in 
1949, have been named assistant coun- 
sels. 

Dr. Murray F. Bell, who joined the 
medical department in 1946, has become 


associate medical director. 


Production 
Idaho. 
life 


credit examiner for the 
Credit Association of Caldwell, 

While still but 25, he entered 
insurance as a field underwriter for 
Mutual Life where his progress was 
steady and persistent. In a year he was 
district manager, then assistant agency 
manager, next going to the home office 
as training assistant. This was in prepa- 
ration for his next advance which was 
as a qualified agency manager. 

It was in 1945 that the permanent 
move to the home office was made when 
he was brought in as assistant superin- 
tendent of agencies. In two years he 
was superintendent of agencies, then 
assistant manager of agencies, vice 
president and manager of agencies in 
1950 and vice president and manager 
for sales in 1952. As a speaker at meet- 
ings and a contributor of articles to 
the trade press he is inconstant demand. 


agement. 


our ever growing public. 


200 East 70th Street 





ULLICO SALUTES 


- - The Life Insurance Agency Management Asso- 
ciation on the occasion of its 38th Annual Meeting in 
Chicago. Our Company is proud to be a member of 
many years standing in an organization whose staft 
and resources are devoted to providing sound and 


progressive leadership in the science of agency man- 


Our representatives join those of our fellow mem- 
bers to further profit from these proceedings and 


thus, in turn, prepare our agency force to better serve 


The man who benefits most is the policyholder and 


that’s our purpose for being in business. 


The UNION LABOR 
LIFE INSURANCE COMPANY 


New York 21, N. Y. 
Edmund P. Tobin, President 


a 


C. W. Mealing, Canada, Warns of 
Some Current Selling Trend 


home office officials 


responsibility to 


Are and 
alike failing in their 
policyholders? C. W. Mealing, president 
of Life Underwriters Association of 
Canada, suggested that this may be the 
case. He cited several current threats 
to his premise that “life insurance must 
continue to be the great bulwark of fi- 
nancial the thousands of 
policyholders who have learned to trust 


agents 


security for 


it implicitly.” 

Pursuing his title, “If I Were an 
Agency Officer,” Mr. Mealing urged fur- 
ther liberalization of life insurance con- 
only for reasons of policy- 
holders’ welfare, but because “anything 
contract that irritates the under- 
breaks down his morale.” 


tracts, not 


in a 
writer, 











The speaker, who represents Noy 
American Life Assurance in Toron; 
pointed to dangers in “the present trey; 
in the (Group life and Group _pengio, 
field.” He also questioned the long. 
range value of company policies tha: 
over-emphi size pressure for volume. 

Stating that “unreasonably large limi: 
of Group life insurance, piling Group on 
Group and the formation of so- -called 
synthetic groups for Group insuranee 
purposes are not in the best interests of 
the public, the companies, or the agency 
forces,” Mr. Mealing urged company off. 
cials to give “serious consideration tr 
this trend and where it may lead.” 

He referred to social security jp. 
creases in the United States, the intro. 
duction of old age pensions in Canad, 
for $40 per month at age 70 without ; 
means test, and the rapid growth of wel- 
fare benefits, Group pensions, Group lif: 
and Group health plans. Admitting tha 
these developments now ‘bring peace oj 
mind to millions of people, he asked 
“But are we sure that _these will supply 
security for the future? 

In comment on “the stupendous grows! 
in the Group pension field,” Mr. Mealing 
said it has been accompanied by 
“marked decrease in the average pre. 
mium of individual contracts.” He sail 
many agents are now majoring in th 
sale of “low premium policies,” and he 
suggested that the reason is “the ever 
present pressure for volume.” 

Pressure for volume, the speaker said, 
“causes the agency manager to do things 
that may also influence the agent 1 
quote on a volume basis when in the 
presence of his prospect.” He said h 
doubts “if under these circumstances 
either a branch manager or a life un- 
derwriter can render the public the bes: 
service of which he is capable.” 

Urging careful thought about “th 
erowth of investment trusts and other 
forms of thrift,’ Mr. Mealing suggested 
that “these investments may be siphon- 
ing off surplus dollars which, in part, at 
least, ought to be directed to higher pre- 
miums in life insurance policies, thus 
building more substantial reserves for 
emergencies.” 

The speaker expressed enthusiasm for 
“the public relations potential of the 
agency forces of all companies.” He said 
that “happy and public relations con- 
scious agents” can bring about far more 
public good will than even very large 
company expenditures for top- level pub- 
lic relations efforts. But he said it 1s 
up to companies to make each represet- 
tative feel that “he belongs to, and is 
part of the organization and not just an 
employe of it.’ 

He urged greater consideration of se- 
lection, training and financing methods 
for managers, while admitting to “mucl 
progress in the last decade in methods 
of selecting, educating and training life 
underwriters.’ 


Bankers Life of Iowa 
Increases Dividend Scale 


3ankers Life of Des Moines has at- 
insenced a new dividend scale effective 
January 1, which will increase by 13% 
the dividends which will be paid 00 
Ordinary policies in 1956 over wil 
would have been paid under the 1959 
schedule of dividends. 

The upward revision in dividends has 
resulted largely from improved invest: 
ment earnings and from continued favor- 
able mortality experience. 

Under the new dividend schedule, 
interest will be 3.2% on policy proceeds 
left at interest with the company am 
3.35% on dividends left at interest. 
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W. S. Owen Tells Of Trends In 


Expanding Debit Insurance 


Distribution of life insurance by the 
continue to expand 
steadily under current economic condi- 
ions, with monthly payment of pre- 
miums moving ¢ ahead faster than weekly 
saymnent, W. Sheffield Owen, agency 
vice president of Life of Georgia, told 
LIAMA. Mr. Owen emphasized that the 
debit system in which the agent makes 
frequent, regular contact with the in- 
sured is an important factor in keeping 
in force nearly two-thirds of the 93 
million life insurance policies owned in 
the United States. 

Noting the general rise in take-home 
pay, Mr. Owen pointed out that “Mere 
increase in a man’s income does not per 
se increase standard of living nor 
change his buying habits. So long as we 
have people who receive their income on 
a weekly basis, we will have people who 


lebit system will 


his 


the services of a debit agent if 
become or to remain 


require 
they are to in- 
sured.” 

Citing a trend for the overlapping of 
Industrial and Ordinary insurance in the 
generally understood terminology, Mr. 
Owen said a need is indicated for a re- 
leinition of Industrial life insurance, 
both in common usage of the insurance 
business and in state-laws. 

Although the usual definition, as_ to 
amount of insurance, puts Industrial 
under $1,000 and Ordinary above, there 
isa trend for combination companies to 
issue weekly payment policies above that 

um, Mr, Owen said, while exclusively 
Oedinary — are trending toward 
raising floor of issuance to $1,500 or 
even Be her. Another part of the defi- 
nition is that collections are made week- 


ly. But the introduction of so-called 
monthly debit Ordinary has beclouded 
this definition, Mr. Owen said, pointing 
ut that even though it is called Ordi- 


nary it is still serviced on a debit system. 

“If the maximum limits for Industrial 
nsurance are raised, or if the average 
size policy continues to increase, there 
is likelihood that some of the features 
now found exclusively in Ordinary pol- 

cies may be included in Industrial. Many 
¢ companies have a modified form of set- 
‘lement option whereby proceeds may be 
eit on deposit and paid to the bene- 
ficiary in 12 monthly installment. Inclu- 
sion of loan values in addition to the 
present liberal cash values may also 
cur. Conversion from Industrial to 
Ordinary is now on a basis favorable to 
the policyholder in many companies, 

“Most combination companies will 
modify their practices in the public in- 
terest to the extent that the laws of the 
‘tates in which they operate permit. | 
Know that they are all striving—as are 
ihe Ordinary companies—to reduce costs, 
both in home office and field. 

“In considering the cost of Industrial 
nsurance it should be remembered that 
tis a mass production operation, so far 
as underwriting and policy issuance are 
concerned. These mass production tech- 
niques effect some saving in operating 
rosts, ah the mortality costs are nor- 
—_ ligher than Ordinary because of 

ie more liberal underwriting practice on 
a trial c¢ cases, 





“The distribution cost of Industrial in- 
surance is no higher than that of Ordi- 
nary, but the conservation cost is usually 


higher because of the more frequent 
service calls which the agent must make. 
The higher cost is justified by the fact 
hat many people would have no insur- 
ance unless the debit agent collected the 
Premium from them at fairly frequent 
Intervals,” 


Mr. Owen continued that the most im- 
portant consideration in the entire situa- 
tion is that insurance be sold to fill a 
need or want and serviced upon the most 
economical basis that will keep it in 
force. This is more important than 
“what we call it—whether premiums are 
paid weekly, monthly, or annually. 

SH is athe responsibility of the agency 
officer in the combination company to 
be sure that any growth in weekly pre- 
mium business is based upon needs and 
not merely upon the ability to build and 
direct the activities of an organization 
that knows how to merchandise its serv- 
ices upon the weekly basis,” Mr. Owen 
asserted. “Agency officers share the re- 
sponsibility for seeing that the agency 
system of which we are justifiably proud 
continues to merit not only public ac- 
ceptance but public approval because we 
develop men who interpret life insurance 
properly and sell it adequately.” 


Mr. Owen then discussed problems en- 
countered by Life of Georgia when ten 
years ago that company made the tran- 
sition from an Industrial company, writ- 
ing weekly premium insurance only, to 
a combination company writing both 


weekly premium and Ordinary insurance. 

He explained that his company has 
been engaged in a program of upgradins 
our managers, “realizing that the mana 
ger is the key to practically all fieid 
problems.” 


Stanley Collins Cites Need 
To Reduce Agents’ Turnover 


The acute need to reduce turnover of 
new agents and to conserve experienced 
ones was cited this week by NALU 
President Stanley C. Collins, Metropoli- 
tan Life at Buffalo, speaking before the 
Life Insurance Agency Management As- 
sociation. He referred to these problems 
as “sore spots in the agency system.” 

In considering various approaches to 
these problems, Mr. Collins noted that 
“the greatest hunger in the human breast 
is a craving for recognition.’ He ob- 
served that the life insurance business 
“loses many good men to other industries 
because these men no longer feel they 
are rendering a service commensurate 
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with their ability and basic human dig 
nity.” 

First debit agent to become a na 
tional head of NALU, Mr. Collins em 


phasized that “Mr. Average 
be able to feel he is making 
tion to the business, 


\gent must 
a contribu 
his community, and 


to society.” He put the finger squarely 
on local management which, he said, “has 
a terrific responsibility to preserve the 
enthusiasm, well-being and morale. of 
the field man.” 

Mr. Collins then turned his attention 
to “a larger, broadening influence—the 
field man’s local life underwriter asso- 
ciation.” Active membership in NALU 
was described as “the catalyst which 


combines the baser metals of knowledge, 
competence and training with the press 


ing need of working for survival and 
transmutes them into the precious 
gold and silver of professional attitude 
studded with the gems of self-esteem 
and public acceptance.” 

Noting that loc: il agency management 


can bea potent and basic force in creat 
ing job satisfaction, Mr. Collins observed 
that “at the agency level the right atti 
tudes are either preserved dissipated 

and the local association of NALU 
is the greatest single influence at this 
local level in creating, preserving and 
broadening all those influences which 
generate an atmosphere of enduring suc 
cess to make job satisfaction a perma 
nent reality.” 

One major value from NALU member 
ship he listed “the opportunity to in 
crease self-esteem and self-assurance by 
becoming an unselfish contributing mem 
ber in a cooperative effort for the wel 
fare of his community and his business.” 

Pursuing his theme of “Harmony 
through Understanding,” Mr. Collins ob 
served that “there are three parties to 
every transaction in this ‘business 
insuring public, the field forces, and the 
companies.” Harmony among __ these 
groups must continue to prevail “if we 
are to preserve the kind of industry cli 
mate which will enable the 


e 


agency SVS 
tem to be adequate for every challenge 
and prepared to meet every threat.” 
“Basically and fundamentally,” he 
noted, “the interests of these three 
groups are precisely the same at all 
times and in all places. When there may 
appear to be a divergence of interest, 
one or both of us is in error. At that 
point we had better take a long. objective 
look at our operation and make every 
effort to discover where the error lies.” 


He spoke of “our undeniable obliga 
tion to keep the agency system superior 
to all others and constantly dominated 
by public interest. 
“The agency system 
so long as it serves the 
better than any other system 
fail, if we do not keep the SI 
effective and efficient.’ 


will survive just 
public interest 
but it will 
vstem mod 


ern, 

Noting that both LIAMA and NALU 
are convinced that the insuring public 
alwavs has been best served “ the 
agency system, Mr. Collins said it will 
always be the case “as long as we con- 


tinue to meet the challenge of changing 
conditions in a modern world by keeping 
the competency of our field forces equal 
to the demands of the time.” He paid 
tribute to LIAMA as “a _ great and 
powerful instrument in meeting this chal- 
lenge of competency through its research 
and training programs which bring the 
efforts of companies and field into com 
mon focus at the agency management 
level.” 
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Dr. Wallace Explains LLAMA’s 
New Career Analysis Procedure 


“Perhaps the greatest error we have 
thinking 
man 


lies in 
to about a 


made in our business 
we know all we need 
because we have the figures 
sults,” Dr. S. Rains Wallace, 
research told the 
Career 


on his re- 
LIAMA’s 


director of meeting 


unveiled a Analysis 
help 
an agent’s past and present perform: ince 
either to identify him as potential man- 
agement material . . . or to help the 
manager keep him and upgrade him as 
an agent.” 

To amplify how “mere results can lead 
us astray,” Dr. Wallace said: “To visu- 
alize an agent as a supervisor, we need 
to know not just his production, but how 
he prospected for it, how he sold it, what 
he sold, how he pl lanned in selling it, yee 
he distributed his time for selling it. 
We need to know how he got the know]- 
edge to program (if he did) or sell pen 
sion trusts (if he did). We need to 
know how he was supervised into selling 
it, how much of it he sold and how much 
was sold by his unit manager or his gen- 
eral agent. We need to know what all of 
this means to him and will mean to him 
when he thinks about supervising agents, 
We need to know what the way he got 
his results means and what this might 
mean about the way he would try to get 
results through his own agents.” 

Explaining that “it is not the whats 
but the hows that can be transferred 
from a supervisor to agent,” the speaker 
continued: “Again, to visualize a super 
visor or assistant manager as a manager 
or general agent, we need to know not 
only how many men he has recruited, 
but how he got them and where. We 
need to know not only what their pro 
duction history is but how they got it. 
How did he train? How does he super 


vise 


as he new 


Procedure to companies “analyze 


Outlines Steps in Procedure 


In outlining the six test and interview 
steps in LIAMA’s new Career Analysis 
Procedure, Dr. Wallace emphasized that 
this is more than a management selec 
tion device, it is al a means of deter 
mining whether a man is best suited to 
remain a career agent and, if so, what 
can be done to upgrade him 

Pursuing his theme of “W1] 
Sammy Run,” Dr. Wallace 
that the business as a whole 
doing more 
Sammy will 
career that is 


said: “We 


rere Should 

suggested 
“should be 
to increase the chances that 
follow the life insurance 
best suited to him.” He 
» should be doing more to help 
Sammy see where “i is going and why 
We must make sure that Sammy does 
not drift into weerens n simply because 
it seems like a good idea to somebody 
at the time. We should also be doing 
more to see that Sammy actually gets 
the supervision he needs,” the speaker 
added. 

He described a 
nies encounter in 
their field 
agents unless we 


vicious circle compa 
attempting to build 
“We can’t keep good 
give them good and 
continuous supervision. On the other 
hand, we can’t give good and continu 
srvision unless we have a large 
enough group of effective field super- 
visors. But how can we get enough man 
agement personnel if we haven’t enough 
established agents to recruit from? And 
how can we have enough established 
agents to recruit from unless we 
our better cig iadll 

He said the Career Analysis Procedure 
endeavors to ck companies escape the 
vicious circle by attacking both problems 
at one time. The new procedure. he 
warned, “is not a push button, fool 
proof gadget, but it is a plan that, if used 
properly, can insure that something more 
will be done toward keeping a respect- 
able number of career agents working 


force Ss, 


ous supe 


keep 


for us.” 

He pointed out that while “keeping 
career agents is a good thing in itself, 
an equally important reason for using 
the Career Analysis Procedure is that 
more and better men are needed to do 
supervision at the field level.” 

To point up the broad problem at 
hand, Dr. Wallace quoted LIAMA find- 
ings. “It we take 100 new agents who 
each produced at least $200,000 in his 
first year, we can expect their total first- 
year prod: iction to approximate $30 mil- 
lion. If we look at them at the end of 
four years, we find only 40 of them left 
and a total production in the fourth year 
of $8,400,000. “We must expect not only 
to lose 60% of these promising men, but 
to get a lower average production among 
the men who are left.’ 

Dr. Wallace explained that the Career 
Analysis Procedure is designed to help 
the agency vice president apply the 
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principles he has adopted for agent se- 
lection to the problem of management 
selection, 
Conceding that 
selection cannot be 
gently unless related to 


“the problem of agent 
discussed intelii- 
problems oi 
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management effectiveness,’ Dr, Wallace 
said “it has been generally admitted that 
LIAMA should have concerned  itselj 

vith the selection of management before 
it engaged in the work which led to the 
Aptitude Index for agents.” 

But he pointed out that the Career 
Analysis Procedure resulted from the 
realization that this works both ways, 
“We cannot and should not consider the 
management selection problem in inde- 
pendence of the retention and upgrading 
of our agent force.” 

He suggested that “the concept of the 
new or second look at the semi-estab- 
lished agent and the attempt to give 
him career guidance on an _ organized 
basis brings the life insurance business 
abreast of other industries which decided 
years ago that the career path adopted 
by their employes should be determined 
on the basis of something more than 
luck of the draw.” 


Meeting Some Objections 


The speaker then raised and answered 
some of the objections to the CAP he 
said he suspected were in the minds o/ 
his audience. 

Will the procedures take time? Dr 
Wallace said they would take two or 
even three days, with interviews alone 
taking a total of eight hours. But, he 
asked, “how much time is this—relative 
toa career lifetime or an agency’s fu- 
ture?” 

Will it make agents “leaners?” The 
speaker said “this depends upon your 
definition of leaners.” He quoted one 
vice president who tells his general 
agents he hopes they get plenty of 
leaners if, by that, “they mean men who 
know they need improvement and wel- 
come the opportunities for it.” 

Won’t these procedures result in by- 
pe issing the manager, and perhaps under- 
mining the reli itionship between him and 
his agent? “No procedure can do that,” 
Dr. W allace said, “only you can.” He 
noted that “while the procedure could be 
used in such a way as to make the 
agent a company man rather than an 
agency man, it could also be used to 
build the prestige of both the company 
and the manager in the agent’ s eyes. 

Will these procedures transform agents 
who find themselves rejected for man- 
agement into sitting ducks for the prose- 
lyter? Dr. Wallace said he believes the 
answer is “no—if the company takes its 
role as a career counselor seriously.” 

On the crucial question—Will these 
procedures do any good? Dr. Wallace 
said they simply represent “the best edu- 
cated bet of LIAMA’s research division. 
He added: “Even if we’re right, you cat 
make us wrong if you administer them 
in an off-the-cuff, hurry-up manner, of 
if you fail to follow up the programs 
they produce.” 

However, he made an exception of the 
first step in the process, sig Evaluation 
Record, which, he said, a validated 
screening device which can be used to 
provide a pool of potential candidates 
from which management personnel may 
be selected.” 
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As a result of our rapid expansion, once again Combined has outgrown its 
physical facilities . . . and once again we're proud to announce the opening of 
additional quarters here on Sheridan Road in Chicago. This time, it’s Number 5. 


Moving from our loop quarters to our first building on Sheridan Road in 1939, 
we were forced to add additional quarters in 1946, 1948, 1951, and 

now in 1955. The fifth addition to the list is a spacious fully-air-conditioned, 
modern building located at 4858 Sheridan Road. 


But we don’t stop here. Already, plans for an all-new multi-story home office 
building are being discussed and considered by management. 


As always, Combined continues to stand out in the industry for its amazing 
growth, aggressive management, and satisfied policyholders. 


Today it’s Number 5 on Sheridan Road .. . Number 6 is in the making. 


NSURANCE COMPANY OF AMERICA 
Chicoge 40, HHlinois” _ 
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Free Agents For Their Selling Job, 
Said L. M. Huppeler, New England Life 


A belief that should be pro- 


vided with sufficient service help to free 


agents 
them for “the job they love’—selling— 
was Lambert M. Huppeler, 
vice president, New England Life, speak- 


voiced by 


session of 
November 10 


ing at the final general 


LIAMA’s 


in Chicago. 


annual meeting 


experience as a_ general 


“the 


Citing his 
agent, Mr. Huppeler said service 
given to agents was what set his agency 
apart from the ordinary run of agencies. 
I decided that the easiest way to up- 
grade my men was to make them free 
to be in the field as close to 100% of the 
time as possible rather than having 
them spend 50% to 65% of their time 
in the office preparing sales and service 
material.” 


He called this system “a most effective 
builder of agents” and “a tremendous 
stimulator in recruiting.” As a result of 
providing agent services such as a free, 
complete programming and estate plan- 
ning service, combined with complete 
proposal service for business and pen- 
sion cases, Mr. Huppeler noted that his 
agents had enjoyed an average produc- 
tion of more than $600 thousand in 
contrast to a company average of $200 
thousand. 

Mr. Huppeler described the responsi- 
bility facing him when he came to the 
home office a year ago: “To determine 
with the president and directors a policy 
that would enable the company to make 
adequate growth by securing sufficient 
new business of the right quality at the 
right cost. 

“In order to impress upon our men 
the need for recruiting activity,” he said, 
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“we again delved back into history a 
little bit and found that about one-half 
of our agencies had shown little or no 
manpower growth in the past five years. 
Many of them had shown volume 
growth, but not manpower growth. The 
better agencies showed up in the man- 
power growth area and the bulk of 
growth was in the top 25 agencies. This 
exposition of manpower throughout the 
company made all our general agents 
cognizant of the necessity for continuous 
recruiting. Here again, I used charts 
showing the breakdown and the sources 
of the company’s business and tried to 
project into the future, through the use 
of charts, the same sources and break- 
down. 

“The cooperation and enthusiasm by 
our general agents for the ‘Plan for 
Progress, as we called it, was complete 
and enthusiastic. We had helped solve 
the capital requirements of agents’ 
financing; we made available in certain 
areas additional capital for general 
agents who wished to expand into neigh- 
boring cities. We have increased the 
number of schools and have added inter- 
mediate schools. We expanded on the 
training, and the district agency devel- 
opment—the groundwork for which was 
laid by George Hunt and Homer Chaney 
some years ago. As a matter of fact, 
there was not one activity which George 


and Homer had initiated that we did 
not continue or expand.” 

In connection with New England, 
ten-year expansion plan, Mr. Huppele 
raised the question: “What will the life 
insurance business as a whole be like 
a decade from now? 

“We all wonder,” he said, “about such 
questions as variable annuities, guaran. 
teed issue, insurance with mutual funds 
insurance that returns all premiums jn 
event of death in addition to the face 
amount, and others.” 

But, he concluded, while the life jp. 
surance business may change in charac. 
ter and will undoubtedly make great 
progressive strides, “the reasons why 
men buy will not change.” He suggested 
that “human nature will remain the 
same and when we meet here 10 or 2) 
vears hence, the basic principle under- 
lying this great business will still be 
love of family.” 





Joins Empire State Mutual 


R. Melvin Barnes of American United 
Life underwriting staff has taken a su- 
pervisory position in the underwriting 
department of Empire State Mutual, 
Life, Jamestown, N. Y. 

Formerly with Farm Bureau Life of 
Michigan, Mr. Barnes attended Michi- 
gan State University. 
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Retirement Legislation, Welfare Funds, 
A. & H. Situation Reviewed By Thore 


Ij Congress considers individual retire- 
ment legislation next the life 
insurance business will work toward a 
plan pet ‘mitting taxpayers to invest their 
savings in new and existing annuities 
and life insurance policies, according to 
Eugene M. Thore, general counsel of 
Life Insurance Association of Ame: ica, 
in a legislative forum at the annual 
meeting of LIAMA. He discussed gov- 
erment regulation, competition and tax- 
ation, including union welfare funds, 
accident end heal th insurance plans and 
military survivors benefit legislation. 

Mr. Thore pointed out that constant 
pressure for individual retirement legis- 
son may be expected to increase next 
wear. He said there are many difficult 
problems to solve in connection with the 
proposed plan, which would permit a 
self-emploved taxpayer to defer income 
tax on 10% of his income up to a max- 
‘num of $5,000 a year if the taxpayer 
money aside for retirement pur- 


session, 


sets the 
10Ses. 
Applying the plan only to  self-em- 
nl oved individuals raises the problem of 
discrimi nation against employes partici- 
pating in employer retirement plans, he 
said. “If the plan were to be expanded 
to include employes as well as_ self- 
employed people, a large segment of the 
ake population could benefit from 
the tax deferment. This could have a 
serious influence on Federal tax revenue. 
The revenue problem will be very signifi- 
‘ant next year when Congress will want 
to reduce taxes,” Mr. Thore declared. 
He pointed out that at present the 
contemplated plan does not permit the 
taxpayer to put his savings into existing 
life insurance policies and receive the 
tax benefit. He stated that this step 
could slightly increase the revenue loss 
to the government, “but as a practical 
matter we believe that unless the tax- 
payer 1s permitted to invest in existing 
insurance, insurance estates would be 
lisrupted.” Taxpayers might lapse exist- 
ng insurance and then buy new life 
insurance or annuities in order to take 
advantage of the tax deferment, and this 
would be socially undesirable, he said. 
There are technical difficulties regard- 
ing the use of life insurance contracts 
under the proposed plan, Mr. Thore 
pointed out. There is serious doubt 
hether the original concept requiring 
that money invested under the plan be 
rozen during the working years of the 
ixpayer is practical, he said. In the 
ase of life insurance, he asked, “how 
‘ana contract be written which cannot 
he surrendered? Similar difficulties are 
nherent in freezing the taxpayer’s sav- 
ngs in a trust or custodian account.’ 
Mr. Thore stated that the life insurance 
usiness will continue to cooperate with 
ie sponsors of the legislation, but will 
tk toward a plan which will permit 
the taxpayer to invest his savings in 
nnuities and life insurance _ policies, 
vhether new or existing plans. 


Union Funds and Agents’ Commissions 


Turning to Congressional investiga- 
lions of union welfare funds during the 
past year, Mr. Thore said that Congress 

nay seek to enact legislation requiring 

hat pertinent data regarding the opera- 
tion of these plans, including the names 

{ individuals receiving fees and com- 
missions, be reported to a Federal agen- 
y where it would be available for public 
review, 

“The life insurance business is not 
‘posed to reasonable disclosure legis- 
ton,” he stated. “The unions favor 
closure legislation, but they have also 
‘eccommended legislation dealing with 

mmissions.” He said the unions pro- 
bose that State laws be amended so that 

‘surance companies can do business 


with unions without paying commissions 
where an agent’s service is not involved. 


They also propose regulation of com- 
missions if an agent’s service is pro- 
vided. 

Mr. Thore stated that there is no 


sound basis for discriminating against 
other buyers of insurance by permitting 
union buyers to purchase direct from the 
insurer at the regular rate less com- 
missions. “The insurance business will 
firmly oppose any attempt to eliminate 
agents’ commissions in the union welfare 
field as well as in other fields,” he said. 
“We find nothing in this situation that 
would not be overcome pby_ reasonable 
disclosure and sound practices in the 
management of welfare funds.” 


Health Insurance Situation 


Health insurance continues to be one 
of the important political issues, Mr. 
Thore continued. He _ pointed to pro- 
posals by which the government might 
seek to stimulate the expansion of volun- 
tary health insurance plans or provide 
direct subsidies so that the indigent and 
uninsurables could be covered, and to 
complaints issued by the Federal Trade 
Commission against advertising of cer- 
tain health insurers. With regard to the 
government’s health reinsurance pro- 
posal, Mr. Thore said: “It is my impres- 
sion that interest in the bill is waning 
and that Congress will be preoccupied 
mainly with other approaches. The dan- 
ger lies in proposals supported by Fed- 
eral subsidy.” 

With regard to health insurance ad- 
vertising, he stated it is hoped that 
within the near future some _ practical 
approach will be developed which will 
make possible the disposition of the 
complaints against health and accident 
insurance companies, and that the FTC 
will then look to State Insurance Com- 
missioners to regulate advertising within 
the framework of rules now being pre- 
pared. 

Regarding servicemen’s survivors bene- 
fits, Mr. Thore stated that bills which 
would restore National Service Life In- 
surance have met with strong opposition 
in Congress. Progress was made, he said, 
in a general legislative overhaul of mili- 
tary survivor benefits. Lengthy hearings 
by House committees resulted in a_ bill 
eliminating many of the inequities, dis- 
criminations and overlapping benefits 
provided by former laws. The bill puts 
all military personnel under the Social 
Security system, provides dependents’ 
benefits for servicemen’s survivors in 
lieu of the former gratuitous indemnity, 
and repeals the Federal Employes Com- 
pensation Act benefits for reservists. 
“The House Select Committee should be 
commended for its political courage in 
reviewing the entire system and resisting 
pressure for creating a system of unin- 
sured benefits,” Mr. Thore said. 





Security Mutual Appoints 
T. A. Frank in Atlanta 


Norman T. Carson, agency vice presi- 
dent, Security Mutual Life, Bingham- 
ton, announces the appointment of 
Thomas A. Frank as general agent in 
Atlanta, Ga. 

Mr. Frank, who was formerly affili- 
ated with National Life of Vermont 
and Bankers Life of Iowa, is a graduate 
of Washington University, St. Louis, 
Mo. Prior to entering the insurance 
field, he held several responsible posi- 
tions in a large retail establishment in 
the southeastern part of the country. 
He served in the Navy during World 
War II and saw action in Casablanca, 
Salerno, Anzio and im southern France. 
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The “how can we write it attitude” of our un- 
derwriters will help you as we have helped many 
others to salvage a good case that they might other- 
wise have lost. 
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A. F. Williams, Crown Life, Weighs 
Current Shift In Public Interest 


The theory that the public today may 
be more interested in comforts than 
necessities, luxuries rather than mere 
survival, and a place in the sun rather 
than savings for a rainy day, was ad- 
vanced by A. F. Williams, vice president 


of Crown Life, before LIAMA. Mr. 
Williams advised his audience of 800 
agency officers “to do some. serious 


thinking about this shift in public in- 
terest and about the savings market as 
a whole.” He referred to it as “a tre- 
mendous market that can provide both 
a higher premium income for our com- 
panies and increased earnings for our 
field men.” 

Commenting on the fact that “al- 
most everyone is getting into this sav- 
ings market,” the speaker urged life 
insurance companies “to compete for the 
savings dollar and the only way to do 
it is to produce something the public 
wants.” One answer, he suggested, is 
“more competition with other savings 
industries for the high premium dollars 
and less among ourselves for the low 
premium dollars.” He said the life insur- 
ance business ean “do things for the 
policyholder and his family before and 
after he completes his savings plan 
that no other savings industry can 
do, including self-administered pension 
schemes.’ 

Mr. Williams spoke on the responsi- 
bilities and obligations of the agency 
officer. Working from the title, “Life. 
Liberty and the Pursuit of Happiness,” 
he advocated that each agency officer 
apply these sreat human ideas to his job. 

‘If the life insurance business depends 
on the agency system, the health of that 
system depends largely on the agency 
officer.” Mr. Williams suggested five 
qualities for the ideal agency officer: 
Profound curiosity ... not IT am right, 
but what is right; active imagination 
; to develop facts uncovered by that 
profound curiosity; powerful ability to 
get things done ... the ideas resulting 
from that active imagination; healthy 
dissatisfaction with what has been done; 
a tough-minded approach ... but tough- 
ness of the spirit, not toughness of heart. 

While every agency officer may not be 
able to build the biggest or best com- 
pany, Mr. Williams said that every 
agency officer “can hope and try to be 
both the biggest and best agency execu- 
tive in the industry—to the only men 
whose opinion really matters—his own 
field men.” 

He considered the agency officer’s re- 
sponsibilities to the field, and to the 
field manager in particular, along the 
“five orbits of recruiting, selection, train- 
ing, direction, and motivation.” 


Recruiting and Promotion 


Describing motivation as “creating an 
atmosphere in which every man wants 
to do his best work,” Mr, Williams said 
his company belief is that this is the 
most important of the five orbits. 

“For a man to do his best work, and 
therefore to get the best work-out of 
him, there are two absolute essentials: 
(a) He must be doing work he likes, and 
(b) with people he likes.” Mr. Williams 
asked whether companies have done 
enough on the second point. “Do we 
think of our managers, our branch office 
office 


staff, our home staff and, our- 
selves, in terms of ‘people the agent 
likes to work with’ ?” 


About the agency officer’s responsibili- 
ties in recruiting, Mr. Williams voiced 
the opinion that “our objective should be 
100% promotion from our own staff, an 
objective already reached by many com- 
panies.” He said this calls for “a plan 
which will produce future managers, 
when they are needed, from our own 
ranks.” 

While stating the belief that “it is the 


prime responsibility of an agency officer 
to see that no man in another company 
is disturbed,” Mr. Williams admitted 
that a certain number of changes are 
bound to occur and “threats of retalia- 
tion do not improve matters.” Noting 
that “many agency officers have changed 
companies,” he said “we cannot in good 
faith deny to others rights we exercise 
ourselves.” 

On managerial selection, Mr. Williams 
explained that his company has full- 
time managers in Canada but uses the 
general agency system in the United 
States. 

“In the United States for us the best 
way to expand is by establishing per- 
sonal-producing agencies in new areas.” 
Noting that the system is working well 
for Crown Life, Mr. Williams said: 
“Since we began our expansion program 
10 vears ago, we have appointed 54 gen- 
eral agents, 45 of whom pioneered for 
Crown. Of the 54, 44 are still general 
agents, two have reverted to agent 
status, one died, and the remaining seven 
have left the company.” 

He suggested that in most cases 
“managerial selection will also set the 
agent selection pattern ... for no mana- 
ger will recruit and hold men who are 
better than he is.” 

On training field managers, Mr. Wil- 
liams said the agency officer’s respon- 
sibility is “to help a man who already 
has sales skills to develop executive 
skills along the same orbits in which he 
himself is skilled—recruiting, selection, 
training, direction and motivation.” 

He stressed the importance of man- 
gerial visits to the home office “to know 
home office people to know home 
office procedures and to know the 
services and aids available.” 

Need for Setting Objectives 

Commenting on his fifth orbit of 
agency department responsibility, Mr. 
Williams said he preferred the word 
“direction” to “supervision.” “A basic 
fundamental of Crown Life organization 
is to make every effort to confine the 
manager's duty to a minimum number 
of operations so that he may be a spe- 
cialist in each of his duties. He is and 
must be the sales manager.” 

Stressing the need for “setting objec- 
tives,” the speaker said in (Canada his 
company wants 5% of the total Ordi- 
nary business written in the territory. 
“The beauty of using a percentage of 
the total business,” he said, “is that no 
manager can alibi himself out of it be- 
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cause of conditions.” Emphasizing the 
human factor in direction, he listed sev- 
eral ways agency officers can “make the 
field man feel he belongs and is part of 
the team.” 

Referring to financing as yet another 
orbit, Mr. Williams said: “Somehow or 
other we must increase the income of 
the average agent.” He suggested that if 
policyowners require and receive so 
much more in the way of service from 
the agent, perhaps they would be willing 
to pay a bit more for it if the industry 
as a whole could arrange it.” 

Commenting on recent trends affect- 
ing the life insurance business, the 
speaker suggested that “the extension of 
the guaranteed annual wage may well 
open up new opportunities for more per- 
sistent Ordinary sales.” 

He said he is going to “stop thinking 
about the blue collar market and do 
more thinking about the sport shirt mar- 
ket.” He said he would like to see the 
establishment of “a payroll clearing 
house.” On the subject of competition 
among companies, he urged the empha- 
sis be kept “where it belongs—on per- 
formance—the performance of the agent.” 
Noting that other industries have ap- 
prentice plans for prospective salesmen, 
Mr. Williams suggested that the life in- 
surance business needs to think about 
such a plan, 
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Opportunity For Experienced 
Group Home Office Underwriter 


An excellent position with excellent future is open in the Group 
Underwriting Department of rapidly expanding General American 
Life Insurance Company, one of the 10 largest companies writing 
employer-employee coverages. Its beautiful modern air-conditioned 
||| Home Office Building is a landmark of metropolitan St. Louis. Liberal 
salary commensurate with experience and qualifications . . . coupled 
with outstanding retirement and employee benefit program. 


Group underwriters interested in opportunity and advancement 


EMIL E. BRILL, Vice President 
1501 Locust Street 
St. Louis 3, Missouri 


Give particulars as to personal qualifications and professional experience. 




















Seven Changes in LIAMA 


Constitution Proposed 

Seven proposed changes in the consti- 
tution of Life Insurance Agency Man- 
agement Association were presented to 
members for discussion during the an- 
nual meeting in Chicago. 

While company votes were permitted 
during the executive session on No- 
vember 7, it was announced that final 
action would be taken at a_ meeting 
in New York City on December 12. 

The major proposal involves a_ new 
dues formula. LIAMA President R. R. 
Davenport explained that the new for- 
mula has been designed not to increase 
dues, but to redistribute them. 

“The new formula gives weight, not 
to Ordinary insurance alone,” he noted, 
“but places also a small weight on In- 
dustrial life premiums and accident and 
sickness premiums.” He said this comes 
“as a direct result of demands from 
combination companies, and life com- 
panies writing accident and_ sickness, 
which felt they should be allowed to 
pay for and demand greater service 
in their fields . . . as well as from Ordi- 
nary companies which felt that a formula 
based strictly on Ordinary insurance did 
not produce money for use in other 
fields.” 

At the present time LIAMA’s dues 
formula is based entirely upon a com- 
pany’s gross amount of Ordinary insur- 
ance in force. In contrast, the new for- 
mula will be based on premium income, 
with varying weights for Ordinary, In- 
dustrial and accident and sickness. 

President Davenport explained that in 
this redistribution, “it is inevitable that 
some companies would pay less, some 
about the same, and others would pay 
more.” 

In his keynote address to the annual 
meeting, Mr. Davenport outlined two 
other proposed constitutional changes 
dealing with requirements for admission 
to LIAMA membership. 

“First, it will be proposed that we 
change from the present method of pass- 
ing upon applications for membership 
a system of extending invitations by the 
board of directors. 

“Second, there will be a proposal t0 
raise the basic requirement of $5 millicn 
of Ordinary insurance in force to $10 
million, written by the company and not 
purchased.” : 

Four other proposals were terme 
“minor,” having to do only with clarifi- 
cation of wording in present articles. 
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Need Dramatic Increase in Selling, 


E. J. Faulkner Tells Agency Officers 


Only if the efficiency of distribution 
is improved and the number of salesmen 
i; materially increased will it be pos- 
sible to maintain the high standard of 
living that lies ahead and this is as true 
of personal insurance as it is of automo- 
piles or frozen foods, said E. J, Faulkner, 
president of Woodmen Accident & Life 
Insurance Co. addressing LIAMA’s an- 
nual meeting. 

“We need to propagate a higher es- 
teem and better understanding of selling 
as a career,” he said. “We are sad!'y 
short of salesmen and we have not yet 
solved the problem of where to find 
them. We must raise the productivity 
of our present sales organization, imme- 
diately and impressively. If the chal- 
lenge of distribution is to be met we 
will need to formulate and apply new 
concepts of selling to our complex and 
volatile market. We must conform the 
sales opportunity to the security-mind- 
edness of our prospective salesmen. To 
a dangerous degree, security rather than 


opportunity predominates in the think- 
ing of the men whom we need to add to 
our distributive system. Today, the 
scientist and the financier are glorified 
in the minds of the college graduate. The 
salesman’s job is low in his priority of 
desirability, . 


Can Glamorize Selling 


“Greater emphasis must be placed on 
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“As Faithful as 
Old Faithful’ 







PROFITABLE GENERAL = 
AGENCY OPENINGS NOW 
AVAILABLE 


Write to the 
Agency Secretary 





the importance of merchandising and 
selling so that careers in this field will 
be accorded their proper value by the 
young men and women who are entering 
must remind 
ourselves of the essentiality of imbuing 
concept 
; incantation and enthu- 
siasm are no substitute for knowledge. 
The sales career must be glamorized; the 
present waste, both in existing and pros- 
be reduced : 


the business world. We 


management with the modern 


that exhortation, 


pective organization, 
and the whole 


must 


distributive complex 


personal insurance expanded. What more 
gigantic challenge faces the agency ex- 


ecutive than that ? 


“Not only is this development essential 
to keep pace with the rest cf the econ- 
omy, but it most urgently needs to be 
done if the pressures for public pensions, 


health and welfare benefits are to 


dissipated. Certainly we know that until 
nearly complete coverage of the Ameri- 


can people is attained, there will 
those in public life, and without, 


compulsory coverage. 


“Our dynamic equilibrium reacts to 
changes in underwriting as well as in 
have 
seen a start made in the issuing of Group 
life insurance on a permanent basis. We 
have seen the accident and health con- 
tract simplified and streamlined and ex- 
tended to overage and substandard risks. 
we know of the relaxation of underwrit- 
ing limits and standards of acceptance 
in life insurance with larger retentions 
and eased ratings for special risks now 


production and marketing. We 


commonplace, 


“Tt would be strange if all of these 


MUTUAL TRUST 


PRODUCERS HAVE ENJOYED THE 
COMPETITIVE ADVANTAGES OF: 


Low Net Costs 

i Flexible Settlement Options 
M Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual Trust has been soundly and 
economically managed on a purely mutual dasis 
for the benefit of its policyholders. 
In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 
Cal., Conn., la., Ill., Ind., Mass., Me., 
Mich., Minn., N.H., N.J., N.Y., N.D., 
Ohio, Pa., R.I., Vt., Wash., Wis. 


MUTUAL TRUST 





LIFE INSURANCE COMPANY 
135 S. LA SALLE ST CHICAGO 


who 
will urge the adoption of schemes of 





developments did not have an effect on 
the work of our trade associations. A 
trade association serves its members by 
informing them of trends in the business 
—frequently by anticipating them. Thus 
the Life Insurance Agency Management 
Association, one of the most alert and 
vital of our cooperative enterprises, has 
devoted more and more of its time to 
research, study and activity in new areas 
such as accident and health insurance. 
It has initiated projects in connection 
with combination and Industrial insur- 
ance. It is providing a variety of serv- 
ices to all companies large and small, 
which were not contemplated even five 
years ago. The expansion of legislated 
security benefits, the tremendous growth 
of the mass coverages, have posed unique 
problems of research and service. Under 
these circumstances, a periodic re-evalua- 
tion of the program of the Association 
and the financial support for it is emi- 
nently desirable. Later in the 
this afternoon, you will ‘be called upon 
to consider a new dues structure for 
LIAMA that redistributes more equit- 
ably the financial load of the organiza- 
tion in terms of its changed functions. 


se ssion 


Opportunities a Challenge 


“Today’s opportunities challenge the 
flexibility and imagination of all per- 
sonal insurers. On no executive officer 
does the impact of this challenge fall 
more heavily than the agency officer. 
But in it there is exhilaration and the 
chance to exercise real talent and in- 
genuity in the achievement of positive 
objectives. Our market is growing. We 
are now a nation of 165 million people. 
Twenty years hence we expect to have 
a population of 228 million. Ours is a 
changing population as well as an in- 


creasing one. By 1960, there will be 50% 


more of our people under 21 years of 
age, 75% more over the age of 65, than 
was the case in 1940, but with only 5% 
more in the so-called productive ages of 


21 to 65. 
of our population means greater compe- 
tition for salesmen. It will call for 
greater output per member of the labor 
force. Our market will be a better one 
in the years to come, not only because 
we will have more prospects, but because 
they will have a greater appreciation of 
the value of personal insurance. Our 
market will grow as we discover addi- 
tional new uses for personal insurance 

“As we face up to the problems and 
promise of tomorrow, we have the satis- 
faction of knowing that we enjoy tre- 
mendous advantages. The insurance prin- 
ciple is sound and time-tested. The 
American people still believe in the vol- 
untary way. Our business has a fund of 
experience, enjoys skilled management 
and is represented in the field by a 
great and increasingly able sales organi 
zation. We have piled up a record of 
performance. Let us rejoice in the dy 
namic equilibrium of personal insurance, 
recognizine that as we adhere to prin 
ciple rather than embrace expedience, 
change will provide us wholesome 
tunities for growth 


This shift in the complexion 


oppor- 


and greater service.” 
HEADS H. 0. UNDERWRITING 


Donald S. Vincent Appointed Director 
of Selection by Security-Connecticut 
Life of New Haven 
G. Albert Lawton, executive vice 
president, Security-Connecticut Life, an 
nounces the appointment of Donald S. 
Vincent as director of selection. He will! 
be responsible for the underwriting and 
issuc ince of policies as well as all changes 


occurring subsequent to their issuance. 
_A graduate of Trinity College, Hart- 
ford, Mr. Vincent spent four years in 


World War IT as a first 
fore joining Connecticut 
1947 as an agent. He is a Fellow of Life 
Office Management Association and is 
an instructor for that organization in 
Hartford. 


lieutenant be- 


Mutual Life in 
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Why Didn’t 
I Start Sooner? 


That’s a question Southland 
Agents often ask when they think 
about the years they spent in 
routine jobs offering less 
opportunity and income. It’s easy 
to succeed with Southland Life 
financial backing, thorough 
training and extra incentives which 
prepare and inspire agents to 
greater accomplishments. 


If interested in the Southland Life 
success formula, write to... 


ASSETS OVER $176,500,000 


Insurance in Force Over $980,000,000 
Paid to Policyowners and Beneficiaries 
Over $127,000,000 


59 BRANCH OFFICES 


Home Office e Dallas 


GROUP 
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Dynamic Agency System Will Meet 


Changing Times, Says Zimmerman 


\ dynamic agency system of life insur- 
ince will meet the increasingly rapid 
1anges in the economy of the future 
and the great bulk of life insurance will 
mtinue to be sold by a well-selected, 
ell-trained, well-supervised and well- 
mpensated life underwriter with a 
ledicated sense of mission, declared 





harles J. Zimmerman, managing direc- 
tor of LIAMA at the annual meeting 
in Chicago this week. 

“In a free economy where men have 
he right of choice,” said Mr. Zimmer- 


man, “where production is limited chiefly 
by our ability to consume, where the 
individual is economically isolated, where 
man becomes increasingly depen’ent on 
income, where life and living become 
more complex, where our preparation for 
life as a producer and our retirement to 
a longer life as a consumer increases our 
vears of dependency, where we have an 
increasing awareness of and opportunity 
to discharge our social responsibility, 
where we know that individual freedom 
and individual security are to be gained 
and retained only by our own efforts 
in such an economy life insurance must 
he effectively marketed if it is to fulfill 
the promise of its purpose. 

‘The fulfillment of that purpose places 

great responsibility on both the pros- 
pective buyer and the seller. The very 
essence of a free economy is the right 
f choice. The buyer is given a_ free 


choice as to whether he will fulfill his 


Qualifying Rules for 
National Quality Award 


To be eligible for the National Quality 
Award for 1956, agents in the TUinited 
States will submit their application 
blanks to their home offices by January 
31, it has been announced by LIAMA 
and NALU f the award. 
Home offices will have until February 29 
to send in endorsed applications. 

Qualification rules remain the same as 
last year. Ordinary and Combination 
agents may qualify if they have: a per- 
sistency record on December 31, 1955 
of at least 90% by amount or number 
of lives on Ordinary paid business of 
1954 and 1955 not terminated except by 


co-sponsors ot 


death or term conversion; $150,000 pro 
duction on at least 15 lives in each of the 
) years; membership in an NALI 


cal underwriters’ association; and a 
record as a full-time life in 
surance representative 

Combination agents may also qualifv 
by combining Weekly Premium busine 
nd Ordinary, if any, on an alternate 
application blank. 

\pplication blanks appear in the No 
ember issue of Life Association News 

d may also be obtained from NALU 

LIAMA headquarters. Form “A” is 

x 6 Ordinary and Combination agents. 
Form “B” is for alternate use by Com- 
bination agents. Form “C” is for addi 
tional use by an agent who has changed 

mpanies during the two-year period 

This will be the 12th vear in which the 
National Quality Award has been pre 
sented in the U. S., and the 11th vear for 
Canada, where qualifying rules are dif- 
ferent and the closing date for applica 

ns is March 31. Less than 1,300 agents 
received the award in 1945, compared 
vith 11,726 in the UU). S. in 1955. The 

unparable figures for Canada are 492 
in 1946 and 1,807 in 1955. 

NOA winners receive certificates and 
pocket cards the first vear they qualify 
and silver seals in repeat vears. A spe 
issued to 


vo-yvear 


certificate is 
five-time winners. Ten-year winners re 

a handsome laminated plaque and 
seal for mounting 


cia three-color 


ceive 
in subsequent years a 
on the plaque. 


\dministered in the United States by 


social responsibility to himself, his fam- 
ily, his dependents, his business associ- 
ates, and to society by providing security 
for himself, and those dependent on him 
through his own efforts and _ initiative, 
or whether he will forfeit that responsi- 
bility, thereby shifting the burden to his 
fellow man. The responsibility of the 
life underwriter is to present that naked 
choice clearly, forcefully, creatively, and 
persuasively to every prospective buyer 
regardless of his economic, social, racial, 
or religious status. ‘The freedom of man 
may depend largely on his courage and 
wisdom in making that choice. Failure 
to any marked extent either by the life 
underwriter or by the individual pros- 
pect will result in failure of our volun- 
tary system of providing for individual 
security. It will thereby also result in 
the creation of a compulsory system. It 
is my belief that success or failure will 
also resolve the answer as to whether 
men are to continue to embrace individ- 
ual freedom or whether they are to be 
shackled with regimentation. 

“Through life insurance, men can have 
both individual freedom and_ security. 
Our increased productivity for the first 
time in history enables the overwhe!ming 
majority of men on this continent to 
attain both. That is the responsibility of 
life insurance and of the agency officer. 
It is a profound responsibility and one 
which requires the utmost courage on 
your part.” 


NALU and LIAMA, the National Qual- 
ity Award is a successful means of en- 
listing agent support in writing per- 
sistent business. The National Associ: - 
tion’s Committee on Conservation is 
headed by Jack White, CLU, manager 
Prudential, Los Angeles, and LIAMA’s 
Quality Business Committee has as its 
chairman Sherman M. Southard, genera] 
manager, Agencies Services Division, 
Prudential. 

In Canada the award as sponsored bv 
the Life Underwriters Association of 
Canada, the Agency Section of the Cana- 
dian Life Insurance Officers Associxtion 


and by LIAMA. 


LJAMA’s Biggest Meeting 


(Continued from Page 1) 

and trends relative to taxation, Social 
Security and other topics of interest to 
the business. 

Claris Adams, executive vice president 
of American Life Convention, explained 
the taxation situation. He said the com- 
panies have tried to impress upon the 
Treasury that a tax on life insurance 
companies is principally a tax on the 
small savings of those with average or 
under average incomes. 

In discussing the great growth of 
accident and health insurance. Eugene 
M. Thore, general counsel of Life In- 
surance Association, offered the opinion 
that the wider the expansion by private 
insurance companies in these coverages 
the less liability of the Government's 
moving deeper into this field. 


Some Who Presided 


Presiding officers at sessions of the 
convention or at lunches and dinners 
were: R. R. Davenport, retiring presi- 
dent of LIAMA: Robert H. Denny. vice 
president State Mutual; Frank Weiden- 
borner, vice president Guardian Life; 
William P. Lynch, vice president Pru- 
dential; Lee Cannon, vice president 
Western Life; H. E. Lumsden, assistant 
general manager Northern Life of Lon- 
don, Ontario; John W. Sayler, vice 


president Business Men’s Assurance; 





MUTUAL BENEFIT CHANGES 


R. E. Pille, C. G. Heitzberg, J. P. 
Moore, Jr., P. C. Rotter and J. J. 
Slowey Assigned to New Duties 
Mutual Benefit Life has announced 
that Richard E. Pille, vice president, 
has been given new responsibilities in 
assisting the president in formulating 
plans for the future growth of the com- 
pany. His new duties encompass broad 
areas of economic and _ statistical re- 
search as they affect the company’s 

present and future plans. 

Charles G. Heitzberg, second vice 
president and director of agencies, has 
heen designated head of the agency 
division in which capacity he will be 
in charge of the company’s sales efforts. 


The company also announced that 
James P. Moore, Jr., comptroller, has 
been made vice president and comp- 


troller; Paul C. Rotter, associate mathe- 
matician, has been advanced to mathe- 
matician, and John J. Slowey, assistant 
comptroller, has been made _ associate 
comptroller. 





Carroll Frey Penn Mutual 
Field Editor Dies at 61 


Carroll Frey, for many years editor 
of the Penn Mutual Life’s field maga- 
zine, Penn Mutual News Letter, died 
November 3 at the age of 61. 

A graduate of Stephen Girard College, 
Mr. Frey had been an employe of the 
company since 1912 and was retired 
three years ago because of illness. The 
author of several historical books pub- 
lished by the Penn Mutual dealing with 
Old Philadelohia, Mr. Frey was a pho- 
tographer of rare ability whose prints 
had been exhibited in many European 
cities and those of this country. He had 
been president of the Photographic So- 
ciety of Philadelphia, and was a_ past 
chairman of the Keystone Group of the 
Life Insurance Advertisers Association. 





Joins Security-Connecticut 

Douglas R. Schoenfeld has been ap- 
pointed manager of the newly organized 
southern Connecticut sgency of Secur- 
ity-Connecticut Life. This agency will 
service New Haven and Fairfield Coun- 
ties, except for the city of Waterbury. 
The office will be at the home office 
building, New Haven. 

Mr. Schoenfeld goes to Security from 
Equitable Society where he was district 
manager for New Haven County. 





Robert A. Parish, agency secretary 
Connecticut General; Harold W. Gard- 
ner, Northwestern Mutual, and S. Rains 
Wallace of LIAMA. 

New Directors Elected 
following were 
LIAMA board for three-year terms: 
Frank B. Maher, vice president John 
Hancock Mutual; Frank Weidenborner, 
vice president Guardian Life; Raymond 


The elected to the 


W. Simpkin, agency vice president 
Connecticut Mutual; Eber M. Spence, 
vice president American United. H. T 


Weir, assistant general manager London 
Life, was elected to unexpired term of 
D. E. Kilgour, general manager Great- 
West Life, who resigned from the board. 

Among the visitors at the convention 
were Georges Tatevan, president of the 
new organization of French companies 
formed after a French Commission came 
here to study American insurance in- 
dustry organizations. He is president of 
several French insurance companies. 

In hotel rooms there was considerable 
discussion about the organization of so 
many insurance companies domiciled in 
four of the Southern states and how 
they will be able to build up an admin- 
istrative personnel. There seems to be 
no trouble for the new companies to 
find agents. One of the weird stories 
heard is that a company is trying to 
get under way in one large Southern 
city which will be a principal organiza- 
tion affiliated with which will be nine 
other companies to be organized. Asked 
why not organize one company with 
nine branches, the organizer said: “We 
want to sell stock in ten companies.” 


Henry W. Persons Joing 
Lincoln National Life 


MADE SECOND VICE PRESIDENT 


Manager for the Past Nine Years fo, 
Mutual of New York in Chicago; 

Assumes New Duties December .: 
home 


Lincoln National Life’s office 


agency Cepzartment staff has been en- 





HENRY W. 


PERSONS 


larged by the appointment of Henry W. 
Persons as second vice president, ac- 
cording to an announcement by Cecil F, 
Cross, president and 


agencies. Mr. Persons will 


vice director of 
assume his 
new duties as an agency officer of the 
company December 1. 

Manager for the past nine years of a 
top-ranking agency in Chicago for Mu- 
tual Life of New York, Mr. Persons 
joins Lincoln National after more than 
20 years in life insurance home office 
and field work. Beginning his life insur- 
ance career as a special representative 
in Covina, Cal., in 1934, he was appointed 
district manager three years later and 
in 1939 was named agency organizer in 
Los Angeles. From 1943 to 1945 he was 
in the company’s home office, subse- 
quently returning to field work as Chi- 
cago manager. He is a graduate of the 
Life Insurance Agency Management 
Association Agency Management School 
and graduate course, has retired as a 
member of the board of directors of 
the General Agents and Managers Con- 
ference, and is:currently vice president 
of the Chicago Association of Life 
Underwriters. 





O. E. MOATS NAMED MANAGER 
Appointed to Succeed H. W. Persons 
for Mutual Life of New York 
in Chicago 
O. Embry Moats, CLU, has been ap- 
pointed manager in Chicago for Mutual 
Life of New York, effective December |, 
it was announced by Stanton G. Hale, 
vice president -for sales. ‘ 
Mr. Moats was formerly manager 0! 
Mutual of New York’s Detroit agency. 
As manager of one of the companys 
five Chicago agencies, he succeeds Henry 
W. Persons, who is resigning. : 
Mr. Moats, 40° years old, started with 
Mutual Life as a field representative ol 
the Cleveland agency and_ established 
himself as one of the company’s leading 
producers. In January, 1950, he was ad- 
vanced to assistant manager ol! the 
Cleveland agency. In September, 1951, 

he received his designation as a ‘ 

In November, 1951, he was promoted 
to a home office post as a member ol 
the field training staff. In July, 1952, 
he was named manager of the Detroit 
agency. 
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BANKERS NATIONAL AWARDS 


Presented at Miami Beach Meeting to 
Nine Top Producers on Basis of Out- 
standing Performances in 1950-54 

Peri 

3ankers National Life 
Hotel Fontaine- 
bleau, Miami Fla., 
company’s big producers were presented 


At the 


convention 


recent 
held at the 
Seach, nine of the 
awards for outstanding performances in 
paid-for total premiums, individual poli- 
cies issued, and persistency of Ordinary 
business written during 1950 - 1954. 

Arrangements for the convention, the 
largest President’s Club meeting held to 
date, were coordinated by Richard J. 
O’Brien, assistant superintendent of 
agencies. At the club’s banquet, Wil- 
liam J. Sieger, vice president and super- 
intendent of agencies presented the 
awards. The top three leaders in order 
of finish in paid-for premiums were 
Horry J. Baker, Boston; Charles L. 
Patrone, Hvde Park, Mass., and George 
FE. Parris, Philadelphia. 

Awards to leaders in individual policies 
issued were given to Albert Cournoyer, 
Hudson, Mass.: Harry J. Baker, Boston, 
and Elmer E. Gale, Marlboro, Mass. 

The Elmer H. Hardebeck award for 
persistency of Ordinary business during 
1950 - 1954 was presented to Rudolph E. 
Tucker, Norfolk, Va.; Robert L. Mar- 
cotte, Bloomfield, N. J., and Michael 
Hanin, Pottsville, Pa. 

J. Thomas Guerney of Orlando, Fla., 

ho is a member of the company’s board 
of directors, was a guest at the banquet 
and welcomed the President’s Club qual- 


Florida. 


ihners to 


Robt. D. Jackson President 
Pilgrim Life, Indianapolis 


Robert D. Jackson has been elected 
president of the Pilgrim Life of Indi- 
anapolis succeeding C. C. Hodges who 
was appointed chairman of the board. 

Mr. Jackson has been with the com- 
pany for two years as secretary-treas- 
urer. Prior to this time he was employed 
by the investment counsel firm of Scud- 
der, Stevens & Clark, Inc., Chicago. He 
is a graduate of DePauw University, 
and received a Master’s degree from 
Northwestern University School of Busi- 
ness Administration. He is a past vice 
president and current director of the 
Indianapolis Junior Chamber of Com 
merce, also acting as the Indiana State 
treasurer of the Crusade for Freedom. 


Discontinues W ar Clause 

Nationwide Life, formerly Farm Bu 
Life, has d’scontinued the use of 
Murray D. Lincoln, presi- 
dent, announced. Mr. Lincoln said the 
rule, in effect since the Korean War, 
permitted amounts up to $10,000 without 
a war clause. 

This was adequate in most cases, he 
said, but it did not permit darger 
amounts for career military personnel. 
Nationwide Life’s new rule, effective 
since October 24, sets no amount limits 
for military personnel. 

Mr. Lincoln said the underwriting 
would be based on the hazard of the 
individual case, the applicant’s needs for 
insurance, ability to pay, end the prob 
able persistency. 


reau 


a war clause, 


New Post for Wray Bell 


Wray Bell, home office underwriting 
executive, London Life, London, Ontario, 
is the new president of Canadian Home 
Office Life Underwriters Association. 
He succeeds G. A. Skelding, underwrit- 
ing executive, Confederation Life. Miss 
Marion Williams, Imperial Life, was ap- 
pointed secretary, succeeding Don Spald- 
ing, Manufacturers Life. 

Following his recent world trip, R. 
Leighton Foster, Q.C., general counsel, 
Canadian Life Insurance Officers Asso 
ciation, spoke on life insurance practices 
in European countries. 


Continental American Life 
Names Irvin Saltzman Co. 


Irvin Saltzman Co. has joined Conti- 
nental American as general agents in 
Philadelphia. Officers are Irvin Saltz- 
man, president; Frank A. Savage, Jr., 
vice president; W. Bradford Brodie, as- 
sistant vice president, and Mayer D. 
Oser, sales manager. 

Irvin Saltzman, a graduate of Temple 
University, served as a first lieutenant 
in the Army in the Pacific Theatre. He 
is a past president of Temple University 
Wrestling Alumni Association, and a 
member of B’nai B’rith. 


Shenandoah Life Director 


Shenandoah Life has announced that 
Dr. John R. Everett, president of Hollins 
College, Hollins College, Va., has been 
elected a member of the board. Dr. 
Everett has served as president of Hol- 
lins College since 1950. Immediately 
prior to his election as president of 


Hollins, Dr. Everett had served on the 
faculty of Columbia University and in 
1948-50 served as chairman, department 
of philosophy, School of General Studies. 
He holds degrees from Park College, 
Columbia University and Union Theo- 
logical Seminary, N. 











-> Announcing... 


A new combination that takes the 
mystery out of funded premium 
plan merchandising procedures 








Ten Payment Life policy with first year cash value and 
dividends. Beginning with 6th year, premium reduced 50%. 
Minimum issue, $50,000. A top competitor. 


A SPECIAL ILLUSTRATION 
FOLDER 


For the first time, an attractive, easy to use, all-in-one 
FUNDED PrEmiuM PLAN presentation folder complete with 
sales track and figures. See for yourself! Just complete coupon 


and mail today! 


Providing sound coverage at reasonable cost 


through competent representatives. Bankers CNational’s 


consistent aim since its founding. 





O10 


Insurance Company 


c 


(2S) NATIONAL 


LIFE 


c Oe J 


GENERAL AGENCY INQUIRIES INVITED 


Send me a Funded Premium Plan illustration 





Larger Dividends by 
Connecticut Mutua] 

STATEMENT BY COMPany 

Scale Revised Upwards 


in 13 Years, Says 
raser 


Eight Tj 
Chairman — 


For the eighth time in 13 ye 

Connecticut Mutual Life has revised 
dividend scale upward. Under the 1956 
scale, Connecticut Mutual policyowners 
will receive $21,950,000 in dividends a 
rise of $2,600,000 over the total that will 
be distributed during 1955, and $805,000 
more than would be distributed durin 
1956 if the current dividend scale wele 
continued for another year. 
_ Chairman Peter M. Fraser said the 
increase was made possible by “continy. 
ing favorable rate of return on invested 
assets and continuing low rate of mor- 
tality” experienced by the company. The 
change in individual dividends is not 
uniform, he said, but affects each policy 
according to type of plan, number of 
years it has been in force, and age of 
the policyowner. 

In announcing the new dividend scale 
Mr. Fraser also reported the company 
will continue to pay 3.3% interest to 
policyowners and _ beneficiaries whose 
funds are left with the company under 
optional settlement contracts, and 3.15% 
on dividends left with the company to 
accumulate at interest. ; 

In a letter to Connecticut Mutual 
field representatives, George F, B. 
Smith, president, pointed out that the 
eight dividend adjustments since 1943 
“means that our policyholders will re- 
ceive in the coming year $8 million 
more in dividend payments than would 
have been made if no changes in our 
1943 dividend scale had taken place. This 
is an increase of 60%.” 

The $21,900,000 planned for next year's 
dividend brings the total distributed in 
dividends to policyholders by the Con- 
necticut Mutual to more than $158,000,- 
000 for the 13-year span. During the 
same period, through 1954, $52,000,000 
was added to special and contingency 
reserves and $40,900,000 to surplus to 
provide a margin of safety for policy- 
holders against any adverse investment 
or mortality experience that might oc- 
cur in the future, Mr. Smith reported. 





Continental Assurance Now 


Has $3 Billion in Force 


Continental Assurance reports three 
and a half billion dollars of insurance 
in force for the company according to 
third quarter figures. The new figure 
marks a half billion gain since January 
when the company celebrated three bil- 
lion in force. 

Third quarter figures for the year 
showed a 12% increase in insurance in 
force since the first of the year as com- 
pared with a 9% increase for the same 
period last year. ; 

Continental’s Ordinary paid-for busi- 
ness for 1955, as of September 30, stood 
at $226,504,234, an increase of approxi- 
mately 22% over the same period last 
year. 





Prudential Names Bunting 
Manager at Monessen, Pa. 


Ro'and E. Bunting, veteran Prudential 
manager, has been appointed head of the 
company’s Monessen, Pa. district. He 
had previously managed district offices at 
Pittsburgh and Oil City. os 

He joined the company at Detroit im 
1939 as a district agent. He was_ad- 
vanced to a staff managership in 1943. 
Five years later he was appointed man- 
ager of the company’s North Park dis- 
trict in Pittsburgh. In 1951 he became 
head of the Oil City district which post 
he relinquishes for the Monessen man- 
agership. ; 

Mr. Bunting served as president of the 
Oil City Life Underwriters Association 
in 1953-1954 and currently is vice pres 
dent of the Kiwanis Club there. 
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Appointed Guardian Life 
Manager in Columbia, S. C. 















RICHARD R. DEAS 


Guardian Life Insurance Co. has ap- 
pointed Richard R. Deas as manager of 
its South Carolina agency in Columbia. 
The appointment was effective Novem- 
ber 1. 

Mr. Deas has been a special agent and 
assistant manager for a large eastern 
insurance company in Columbia since 
1948. He is a graduate of the University 
of Florida. During World War II, he 
served in the Navy. for four years as a 
lieutenant. 

Mr. Deas is an officer and director of 
Columbia Life Underwriters Association, 
a past president of the Junior Chamber 
trustee of the United 
member of the 
and American 


of Commerce, a 
Fund and has been a 
Club, Elks Club 


Lions 


Legion. 





DR. J. R. B. HUTCHINSON NAMED 


Elected as Chairman of the Board of 
Life Insurance Medicine; Succeeds 
Dr. Harry E. Ungerleider 

Dr. J. R. B. Hutchinson, vice president 
and medical director, Acacia Mutual, was 
recently elected chairman of the board 
of Life Insurance Medicine for 1956 
during that organization’s annual meet- 
ing held in New York City. 

Dr. Hutchinson has served as secre- 
tary-treasurer of the group since its in- 
ception in January, 1951. He succeeds 
Dr. Harry E. Ungerleider, director of 
medical research, Equitable Life Assur- 
ance Society, and chairman of the Board 
of Life Insurance Medicine for the past 
two years. 

Other officers chosen by the board 
were Dr. D. Sergeant Pepper, associate 
medical director, Connecticut Mutual, re- 
elected as vice chairman, and Dr. Paul 
H. Langner, Jr., medical director, Provi- 
dent Mutual, who was named _ secre- 
tary-treasurer. 

Appointed to three-year terms by the 
Association of Life Insurance Medical 
Directors, which sponsors the work of 
the board, were Dr. Archibald C. Wil- 
son, medical director of reinsurance, 
Connecticut General; Dr. John E. Bo- 
land, medical director, Country Life; 
and Dr. David L. Selby, medical director, 
Imperial Life of Toronto. 

Members who will continue to serve 
on the board are Dr. Joseph C. Clifford, 


assistant medical director, Aetna; Dr. 
Ralph M. Filson, medical director, 
Travelers; Dr. David S. Garner, medical 
director, Shenandoah pies De ike -C. 


Montg mery, medical officer, Manufac- 
turers Life; and Dr. Donald E. Yochem, 
medical director, Farm Bureau. 


Nationwide Life Appoints 
Cheetham Associate Actuary 


Appointment of McClain Cheetham as 
associate actuary of Nationwide Life 
Insurance Co., Columbus, has been an- 
nounced. Mr. Cheetham was formerly 
assistant actuary of Old Line Life, Mil- 
waukee. He is an associate member 
of the Society of Actuaries and Sigma 
Xi. 





INDIANA ASSN. MEETING 
Principal speaker on the program of 


the mid-year meeting of the Indiana 
State Association of Life Underwriters 
in Indianapolis November 18-19 will be 
Thomas M. Scanlon, president of the 
state’s bar association. 

The meeting will open with an execu- 
tive committee session November 18 and 
continue through luncheon Saturday 
noon, at which time Mr. Scanlon will 
speak. 





Pan-American Gets Plug 


Aluminum Co. of America will feature 
the Pan-American Life of New Orleans, 
in a two minute commercial on their NBC 
program, the Alcoa Hour, on Sunday eve- 
ning, November 13. The Pan-American 
Life’s home office building made exten- 
sive use of Aluminum both on the ex- 
terior and in the interior of the building 
and is considered by some the most mod- 
ern life insurance company building in 
the United States. 














CONTINENTAL AMERICAN 





a completely 
new 


policy portfolio 


noteworthy for new 
low premiums on all plans 


For almost 50 years, Continental 
American has endeavored to pro- 
vide its clients with the best life 
insurance available at the lowest i 
possible cost. This objective has led 
the Company to pioneer in the field : 

of many new policy developments. eos 
In keeping with this pioneering out- : 
look, Continental American now pre- 

sents a new and improved policy 
portfolio designed to serve the needs of 

its clients in these changing times. 


Preferred Class Policies For those who in- 
sure in larger amounts and who are inter- 
ested in maximum protection for their 
premium dollar, Continental American pre- 
sents two improved Preferred Class Policies— 
ordinary life and business (double protection 
to age 65). Both are issued in minimum 
amounts of $10,000, and provide the ultimate 
in low cost, permanent life insurance. | 


Entire Policy Portfolio For all clients, Conti- 
nental American has extended to all plans the 
principle of lowest guaranteed rates consistent 
with safety and has retained the benefits of 
even lower costs resulting from participation 


lil 












































in future earnings. Continental American’s . i 
long-standing policy of specializing in pre- 
ferred class customers has brought about large 


unit sales for all plans.* The economies result- 
ing from large unit sales have reduced costs 


and made possible the new benefits. ea 







Continental American 


4 *In 1954, the Company’s aver- 
age new sale exceeded that of any 
life insurance company. 


Life Insurance Company 


Wilmington, Delaware 

















PREFERRED PARTICIPATING 
ORDINARY Lire” 


Ineurance payable a1 death. Premiums 
Daveble for lite, Annual dividends. 
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Honor Herman Duval’s 
Half Century in Field 


NOW WITH McMARTIN AGENCY 


Vice President Hill Says Duval Paid for 
4,600 Lives in Northwestern 
penne Life 
been an agent of 
Life 50 years, an 
was observed at a 
him in Waldorf- 
Toastmaster at 


Duval hia 
Mutual 


Herman 
Northwestern 
anniversary which 
large luncheon given 
Astoria a few days ago. 
the affair was Willis McMartin, the 
general agent in whose agency Mr. Du- 
val is affiliated. From home office in 
Milwaukee came President Edmund 
Fitzgerald and Vice President Grant L. 
Hill of Northwestern Mutual. Among 
those in attendance were general agents 
of Northwestern in Greater New York 
area, and some of the policyholders of 
Mr. Duval. 

Grant LL. Hill, head of 
division, told the guests Mr. 
Duval has been a member of company’s 
Marathon (more than 100 lives a year) 
Club, consecutively for 22 years and his 
50-year average of lives written in a 
12 months’ period is 92. He has paid 
for 4,600 lives in the past half century 
and paid for $53 million on North 
Mutual alone. President Fitz- 
paid the guest of honor 
emphasizing the high re- 
gard policyholders have for him. One 
of the policyholders also spoke. 

When he arose Mr. Duval quickly 
demonstrated that he expects to con- 
tinue selling insurance for a consider- 
able period yet. However, his record 
this vear will not be as good as tn for- 
mer years as he was out of the running 
for part of the year following an opera- 
tion. He told history of some interest 
ing cases. Most interesting was a cold 
anvass call which resulted in constant 
vriting of insurance until the case 
finally reached $3 million insurance. 


company’s 


agencies 


western 
gerald also 
high tribute, 


M. C. Nichols Resigns; 
Succeeded by W. R. Webb 


Life & Accident has an- 
Vice President M. C. 
resigned from the company Oc- 
enter church work. Mr. 
member of the Church of 
the Good Shepherd, Lookout Mountain, 
and has been active for many years in 
the affairs of the Episcopal Church. 

W. Ray Webb, formerly vice presi 
dent, Group department, has been ap- 
pointed president of the com 
pany, to succeed Mr. Nichols and_ will 
direct Provident’s Group insurance op- 
erations. Mr. Webb has been with the 
Provident for more than 31 years. 

Mr. Webb's principal assistants will 
be E. L. Mitchell as vice president of 
the Group department, and D. Brooks 
Chandler as assistant vice president and 
secretary of the Group department. 

Mr. Nichols joined Provident in 1930 
as a member of the company’s Group 
department, following previous service 
as an engineer for the Alabama Power 
Co. He was promoted to assistant to 
the vice president, Group department, 
in 1934 and in 1942 was named assistant 
vice president, Group department. He 
was advanced to agency vice president 
in 1943 and was named a vice president 
of the company in 1948. He was elected 
to Provident’s board of directors in 
1954. 

Mr. Webb joined 
following graduation 
Tech. Following four 
ence in Provident’s 
he transferred to the 
in 1929. He was advanced to 
of the Group department in January, 
1934, following several years of field 
supervisory and development work. La- 
ter the same year he was promoted to 
assistant to the vice president, Group 
department. Mr. Webb was promoted 
to agency vice president in 1943 and in 
1946 was named vice president, Group 
department. 


Provident 
nounced — that 
Nichols 
tober 31 to 


Nichols 


Is a 


vice 


Provident in 1924 

from Georgia 
years of experi- 
claim department, 
Group department 
secretary 


Personal Affairs Check 
Urged by DeLisser 


TO FREEPORT, L. I. CITIZENS 


Uses Newspaper Publicity Effectively to 
Get People to Put Their Affairs 
in Shape 


enterprising agent 
of National Life of Vermont in Free- 
port, Long Island, has made effective 
use of newspaper publicity and advertis- 
ing in putting across to the public his 
new “annual personal affairs review 
service.” An estate planning consultant 


Horace E. DeLisser, 


HORACE E. DeLISSER 
Mr. DeLisser invited Freeport citizens 
to have an annual check made of the 
ten most important aspects of their per- 
sonal affairs. His advice was that such 
personal affairs should be checked with 
their attorneys, accountants, trust of- 
ficers and life insurance advisers. 
“We leave no stone unturned to run 
our businesses and professions on the 
most modern and efficient basis,” 
Mr. DeLisser in his ad message. 
by some strange quirk of habit 
thinking, we horribly neglect and miser- 
ably manage our ‘other businesses’ 
our most important business ... nz umely, 
our person ul affairs, the welfare of our 
families if we die... of ourselves, if 


is to correct this condition and 
to remedy the hit and miss methods that 
still prevail in the planning of our per- 
sonal affairs that we make available to 
heads of Freeport’s families and_ busi 
nesses an annual personal affairs review 
service.” 
This service, 
includes periodic 
ance policies, business 


DeLisser, 
insur- 
wills, 


explained Mr. 
review of life 
agreements, 


DR. OLIN C. HENDRIX NAMED 


Made New England Life Medical Direc- 
tor Succeeding Dr. F. R. Brown, 
Who Will Retire December 31 
Appointment of Dr. Olin C. Hendrix 
as medical director of New England 
Mutual Life, effective January 1, 
announced by O. Kelley Anderson, presi- 
dent. Dr. Hendrix will succeed Dr. Fred- 
erick R. Brown, who retires December 

31, after 31 years with the company. 

Dr. Hendrix, a native of North Caro- 
lina, received his A.B. and Master’s De- 
grees from the University of North 
Carolina and his M.D. from the Harvard 
Medical School. 

A veteran of both World Wars, he 
served with the Navy Medical Corps in 
the South Pacific and was discharged a 
Captain. He became associated with New 
England Life in 1937 as an examing 
physician and the following vear became 
a member of the home office medical 
staff. Dr. Hendrix has been serving as 
an associate medical director since 1951. 


was 


Occidental Group Changes 
John F. Tapson, former Group service 
representative for Occidental Life of 
California in San Francisco, has been 
named Group service manager of the 
company’s Detroit Group service office. 
George Patterson, Group representative 
in Atlanta, has been promoted to as- 
sistant regional Group manager there 
and will serve as acting regional Group 
manager. Russell Weiler, Cincinnati, 
has been named assistant regional 
Group manager there. 





tax liabilities and investments. It was 
his hope that the time would soon come 
when a month would be set aside in 
Freeport to be designated as “personal 
affairs month.” During this period it 
would be his plan to take full advantage 
of all media of communication and _ in- 
formation to bring to the townspeople a 
greater understanding of the methods 
and techniques that insure’ against 
changes that can take place in families 
and their finances, as well as insure 
against the uncertainties of life and the 
inevitability of death. 

A further feature of the special month, 
said Mr. DeLisser, would be to interest 
nationally known authorities in the 
fields of life insurance, law and taxation 
to address Freeport service and business 
organizations ... and to write special 
articles in its local papers. Furthermore, 
he would enlist the cooperation of banks, 
trust companies and all life insurance 
companies operating in Nassau County 
in a sustained advertising progr am, aim 
of which would be better planning and 
management of personal affairs. ; 

Mr. DeLisser, a former president of 
the Freeport Chi umber of Commerce. is 
one of the town’s prominent civic 


leaders. 








STOP GROPING ... 
Start Grouping! 


Your clients have group busi- 
ness waiting for you — but how 
long can they wait? Call in 
W & W, now, for the utmost in 
group counsel and coverage . 
it’s that easy to write your next 
BIG sale — in group. 











MORGAN O. DOOLITTLE, 
President 





EMPIRE CAN FURNISH YOU-- 


the tools to do a completely efficient job for your clients. For 
example — EMPIRE’S NEW LOW RATE MORTGAGE 
CANCELLATION POLICY — guarantees a family’s stay 
in their home, while the mortgage moves out! 

If you are considering a General Agency, and are interested 


in territory in New York, Ohio or Virginia, write to: 
Write in confidence to: 


oR Director of Agencies 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 























WHITE 
WINSTO 


INC. 


1 Madison Ave. (at 40th), N.Y. 1 
Phone: LExington 2-8518 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 


Director of Group Service 


For Occidental of Calif. 


RENO D. CARTER 

Reno D. Carter has been promoted to 
director of Group service operations for 
Occidental Life of California. 

Mr. Carter has had four years’ field 
experience in administrative service ac- 
tivities and supervisory claims adjust- 
ment. He joined Occidental in March, 
1953 as claims adjustor in the company’s 
Detroit Group office. Prior to this pro- 
motion to Occidental’s home office staff, 
he had been Group service manager I! 
Detroit. 

Also announced was the appointment! 
of Charles W. Claunch as associate di- 
rector of Group service operations. 
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The passing of ‘‘the medicine show” 


...a hopeful message about ARTHRITIS 


> 


Some of us can remember the colorful “medicine show’ 
of yesteryear . . . and the persuasive, but deceptive, ora- 
tory of the self-styled “‘doctor.”” The remedies he offered 
were fantastic, especially his “sure cure” for arthritis. ..or 
rheumatism as it was always called in those bygone days. 


Fortunately, the old-fashioned ‘“‘medicine man” and 
his ‘sure cures” are on the way out. This is because 
nearly all of us now know the folly of relying on any 
treatment for arthritis not authoritatively approved. 

This enlightened attitude is all to the good. For ar- 
thritis, if it is to be successfully controlled, must be 
precisely diagnosed and treated according to the needs 
of each individual patient. 

Even though there are as yet no specific cures, much 
can be done for the more than five million people in our 
country whose cases have been diagnosed as arthritis, 
in one of its many forms. 

For example, osteoarthritis, the type associated with 
aging, usually responds well to treatment based on rest, 
weight control, mild exercise and avoidance of both men- 


tal and physical factors that may aggravate the disease. 

Another common type of arthritis . . . rheumatoid 
arthritis . . . is a more serious disease because it involves 
not only the joints, but the entire body. Moreover, it is 
not associated solely with old age. Rather it affects 
people of all ages, most frequently young persons and 
adults in their prime. 

Fortunately, hormones and other medications have 
brought great benefits to many who have this type of 
arthritis. It is not yet known, however, how permanent 
the effects of these treatments will be. 

The greatest good to be derived from any method of 
therapy for any type of arthritis depends not upon the 
doctor alone, but upon the patient as well. It is of the 
greatest importance for the patient to cooperate fully 
with the doctor, especially in regard to continuing treat- 
ment for as long as it may be required. 

When rheumatoid arthritis is recognized early and 
treated adequately, well over 50 percent of those who have 
this condition can be helped and spared serious disability. 








COPYRIGHT 1955—METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY) 


1 Maptson AVENUE, NEw York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 


Metropolitan Life Insurance Com pany és two colors in magazines with a total circulation 


in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, Nationa! Geographic. 
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Phoenix Mutual Life 
Increases Dividends 


UP BY HALF MILLION DOLLARS 


Introduces New Low-Cost Major Protec- 
tive Policy; Lowers Premium Rates; 
Liberalize Underwriting 


In addition to announcing a dividend 
increase averaging 7%, Phoenix Mutual 
introduced a new 
policy, low- 


Hartford, has 
protective 


Life, 
low-cost major 
ered premium rates on several contract 


series and has authorized more liberal 


underwriting procedures. 

Effective January 1, Phoenix Mutual’s 
dividend scale will be increased by a 
half million dollars, substantially reduc- 
ing the net cost of family and business 
insurance protection. Cost reductions 
resulting from the dividend increase 
apply to almost all contracts and are 
slightly more favorable to older ages 
above 35. 

The new major protective contract, 
issued for a minimum of $25,000, gives 
policyholders the benefits of economies 
involved in issuing policies for larger 
amounts. In comparison with Ordinary 
life plans, major protective will provide 
at least 16% additional protection for 
the same gross premium. 

Single premiums for all life, endow- 
ment and retirement income contracts 
issued by Phoenix Mutual have been 
reduced by approximately 2%, with no 
change in cash values. The company’s 
five-pay life series was reduced by $2 
per $1,000 for all ages. Premiums on life 
policies paid up at 65 were also reduced 
for ages 56 to 60. 


Underwriting Changes 


Changes in underwriting procedures 
include a new retention limit of $500,000 
on standard risks for all ages 0 to 70, 
without reinsurance. The same maximum 
limit applies to single premium life, 
endowment and retirement income con- 
tracts. The maximum limit for single 
premium annuity premiums has_ been 
increased to a half million dollars. At 
the same time, the non-medical maxi- 
mum has been raised to $12,500 in any 
year up to age 35 for all of Phoenix 
Mutual’s retirement income and _ pro- 
tective retirement income plans. Limits 
for double indemnity provisions have 
been increased from $50,000 to $100,000. 

Another change included in Phoenix 
Mutual’s announcement was an increase 
in the commission scale for the com- 
pany’s economic protective life series, 
a $10,000 minimum contract with a low 
initial cost. After January 1, the mini- 
mum policy issued by Phoenix Mutual 
will be $2,000. The new minimum will 
not apply to certain pension trust and 
salary allotment plans now in effect. 


NAME E. H. WATERHOUSE 

In furtherance of its recently an- 
nounced intention to write multiple line 
insurance, Old Republic Insurance Co., 
Greensburg, Pa., has announced the 
appointment of Everett H. Waterhouse 
as superintendent of agencies. He had 
been affiliated with the Pittsburgh 
branch, Zurich - American Companies, of 
which he was agency supervisor. 

Announcement was made by James H. 
Jarrell, president of both old Republic 
Credit Life of Chicago and Old Repub 
lic of Creensburg. Control of the 
Greensboro was recently acquired by a 


group headed by Mr. Jarrell. 


ROCKFORD BRANCH MANAGER 

Robert Beckenbaugh has been named 
branch manager in Rockford, IIl., for 
Republic National Life, Dallas. 

Mr. Beckenbaugh was a representative 
in McHenry, Ill., before assuming his 
new position. He attended the Univer- 
sity of Chicago and took advanced 
courses at Northwestern University. Be- 
fore joining Republic National Life he 
was an auditor and a sales representative 
for a bakery firm. 


Dennard Heads N. Y. Life 
Columbus, Ga. Sales Office 


New York Life has 
office in Columbus, Ga., with Charles B. 
Dennard, an assistant manager of the 
company’s Atlanta branch, in charge. 
The new quarters will enable New York 
Life to increase its service to policy- 


opened a sales 


owners in the Columbus area. 

Company representatives associated 
with Mr. Dennard in the new Colum- 
bus office include Charles W. Blackwell, 
Charlie N. Harris, Ernest W. Higgins, 
George W. Mathews, Jim Sigmund, and 
Fred L. Wickham. 

The Columbus sales office is affiliated 
with the company’s Atlanta branch office, 
which is headed by Luther M. Byrd, 
CLU, inspector of agencies, and Jack E. 
Branch, Jr., CLU, associate manager. 

New York Life, with three ‘branch 
offices in Georgia, had a total of nearly 
$99,000,000 invested in the state at the 
end of 1954. The company’s total life 
insurance in force on Georgia residents 
at the end of 1954 amounted to more 


than $172,000,000. 





OMAHA TRAVELERS OFFICES 


Remodeled to Provide Better Service 
Facilities; Business Development Ex- 
panding in Area 
The Travelers Insurance Companies 
of Hartford, Conn., recently announced 
the opening of their newly remodeled 
offices in the City National Bank Build- 
ing, at Omaha, Neb. The announcement 
was made in Hartford by Esmond Ewing, 
vice president in charge of all agency 

departments of the companies. 

Mr. Ewing said that the moderniza- 
tion and renovation of the Omaha office 
is being made in the interest of better 
service facilities to representatives and 
policyholders of the Travelers and that 
it is a result of the rapidly expanding 
business development in the Omaha area. 

Office space has been increased 25% 
and offices will be fitted with modern 
bank-tvpe partitions, fluorescent lighting, 
acoustical ceiling. asphalt tile flooring 
and air-conditioning. 

The Omaha office will observe its 50th 
anniversary January 30, 1956. It serves 
representatives and policyholders in 8&3 
counties of the state of Nebraska in life, 
accident and health lines and the entire 
state in casualty, fidelity, surety, fire 
and marine insurance. 

The executive staff of the office com- 
prises: David W. Erwin, manager, life, 
A. & H. department; Alexander McDon- 
ough, manager, casualty, fidelity and 
surety department; Leon M. Penquite, 
manager, fire and marine department; 
Merrill E. Blatchford. supervisor, Group 
department; R. R. Porter, office man- 
ager, branch office administration de- 
partment; Ralph A. Horton, claim man- 
ager, claim department; J. D. Malone. 
supervising engineer, engineering and 
loss control division: and Horace F 
White. sunervising field auditor, pavroll 
audit division. 


LIAMA Surveys Costs for 
College Undergraduates 


Life Insurance Agency Management 
\ssociation has just published a survey 
of basic costs for undergraduate at- 
tendance at 600 United States and Cana- 
dian colleges and universities. LIAMA 
took on this job to avoid duplication of 
effort among individual companies. 

In returning the questionnaires, many 
college officials expressed the hope that 
this survey would effectively replace indi- 
vidual company questionnaires. Seventy- 
five per cent of the colleges surveyed 
replied. 

The name of the college or university, 
its location and type, enrollment, and 
fixed costs are included in the report. 
Costs include tuition, room and board, 
and set fees. 

This particular LIAMA report is 
available only through the home offices 
of member companies, 


Great-West Supervisor 

Great-West Life has announced the 
appointment of A. C. Mussellam as su- 
pervisor of its Vancouver branch. 

A native of Winnipeg, Man., Mr. 
Mussellam has been with Great-West 
Life since he joined the Vancouver 
branch in 1950. Since that time he has 
gained wide experience as a life under- 
writer both in Vancouver and Winnipeg. 


He has qualified for the Great-West’s 
President’s Club for the past four years. 
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Protection against loss of income at # 
very low premium. 


A predetermined income to assure fame 
ily security during the years of 
growing up. 


A contract for a minimum $100 month- 
ly guaranteed income. 


A contract trimmed to the essentials. 
Written for a selected period of 
10-25 years from ages 20-60 with 
conversion privilege. 


In the event of death during the 4 
years preceding the expiration of 
the contract, income is guaranteed 
for 48 months in addition to the 
contract income period. 


A reducing term contract, Columbian 
National's Guaranteed Income 
Policy is minimum in cost for sub- 
stantial positive return. 


The WOLUMBIAN NATIONAL 
LIFE INSURANCE Company 


1) if 








EVERY WORKING 
DAY the Sun Life 
Assurance Con- 
pany of Canada 
pays out half a 
million dollars to 
its. policyholders, 
beneficiaries and 
annuitants. 


SUN LIFE 
OF CANADA 


Head Office — Montreal 
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National Life, Vt., Host to 
Bankers on West Coast 


More than 300 persons enjoyed a re- 
union in Los Angeles last week as they 
partook of a traditional Vermont maple 
breakfast as guests of National Life of 


Vermont. 

The breakfast was held in conjunction 
with the annual meeting of the Mort- 
gage Bankers Association of America. 
How well mortgage bankers like Ver- 
mont’s sweet treat is shown in the fact 
that this is the 11th year National Life 
has put on the breakfast. 

In addition to the company’s mortgage 
loan correspondents throughout the 
country, special guests included the top 
officials of the Veterans Administration, 
Federal Housing Administration and the 
Mortgage Bankers Association. 

The company’s home office was rep- 
resented by Deane C. Davis, president; 
L. Douglas Meredith, executive vice 
president and chairman of committee on 
finance; and Addison C, Pond, super- 
visor of mortgages and real estate. 

Mr. Meredith welcomed the gathering 
and introduced Mr. Davis who spoke 
briefly. 

More than 100 pints of Vermont's 
syrup were consumed on stacks of hot 
pancakes. 





John Hancock Regroups Some 
District Agency Regions 
Frank 


B. Maher, vice president of 
John Hancock, in charge of district 
agency department, announces the re- 
grouping of district agencies in certain 
regional territories. A new region, des- 
ignated as the Southwestern territory, 
has been created under the supervision 
of A. William Rhodes, CLU, manager of 
the West Central territory. It will in- 
clude Texas districts and some others 
in the West Central territory. 

A new Southern operation, under the 
supervision of Andrew A. Adinolfi, CLU, 
manager of the Southeastern region, is 
now under way in Florida. Districts 
in western Pennsylvania, formerly as- 
signed to the Southeast region are being 
assigned to the upper New York State 
region. 

Northern New England, Southern New 
England, East Central and North Cen- 
tral regions are also being affected by 
the regrouping. The Greater New York 
regional territory is being divided, after 
the inclusion of certain districts in Con- 
necticut. The two territories resulting 
therefrom will be known 4s Metropolitan 
New York and Connecticut, Regions 1 
and 2. John P. Hennessey, regional man- 
ager of the Greater New York territory, 
will head up Region 1; and Leonard 
Vecchiolla, district manager of the com- 
pany’s Nassau East office, is being pro- 
moted to regional manager in Region 2. 

John Hancock has opened a district 
office in San Jose, Cal., with Benjamin 
Ashley as manager. Assistant managers 
are Jack W. Peacock and Charles T. 
Talkington. Beginning as an agent in 
1947, Mr. Ashley is now in second place 
in the Presidents Club and was the top 
assistant district manager in 1951 and 
again in 1954. John Hancock has $753 
million in force in California and more 
om $250 million invested by it in the 
state. 





Rejoins Ohio State Life 


David C. Morgan has rejoined Ohio 
State Life as manager of the mortgage 
loan department. Lawrence F. White 
€comes assistant manager, it was also 
announced. 

Mr. Morgan is well known in local 
Mortgage loan and real estate circles, 
having been associated with John W. 
Galbreath and Co. for the past ten years. 
flor to that he was for four years 
assistant manager of the mortgage loan 
department for Ohio State Life. He en- 
tered the mortgage loan field in 1931 with 
Equitable Life Assurance Company’s 
mortgage loan department in Cleveland. 


Wins No. American Trophy 


North American Accident announced 
the awarding of its President’s Trophy 
to General Agent Walter R. Novier of 
Baltimore. 

The trophy is awarded by the North 
American each year to the agency that 
writes the largest volume of life business 
during the President’s Month of Oc- 
tober. 

The Baltimore Agency is the sixth 
agency in the company to have won 
possession of the trophy since its initia- 


tion in 1950, 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








Commonwealth NamesWilson 
Bernard E. Wilson, Jr., director of 
branch office agencies, announced that 


William M. Moore has joined Common- 
wealth Life, Louisville, as a supervisor 
of branch office agencies. 





work! 








STOP..-LOOK... 
LISTEN...and BUY! 


BECAUSE the prospect who stops 
... looks .. . and listens is the one 
most apt to buy, Occidental’s visual 
sales presentations are designed to 
do just three things: Gain attention, 





So they are illustrated, they are brief, and they are easy 
for a layman to understand. 


Because prospects like them, they’re popular with our 
field men—who have already used over 100,000 copies 
of our eight visual presentations on life, accident and 
sickness and group plans. 


What’s more, they are as much in demand with the 
veteran life underwriter as they are with the beginner 
seeking his first life case. 


The answer, we think, lies in the simple fact that they 





HOME OFFICE ye Los ANGELES 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO” 


get read, and make sense. 


ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 
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Talk on Post Selection 
To Midtown Managers 


WILL USE MEASURING METHOD 


John H. Evans Says Minimum Will Be 
Fixed for New Men’s Second 
Quarter Showing 


Selection of agents was theme of talks 
made recently before Midtown Mana- 
vers Association of New York by John 


H. Evans, vice president in charge of 


agencies, Home Life, and Clarence 
Oshin, whose agency at 136 East Fifty- 
seventh Street is largest agency of that 
company. 

Mr. Evans’ remarks were largely de- 
voted to post selection—the agency’s 
appraisal of the new man’s effectiveness 
after he has been selected and operating 
for a time. As it is costly for any agency 
to keep men on indefinitely whose pro- 
duction records continue below the 
agent’s measuring rule some questions 
arise. These include, Mr. Evans said, 


how long an agency should wait for an 
agent to develop into a successful pro- 
ducer? After the agent’s record has 
been studied and presumptive success 
looks questionable he thought the better 
part of wisdom for the general agent 
or manager is to discontinue the rela- 
tionship both in interest of the man 
and the company. The manager can thus 
devote more of his valuable time to 
seeking and developing men who demon- 
strate greater success potentialities. 
Mr. Evans called attention to the 
study of Life Insurance Agency Man- 
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INCOME PROTECTOR... 


Now Sickness 
as well as ACCIGeENE protection in this new 


Non-Cancellable policy 
Wilerie Cleoleliieale reset 


loss of time benefits for not only 2, 5 or 10 years 
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for more details call a Security Mutual General Agent 


if there is no Security Mutual General Agent 


listed in your area and you have had general 


agency or managerial experience, mail the 


coupon below to us. 


NORMAN T. CARSON. AGENCY VICE PRESIDENT 
SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, NEW YORK 


Mi... . ee 


ADDRESS- ~ 


EXPERIENCE foe See an ee 





































































































agement Association indicating that yp. 
less a new man can produce a minimym 
of $20,400 his second quarter he should 
not be kept on. The Home Life jg 
setting up a method of post selection 
based on similar thinking. 


Oshin’s Men Bring in New Talent 


_ Clarence Oshin said his agency haq 
its best recruiting results with men 
brought to its attention by men already 
in the agency. He found many points ;; 
favor of this. One is that there fo 
already been a pre-selection by a. 
agency’s own representatives. They knay 
the men they are recommending to the 
general agent; have been in a position 
to recognize characteristics and qualj- 
fications which make them think the 
applicant can succeed. It saves consid- 
erable time in interviewing. Therefore 
Mr. Oshin enlists his agents in bringing 
in new talent. . 

The recruits are entitled to a break 
too, he said. They want to be operating 
in a happy environment, associated with 
successful agents; they expect and 
should have competent help when they 
present problems to the agency. Educa- 
tional material, timely and " effective 
must be easily made available to them: 
and they must have confidence that the 
advice and training they get is expert 
and what they need. ; 

Mr. Oshin stressed the importance of 
the CLU designation saying his agents 
are encouraged to take it, and be made 
to understand that the current CLUs in 
the agency and other successful agents 
there will help them. There are three 
CE classes in the Oshin agency. “My 
door is always open when they come 
seeking advice and aid in their ambition 
to become the skilled technicians which 
possession of a CLU designation makes 
possible. We have three CLU classes.” 
he said. 

Reverting to subject of selection Mr 
Oshin told the Midtown managers that 
he uses all the well known tests. Each 
has ‘its particular value, but he em- 
phasized that intelligence alone is not 
enough to bring success in production. 
His agency, he said, has its own screen- 
ing devices for weeding out the unfit. 
These include personal history, attitude 
of wife, qualities of leadership, desire to 
hustle and no attitude of letting dis- 
couragement in the field stop them. 

In concluding the talk on_ selection 
Mr. Evans said that an agency which 
can largely recruit through its own field 
men is fortunate, but, when that cannot 
be the situation with some agencies, the 
general agent or manager must rely on 
other standard methods of recruiting: 
through advertising and reading of want 
ads, observation, his own wide acquaint- 
ance and possession of information in 
other fields where men, although cur- 
rently successful, feel they would rather 
follow a career offering as much or more 
satisfaction, such as life insurance does. 


TAX INSTITUTE SPEAKERS 
Samuel L. Zeigen, CLU, and H. L. 
Wheeler, Jr., Among Speakers on Two- 
Day Program at Fairleigh Dickinson 

Facets of life insurance, taxes, estate 
planning and pensions were among the 
subiects discussed at the second annual 
tax institute, held November 4 and 5 at 
the Rutherford, N. J., campus of Fair- 
leigh Dickinson College. Welcoming ad- 
dress was made by Dr. Peter Sammar- 
tino, president of the college. 

Samuel L. Zeigen, CLU, attorney and 
general agent of Provident Mutual Life 
in New York, spoke on “How to_ Use 
Pension and Profit Sharing Plans Effec- 
tively,” while Henry Lamont Wheeler, 
Jr., attorney and New York City director 
of research and analysis of Northwest- 
ern Mutual Life, talked on “Facets 0! 
Life Insurance.” Another speaker was 
Albert Mannheimer, New York attorney, 
who discussed “Short Term and Other 
Special Types of Trusts.” Joel Irving 
Friedman, one of his law partners, ¢X 
plained “Gifts Under the 1954 Code.” | 

The New Jersey State Association 0! 
Life Underwriters was one of seven 
advisory organizations which helped for- 
mulate plans for the program. 
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Officers and members of executive committee shown above: : 
Jr., James D. Renn, C. Edwin Carlson, Public Accountant and was active in He also likes golf, and is a keen horse 


Front row—T. Bertram Anderson, 
oo © _—— Charles A. Will. 





Edwards. 


At the 19th annual meeting at Louis- 
ville of the Institute of Home Office 
Underwriters C. Edwin Carlson, chief 
underwriter for Continental Assurance 
of Chicago, was elected president. Other 
officers are: John F, Duston, underwrit- 
ing secretary of Equitable Life of Iowa, 
made executive vice president; T. Ber- 
tram Anderson, Jr., secretary reinsur- 
ance underwriting of Connecticut Gen- 
eral Life, vice president and editor; 
Charles A. Will, assistant underwriting 
secretary Guardian Life of New York, 
secretary-treasurer. 

Members of the executive committee 
are: Ira A. Dryden, Jr., Amicable Life, 
Waco, Texas; William W. Edwards, 
Capitol Life, Denver; A. Clyde Miles, 
Union Life, Richmond; J. H. Binford 
Peay, Jr., Life Co. of Virginia, Rich- 





Bowers and Lindheimer 
Named Chicago Gen’! Agts. 


Jefferson National Life, Indianapolis, 
has announced the appointment of E. 
Keith Bowers and Lionel B. Lindheimer 
to represent them as general agents in 
the Chicago area. 

Both Mr. Bowers and Mr. Lindheimer 
have had many years of experience as 
an agent and general agent for an east- 
ern company. Associated with Bowers 
and Lindheimer will be Frank R. 
O'Hare, Jr., and Dennis J. Young. Mr. 
O'Hare, an experienced underwriter, 
will be in charge of the agency’s bro- 
kerage department. Mr. Young, a ca- 
reer life insurance man will head up 
the agency’s life department. 





— L. Loper Promoted 

Wa L. Loper has been promoted 
by The Pp rudential, as of November 1, to 
regional supervisor in the company’s 
Ordinary agencies department. 

In his new post Mr, Loper will work 
with Theodore A. Pez ike, newly appoint- 
ed director of agencies for the com- 
pany’s eastern region. 

Born in Sag Harbor, L. I., he joined 
Prudential in 1948 as a special agent 
in the Providence agency of John H. 
Hartle and Associates. He was an assis- 
on manager for six years, before join- 

the company’s Newark headquarters 
ear tly this year as a training consultant. 





ASSOCIATE GENERAL AGENT 
Henry R. Hague joins Washington 
National as associate general agent in 
Boston. He will work with the present 
ot general agent, Samuel L. Albert, 

Mr. Hague entered selling ten years 
ago, with almost three of these years 
spent.as a successful underwriter. While 
with his former company, he received 
Many of the top merit awards and 
ranked high in production. 


New Officers of Institute of Home Office Underwriters 
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Miles Scheaffer Retires; tual are opie & Accident Associa 
F - tion, he helped organize United in 1926 
United Benefit Executive 


Miles Scheaffer, vice president and 
ited kde Meaiate ob e nee vice president in June of 1949. Through 
ne OF the lounders Of Wanted Henent out the life time of the company, he 
Life of Omaha, retired November 1, after has served as a member of the board of 
29 years of company service. directors, 

A graduate of the University of In- A professional baseball player in his 


. Grrr younger days, Mr. Sheaffer maintains an 
diana, Mr. Scheaffer bec: - -rtifie 
’ cheaffer became a Certified intense interest in the national pastime. 


and was elected secretary of the com 
pany that same year. He was elected 


banking and insurance business in In- racing fan—at one time he owned Harry 


A. Clyde Miles, Frank T. West, Ira A. Dryden, I. M. Spear, Douglas giana. In 1919. when the Insurance De- Patchen, full brother to the great Dan 
Wood, 1. lets Binford Peay, Jr. Not present ‘when photo was taken, William W. : 


: - Patch, famous harness racer, 
artment of Indiana was changed from 
¥ I a was changed fror Mr. Scheaffer has aways been a recog- 


a subsidiary of the Auditor of State to nized leader in civic affairs. and the 
mond; James D. Renn, Peninsular Life, a separate department, Mr. Scheaffer combination of his ready acceptance of 
Jacksonville; I. M. Spear, State Farm was appointed by the Governor to serve Community responsibility together with 
Life, Bloomington, Ill.; Frank T. West, his sharp business acumen and foresight 
Kentucky Central Life & Accident, An- has attained for him a ranking in his 
chorage, Ky.; Douglas Wood, Gener: ul for Indiana. profession that few men achieve in their 
American Life, St. Louis. With Dr. C. C. Criss, founder of Mu- _ lifetime. 


as first State Insurance Commissioner 





Attractive Juvenile Contracts 


With his complete line of juvenile contracts, the LNL man can sell 
the Junior Estate Builder, educational endowments, ordinary or limited pay 
life, endowment at 65, short-term endowments, and single-premium life or 
endowment plans. These policies are issued from date of birth. The popu- 


lar payor benefit is available even to substandard risks. 


This complete line of liberal juvenile 













contracts provides another reason for 
our proud claim that LNL is geared 
to help its field men. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


S504 per -/955 
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CLU Teachers Attend 


Regional Conferences 


An information panel in reverse was 
one of the features of a series of regional 
conferences for CLU teachers just com- 
pleted by the American College of Life 
Underwriters. New teachers of CLU 
classes constituted the panel and asked 
questions of the audience about effec- 
tive methods of preparing candidates for 
CLU examinations. 

About two hundred CLU teachers and 
university teachers of insurance attended 
this fall’s program of Educational Con- 
ferences in Palo Alto, Dallas, Cincinnati, 
and Chicago. The Palo Alto meeting 
started the schedule October 20 to 21, 
and the Chicago meeting closed today, 
November 11. 

At these conferences, teachers met to 
exchange ideas on the operation of 
classes and to learn the latest develop- 
ments in the CLU educational program. 
This year’s sessions were in charge of 
Herbert C. Graebner, CLU, Dean of the 
American College. ; 

The psychological aspects of adult 
learning was one of the subjects covered 
this year at each of the conferences. In 
Chicago, Dr. Milton'M. Parker, chairman 
of the Psychology Department of Ohio 
State University spoke on this subject. 

Another new feature of this year’s 
meetings was a talk on_ professional 
ethics. CLU teachers were asked to give 
serious thought to discussing the matter 
in their classes. 

One of the dinner speakers was Mor- 
ris G. Fuller, CLU, president of State 
Farm Life who was awarded his CLU 
designation last year. He spoke in Chi- 
cago on “What CLU Means to Me and 
My Company.” R. R. Davenport, CLU, 
president of LIAMA and vice president 
and agency director for Southwestern 
Life, addressed the conference in Dallas. 

The reverse panel, “The New Teacher 
Asks,” was conducted by Arthur W. 
Mason, Jr., CLU, director of college re- 
lations for American College; and an- 
other panel, “What’s My Technique?” 
was conducted by Walter B. Wheeler, 
CLU, director of field services. Jack C. 
Keir, the College’s new director of edu- 
cational publications, participated in the 
conferences, as did Leroy G. Steinbeck, 
CLU, managing director of the American 
Society, who in the case of three confer- 
ences made the talk on “Teaching Pro- 
fessional Ethics in CLU.” 


National Life of Vermont 
Continues Dividend Scale 


National Life of Vermont will continue 
its current dividend scale for 1956, Deane 
C. Davis, president, announced. When 
first set up two years ago, this scale 
represented the largest increase in divi- 
dend payments in the 105-year-old his- 
tory of the company. 

Mr. Davis said the board of directors 
voted to continue the present scale on 
all forms of insurance, retirement an- 
nuities and participating funds held by 
the company. 

The directors anticipate that dividends 
payable in 1956 will aggregate $12,400,- 
0OO, an increase of 9% over the current 
year. 

“This increase reflects an impressive 
growth,” Mr. Davis said, “in sales in 
the current year and in the excellent 
persistency of business put on the books 
in past years.” 


Atlantic Sales Increase 

Atlantic Life’s Ordinary sales were 
37.0% ahead of 1954 at the end of Sep- 
tember and just short of exceeding last 
year’s figure for the entire 12 months’ 
operation. Each month this year has 
shown a gain over the corresponding 
month in 1954, resulting in a total in- 
crease in new Ordinary business of $8,- 
939,000. 

Accident and sickness sales are also 
well ahead of 1954. At the end of last 
month, first year premiums exceeded the 
corresponding figure of last year by 
71.25%. First year premiums through 
September amounted to 27.9% more than 
the entire 1954 production. 


Thykeson and O’Malley in New York Equitable Changes 


HOWARD E. O’MALLEY 


The Equitable Society announces the 
transfer of its New York metropolitan 
department to the general supervision 
of Field Vice President Ralph M. 
Thykeson and the appointment of How- 
ard E. O’Malley as the region’s superin- 
tendent of agencies. The Society’s New 
York metropolitan department includes 
21 agencies in New York City, Long 
Island and northern New Jersey. It was 
headed by Joseph L. Beesley until his 
recent appointment as senior vice presi- 
dent of the company. Mr. Thykeson is 
retaining over-all jurisdiction of the 
Society’s northeastern department com- 
prising 19 agencies in New England, 


RALPH M. THYKESON 


upstate New York, Pennsylvania and 
Delaware. 

With the Equitable since 1927 when 
he became an agent in Minnesota Mr. 
Thykeson was appointed manager of the 
Grand Rapids agency in 1947; the 
agency’s Ordinary insurance production 
tripling by 1952. In 1953 Mr. Thykeson 
became field vice president of northeast- 
ern department with headquarters in the 
home office. 

Mr. O’Malley joined Equitable in 1913 
as a clerk in a Manhattan agency. He 
became supervisor of sales promotion 
before appointment as agency manager 
from 1947 to 1949, first in New Orleans 
and later in Rochester. 
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Foundation for 


SECURITY 


In a building, it is a balance of 
architectural line, strength and utility. 


In life insurance, it is a balance of 


modern method, efficiency and 


continuing close human relationships. 
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Manhattan Life Appoints 
Mayberry at Fort Worth 


Appointment of A. L. Mayberry as 


general agent of Manhattan Life of 
New York in Fort Worth has _ been 
announced by the company’s home office. 
The agency offices will be at the W. T. 
Waggoner Building. 

Mr. Mayberry has a broad background 
of experience in life insurance, having 
been in the business more than 15 years. 
He was district manager in Corpus 
Christi for Jefferson Standard Life from 
1946 to 1948. He then transferred to 
Portland, Ore., where he served in the 
same capacity for two years. In 1950 
he went to Orlando, Fla., for Jefferson 
Standard, and in 1952 became district 
manager for that company in Tacoma, 
Wash. 

He is a graduate of Southern Meth- 
odist University, where he majored in 
business administration, with a_ special 
course in life underwriting. During 
World War II, Mr. Mayberry served 
in the Army Air Force. 





Indiana Leaders Raise 


Club Qualifications 


Qualification requirements for the In- 
diana Leaders Club have been increas 
from $250,000 during the club year to a 
minimum of $300,000 on 15 lives. The 
change was voted at the Club’s recent 
executive committee meeting in Indian- 
apolis. 

Committee assignments made at the 
meeting by William J. McLane, Berk- 
shire Life, president, included Bayard V. 
Somes, Evansville, program; Marvin L. 
Smith, Lafayette, membership; Robert 
Walz, Indianapolis, constitution; Lucille 
Pryor, Indianapolis, executive secretary; 
Max Sloan Potts, Huntington, genera 
publicity; Walter Lawall, South Bend, 
northern publicity; and C, N. Denny, 
Kokomo, southern publicity. 
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Mutual Trust Increases 
Dividend Scale for 1956 


Mutual Trust Life has revised its di- 
schedule effective January 1. This 
revision will produce an over all increase 
of approximately 10%. The increases 
will vary according to plan and age at 
issue with the largest increases occurring 
F the higher issue ages. 
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Should Control Term 
Sales, Says W. E. Hays 


A major problem in establishing the 
cent today is the public’s trend 


young <« 
toward buying Term insurance, coupled 
with the continued reduction of the 


Eugene 
erage premium unit, Wm. 
favs, general agent, New England Life, 


in Boston, said, addressing LIAMA’s 
Atlantic Alumni Association recently 
in Rye, N. “No matter how great 


his volume credits, the beginner must 
produce a substantial volume of ‘Pre- 
miums and commissions to survive,” he 
~ Hays thought some gains are be- 
ing made on this problem and to prove 
it he presented a series of working ideas 
submitted by 50 agency heads along the 

Atlantic seaboard. Ideas were divided 
into two categories : (1) those to im- 
prove the ratio of sales of permanent 
insurance as contrasted with Term and 
protection rider forms, and (2) those to 
increase the average premium unit per 
sale. 

Each idea was presented for comment 
to a panel of five managers selected 
from the audience of nearly 200 grad- 
uates of LIAMA Schools in Agency 
Management. 

Earlier Mr. Hays had described the 
problem as “serious for general agents 
who must support their overhead from 
premium collections . . . and who must 
be extremely conscious of the average 
size collection unit and, consequently, 
the type and quality of insurance being 
sold.” 

Referring to “an alarming increase in 
the use of Term,” Mr. Hays said: 
“When we combine these serious opera- 
tional problems with the fact that Term 
insurance is sold many times to pros- 
pects who should have bought perma- 
nent insurance and who later will be 
dissatisied with their holdings and with 
the agents who sold them Term, then 
we have a ‘three-headed monster’ which 
challenges the best that is in us.” He 
urged “vigilance and sound judgment to 
hold the sale of Term within reasonable 
bounds.” 





APPOINT ROBERT J. DALEY 

Robert J. Daley, an agent in St. Louis 
for Occidental Life of California, has 
been appointed assistant branch mana- 
ger of the company’s office there. Prior 
to joining Occidental in February of last 
year, Mr. Daley was an agent in St. 
Louis for Great-West Life. He has been 
a member of Occidental’s App-a-Week 
club since joining the company. 

He is a native of Rochester, N. Y., 
Was graduated from St. Louis University 
and is an Air Force veteran. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


— 
HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
INDIANAPOLIS OMAHA 
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Sept. Paid-for Up 66% 


William J. Sieger, vice president and 
superintendent of agencies for Bankers 
National Life, Montclair, N. J., reports 
a 660% increase in paid-for ordinary life 


business during September over the 
same month last year. 

For the first nine months of 1955 
paid-for ordinary business of Bankers 


National increased 27.7% over the same 
1954 period. Its ordinary insurance in 
force increase was 50.8% greater than 
in the same 1954 period. The average 
size Ordinary policy paid for including 
all juvenile plans, was 38,12 ee. 


Washington National Gains 


P. W. Watt, president, Washington 
National, Evanston, Ill., announced that 
for the first nine months of the year the 
company’s life insurance in force has 
increased $106 million, a gain of 68.7% 
over the increase during the 
riod of last year, excluding insurance 
on Federal employes. Mr. Watt attrib- 
uted this substantial growth to greater 
sales activity in all departments of the 
company. He further stated that the sale 
of mass coverage insurance (Group in- 
surance) continues to increase. 
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American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 
% NO BUSINESS WRITTEN DIRECT 

¥% ALL CLAIMS SETTLED LOCALLY PARENTS’ 
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We'd like to tell you our 
story because we believe it 
can help us both as a team 




















Write Direct to: 
W. deV. Washburn, President 
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First National Bank Building, Baltimore 3, Md. 
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CONN. GENERAL RATE CHANGE 





New Rate Basis for Group Annuity and 
Deposit Administration Contracts 
in Effect 
Connecticut General Life announced 
that as of November 1 


for Group annuity 


a new rate basis 
and deposit admin- 
istration contracts are in effect. 

At the company an- 
nounced revised compensation schedules 
for agents 


same time the 


and brokers on sales of 
Group annuity 


The 


and Group permanent. 


new rates reflect a higher inter- 
est guarantee, mortality improvement 
and lower loading for expenses. 


In deferred annuity contracts the 4% 
surrender charge on termination credits 
will be eliminated and the minimum 
number of lives for deposit administra- 


tion contracts will be lowered to 25. 


Home Office Underwriters 
Club Organized in Boston 


Formal organization of the Northeast 
Home Office Underwriters Club was 
completed recently at a dinner meeting 
at the University Club in Boston, 

According to the by-laws, the purpose 
of the Club will be to encourage con- 
genial relations among its members and 
to provide a forum for the exchange 
of ideas and the advancement of knowl- 
edge in underwriting. Hope is expressed 
by the organizers that the Club will 
prove particularly valuable to the young- 
er underwriters. 

Membership is open to all home office 
underwriters of legal reserve life com- 
panies in New England. Underwriters 
from these companies in the four north- 
ern states were present. 


Doane Arnold, second vice president, 
New England Life, presided at the busi- 
ness session. By laws were accepted and 


Ray Hillman, New England Life, was 
elected chairman; George Clark, M: iSSa- 
chusetts Mutual, first vice chairman; 


sill Ingham, 


second \ ice 


United 


chairman 


Life and Accident, 
and Howard Nel 
John Hancock, secretary-treasurer. 
Henry Cook, second vice president, 
Columbian Ni itional, presided at the eve 
ning discussion, where disability, juvenile 


son, 


and aviation underwriting, as well as 
communication with agencies, was dis- 
cussed. 


The next Club meeting is planned for 


March 16. 


Name W. F. Leisman, Jr. 


William F, Leisman, 1 Exton, Pa. 


has been appointed tri lining supervisor 
for the New York Life’s Middle Atlantic 
division, with headquarters in the com- 
pany’s home office, according to Dud- 


ley Dowell, executive vice president. 

Mr. Leisman has been assistant man- 
ager of New York Life’s Philadelphia 
branch office for more than three years. 
He joined the company in 1949 as an 
agent with the Philadelphia branch. 

A native of Harrisburg, Pa., Mr. Leis- 
man qualified for the company’s Star 
Club as an agent and assistant manager. 
He is a graduate of the Wharton School 
of the University of Pennsylvania, where 
he majored in insurance. During World 
War II, he served in the Pacific as a 
naval air navigator. 
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V. JOHN KREHBIEL, C.L.U., of Los Angeles, says— 


*tA strong factor in my success has been the fact that 
I can offer complete service in Life, Accident and 
Health, Group, Pension Plans and Business Insurance, 
This wide range of facilities enables me to distribute 
coverage according to needs with the constant chal- 
lenge of developing new lines. No client need ever 
call in any other agent when he is dealing with an 
Etna Life man.” 


Mr. Krehbiel has been an out- 
standing representative of 
fEtna Life in Los Angeles 
since 1932. He is a Life Mem- 
ber of the Million Dollar 
Round Table . . . Director of 
his C.L.U. chapter .. . active 
member and past officer in 
both the Los Angeles Trust 
Council and Life Underwrit- 
ers Association. 


H. COCHRAN FISHER, C.L.U., of Washington, D.C., says— 


"Yes, we have breadth of service—but it would be of little value 
without adequate claims service. As a veteran of thirty years 
with Atna Life, this has always put me in a position where I was 
leading from strength. 79tna Life’s paramount claims service— 
whether Life, Group, or Accident and Health—gives an agent 
a real feeling of confidence.” 


Mr. Fisher was among the first to 
receive the C.L.U. designation. He 
has represented Etna Life in 
Washington D.C., since 1925... 
is past president of the District of 
Columbia Life Underwriters Asso- 
ciation . . . past member of the 
Board of Trustees, N.A.L.U.... 
recipient of the Bernard L. Wilner 
Memorial Award for distinguished 
service to Life Insurance. 
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THE BREADTH OF THE ATNA LIFE LINE provides tre- 
mendous opportunities in the four major areas of life 
insurance selling: Family Programming, Business In- 
surance, Estate Analysis, and Pension Trusts. The 4Ztna 
Life salesman enjoys the additional advantages of rep- 


resenting one of the leading writers in the Group In- 
surance field. And he can further improve his earning 
power -with £tna’s personal Accident and Health 
coverages. The Company has complete facilities for 
writing and servicing these plans. 


































ATNA LIFE’S TRAINING PROGRAM is thorough from the begin- 
ning. Salesmen gain the knowledge and skill to sell the broad 
line in all markets. There is profitable joint-work with General 
Agents and Supervisors. Two levels of Home Office Schools are 
conducted by men experienced in training for life insurance 
careers, In addition, continuous supplementary field and agency 
training helps speed financial progress. 


ANA LIFE FIELD SUPERVISORS AND HOME OFFICE EXPERTS are 
always available to assist salesmen in developing such specialized 
markets as Salary Budget, Pension Trusts, and Group. With this 
assistance and AEtna Life training, sales representatives become 
qualified to work with attorneys, accountants, and trust officers. 


here’s a proven plan for selling every market... through the 


AETNA LIFE INSURANCE COMPANY 


Hartford 15, Connecticut 
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ATNA LIFE’S SELLING AIDS have been tested and proved in the 
field. Every Aitna representative is supplied with a complete kit 
for each sales presentation . . . every market. Each individual 
piece js geared to the particular prospect, written in a language 
he will understand. This material helps to simplify and streamline 
the selling process, resulting in more successful interviews and 
more completed sales. 











BEHIND THE MAN STANDS THE COMPANY 






Standing strongly behind every tna Life representative are the 
financial resources and years of experience of the Company itself. 
Etna Life backs its salesmen all the way—from the moment the 
application is written until the claim is paid. 








And the tna Life salesman enjoys the prestige of representing 
a company with a century-old success story—a company whose 
salesmen are daily writing individual success storics of their own. 
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FLOOD COVERAGE QUEST 


Administration in 
Washington and the Democratic con- 
trolled Congress are working together 
toward the ultimate objective of devising 
legislation which shall provide some sort 
” for victims of future flood 
Several bills have been pre- 
pared, as purely tentative drafts, by 
members of both major political parties, 
Administration last 


The Republican 


of “insurance 
disasters. 


and the Eisenhower 
week offered a general program designed 
individuals 


to provide “insurance” for 


and also communities against losses re- 
hurricanes and other 
not 


carriers. 


sulting from floods, 


natural disasters to the extent now 
insurance 


both Republicans 


private 
fact, 


have 


provided by 
As a matter of 
and Democrats definitely 
they did not seek to put the 
government flood 
business in competition with commercial 
Also any Federal program 
designed to utilize the facili- 


stated 
Federal 
into the insurance 
insurers. 
would be 
ties of commercial insurers insofar as 
selling the coverage and adjusting losses 
are concerned. 

Despite the generally parallel efforts of 
Republicans and Democrats to attain the 
same over-all objectives in the flood pay- 
program, following the extensive 
agitation from stricken areas that 
something be done to aid victims, the 
element of politics is just bound to creep 
into the picture, even to a minor extent. 
In Washington Sen. Herbert H. Lehman 
expressed dissatisfaction with the Ad- 
ministration proposal as being too vague 
and general. And at the hearing in New 
York the presence of Governor Averell 
Harriman across the table from Senator 


ment 
public 


his very close but unsuccess- 
1954 New York 


set the stage for 


Irving Ives, 
ful opponent in the 
gubernatorial election, 
mild dramatic action, particularly as Sen. 
chairman of the Senate 
Democrat, is a former 


Lehman, com- 
mittee, and a 
New York 

During his talk favoring Federal flood 
insurance legislation Governor Harriman 
freely commended the efforts of Senator 
Lehman, on flood control measures, when 


governor. 


the latter was governor, and praised the 
work of U. S. Army Engineers for 
restoration work on roads and bridges, 
but complained of slowness in getting 
Federal aid for highways. He said, “we 
had to go through a cumbersome proc- 
ess.” Then he spoke of the “heartless- 
ness of what their government had to 
offer” through Federal loans, rather than 
outright monetary grants, to flood suf- 
ferers. 

After the Governor claimed that even 
when are sought they are not 
granted by the Small Business Admin- 
istration in Washington. Sen. Ives could 
no longer keep quiet. He interrupted 
to state that many loan applications had 
been approved. But Gov. Harriman had 
the last word when he said, “The money 
has not yet been received by the flood 


loans 


victims.” 

Nevertheless the element of politics 
has been rather well submerged in the 
flood legislation discussion to the pres- 
ent time. Naturally, each party will seek 
to capitalize on its opportunities to gain 
public favor, with a Presidential election 
coming up a year hence, but it is hoped 
that the desire to “help the little man” 
and perhaps gain some needed votes be- 
sides, when Election Day rolls around, 
will not result in “giveaway” legislation 
of an essentially political nature. So far, 
at least, attempts of one party to outdo 
the other have not got out of bounds. 

Meantime the insurance industry, 
while freely offering to make the full 
facilities of companies, agents and bro- 
kers available to the Federal government 
in the event Congress sees fit to enact 
flood indemnity legislation, continues to 
stress that whatever may be done can- 
not be “insurance” in the true sense of 
a self-supporting proposition whereby 
reasonable premiums could be devised 
to provide income to pay losses and ex- 
penses, without a deficit. The insurance 
industry believes the Government will 
encounter such obstacles in the aim to- 
ward “insurance” that any promise of 
indemnity will be really relief under the 
guise of insurance. The companies feel 


Francis W. Tyler, resident adjuster of 
the Aetna Insurance Group’s casualty 
company at Lake Placid, N. Y., has been 
appointed manager of the United States 
Olympic bob sled squad which will meet 
early in 1956 at Cortina, Italy. Mr. Tyler 
became an Olympics world ‘champion in 
1948 as captain of the American four- 
man sled entry. He not only made the 
best time in all world competition in 
winning his championship at St. Moritz, 
Switzerland, but also holds the fastest 
single run time of the course. He is 
one of the few men chosen to represent 
the United States three times, having 
been captain of the 1936 and 1940 Olym- 
pic teams. Mr. a has been attached 
to the Albany, N. Y., office of the Aetna 
Group since heel 1945. 

x * * 


Edgar V. Stewart, Jr., CLU, life in- 
surance agent in Los Angeles for the 
Travelers, was installed as Grand Master 
of the California Grand Lodge of Free 
and Accepted Masons, during the 106th 
annual communication of the ‘Grand 
Lodge in San Francisco, He began his 
Masonic activities in 1923, in Loyalty 
Lodge, No. 529, Los Angeles; became an 
official of the Grand Lodge in 1944, pro- 
gressing through various offices until at- 
taining his present rank. In addition 
to his other Masonic affiliations he 
is a member of Al Malaikah Temple, 
AAAONMS. He is a member of the 
Los Angeles Chapter, CLU, the Life 
Underwriters Association of Los An- 
geles, director of the Midnight Mission, 
Southern California Foundation, Inc., 
and of 'the First Church of Christ Scien- 
tist, Beverly Hills. 

x ok Ok 

Byron K. Elliott, executive vice presi- 
dent, John Hancock, has been elected a 
trustee of Boston Society of Natural 
History. One of the principal functions 
of the Society is Boston’s famed Mu- 


seum of Science. 
* * x 


Allen Fischer of Standard Accident 
was elected president of the Chartered 
Property & Casualty Underwriters’ Buf- 
falo chapter, in that city. Other offi- 
cers elected were vice president, Robert 
W. Zoller, Great American Insurance 
Co.; treasurer, Robert P. Lentz, Jr., Buf- 
falo Fire Office, Inc., and secretary, 
Herbert C. Cox, . Aldrich, & Cox. 


Art Dunham of hes disioms, has 
been appointed production iced for 
the Erie Insurance Co. of Des Moines, an 
affiliate of the Hawkeye-Security Indus- 
trial group, Mr. Dunham has been with 
the Hawkeye-Security group since 1950 
and since 1953 branch manager at Sioux 
Falls, S.D 

* * * 


Charles E. Cleeton, CLU, past presi- 
dent of NALU, and general agent in 
Los Angeles for Occidental Life of Cali- 
fornia, was the guest of honor at a 
luncheon given in his honor by Occi- 
dental President Horace Brower and 
other officers of the company due to 
his being awarded the John Newton 
Russell Memorial Award at the annual 
convention. About 25 close friends of 
Mr. Cleeton attended. 

* * 


Clarence A. Jackson, president of 
American United Life, Indianapolis, is 
Indiana special gifts chairman in the 
current Crusade for Freedom fund cam- 
paign. Governor George N. Craig is 
honorary chairman and Robert D. Jack- 
son, secretary-treasurer of Pilgrim Life, 
is statewide treasurer for the drive, 
which will raise money to support Radio 
Free Europe. 





direct programs of relief and rehabili- 
tation would be more effective in restor- 
ing essential services and providing food 
and shelter in disaster areas, and that 
particular emphasis should be placed on 
flood control and prevention. 


The 1954 annual report of the Insur- 
ance Company of North America _Com- 
panies won two awards in the Survey 
of Annual Reports conducted by “Finan- 
cial World,” national weekly financial 
paper. John A. Diemand (left) president 
of the North America Companies, is con- 
gratulated by Weston Smith, vice presi- 
dent of “Financial World” and origina- 
tor of the survey, at the awards din- 
ner held at the Hotel Statler in New 
York. North America’s 1954 annual re- 
port was awarded both a silver “Oscar” 
rating it “Best of All Financial Institu- 

and a bronze “Oscar of Indus- 

” top honor in the property insurance 

industry classification. Presentation of 

the “Oscars” marked the eighth time that 

North America has won a trophy in the 

11 years the company’s annual statement 
has been entered in the survey. 

: * * 

E. M. McConney, president of Bank- 
ers Life Co., Des Moines, Iowa, was ini- 
tiated October 29 into the Drake Univer- 
sity Helmet and Spurs Circle of Omi- 
cron Delta Kappa, national leadership 
fraternity. Mr. McConney was honored 
for leadership in the field of business 
and for community service. He is a 
member of Drake University’s board of 
trustees ‘and a past chairman of the 
board. 

lk & 

Walter C. Ploeser, president, Ploeser, 
Watts & Co., and a former member of 
the House of Representatives from Mis- 
souri, has. been elected a director of 
First National Bank of Clayton, Mo. 

a ee 


Henry V. Jablonski has been ap- 
pointed special agent in the Baltimore 
office of the Atlantic Companies. He 
has been associated with the Atlantic 
Mutual and Centennial since June, 1952, 
in the fire underwriting department. He 
will be under the supervision of 
Rutledge Clark, branch manager of the 
Baltimore office, servicing Maryland, 
District of Columbia and the four north- 
ern counties of Virginia. 

+ * © 

Norhert F. Bankert, Jr., has been ap- 
pointed an associate in the Warren 
Sexton Co., Inc., real estate and insur- 
ance firm, Utica, Y. He will handle 
fire and casualty insurance and real es- 
tate negotiations in addition to life, 
health and accident insurance. 

+ ££ & 


Henry J. McLaurin, general agent of 
the Detroit-McLaurin agency of Aetna 
Life, has been named to a third term as 
president of the Michigan Chapter of 
the Arthritis and Rheumatism Founda- 
tion. He is also a director of the Na 
tional Arthritis Foundation. 

* * x 

W. T. Craig, general agent in Los An- 
geles for Aetna Life, has been appointed 
chairman of the Central Commerce at 
Industry Committee for the 1955-56 
Community Chest Drive in Los Angeles. 
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Forrest A. Heath 

Forrest A. Heath, vice president of J. 
S. Frelinghuysen Corp., New York City, 
who has been appointed chairman of the 
1996 YMCA campaign in Manhattan, 
Bronx and Staten Island, has devoted 
years of service to the YMCA, both in 
Detroit and in this city. Currently, he is 
on board of the New York YMCA. 

A native of Grosse Pointe, Mich., he 
is a director of the Insurance Brokers 
Association of the State of New York, 
and is active in the affairs of the Brick 
Presbyterian Church and some civic or- 
ganizations. Formerly, he was president 
of the University of Michigan Club of 
this city. He and his associates in the 
campaign will seek $600,000. The YMCA 
has 18 branches in the city’s three bor- 
oughs. 

* * x 


On-the-Job Atomic and Other 
Radiation Hazards 

Regulations to protect workers in this 
state from on-the-job hazards of atomic 
energy and other radiation have been 
adopted by the Board of Standards and 
Appeals, effective December 15. The 
new regulations will be enforced by the 
safety and industrial hygiene staffs of 
the New York State Department of la- 
bor. This is the first comprehensive 
State safety code in this field and New 
York is the first in the nation to have a 
code completely in conformity with re- 
cent Atomic Energy Safety regulations. 

Approximately 150,000 New York State 
workers are employed in_ industries 
Where exposure to the effects of indus- 
trial radiation is possible. The rule, as 
adopted, covers all phases in the field, 
including the industrial use of isotopes. 

The adoption of the code is the cul- 
mination of a two-year study by a 26- 
man Labor Department advisory com- 
mittee, composed of labor, management, 
medical, scientific and government rep- 
resentatives. The code went through 12 
different drafts before being considered 
by the Board, and was subject to seven 
public hearings before that body pre- 
ceding final adoption. 


* * * 


Special Service for Paraplegics 


A new industrial rehabilitation depart- 
ment and neuro-surgical service for 
paraplegics has been established as a 
joint enterprise by Liberty Mutual, 
Massachusetts Memorial Hospitals and 
their affiliated Boston University Medi- 
cal Schools. Dr. Donald Munro is chief 
ot the new service. 

At the inspection of the new depart- 
ment, Stanwood L. Hanson, assistant 
ve President and manager of Liberty 
as compensation department; Dr. 
pe cg tim administrator, Massachu- 
: S Memorial Hospitals, and Dr. Ches- 
‘r S. Keefer, dean of the Medical 

















School, were among those present. 

Liberty Mutual says: “The project 
provides a coordinated program of re- 
habilitation to reduce disability and per- 
manent impairment in serious injury 
cases, as well as serving as a center for 
the teaching of rehabilitation techniques 
to medical students. Provision has been 
made to accommodate 26 paraplegia 
cases. The facilities including an operat- 
ing room, equipment for x-ray and labo- 
ratory analysis and diagnosis, a lecture 
hall for teaching purposes, and physical 
therapy, ambulation and _ recreation 
rooms.” 


* * * 


Hurley to Open His Own Office 

John H. Hurley has resigned as super- 
visor of claims for the state of Con- 
necticut at the Aetna Insurance Co. to 
open an office at 150 Cheshire Street, 
Hartford, as an independent adjuster and 
investigator of claims. He had been with 
the Aetna for 10 years, 

He began his career with the Travel- 


ers in 1929 where he remained for 13 
vears. In 1942 he was retained by the 
Colts Manufacturing Co., then a self- 


insurer with 16,000 employes, to super- 
vise its workmen’s compensation and 
accident and health programs. While at 
Colts he was its representative at com- 
pensation hearings on disputed claims. 
In 1945 the company insured its pro- 
gram with the Aetna, and Mr. Hurley 
joined the staff of that company. 

A former athlete and member of Cen- 
tral Board of Approved Basketball Offi- 
cials Mr. Hurley belongs to the Hart- 
ford County Claims Adjusters Associa- 
tion and the Hartford Elks. His son is 
a senior at University of Missouri and 
his daughter is employed by the Life 
Insurance Agency Management Associa- 
tion in Hartford. 

Mr. Hurley’s office will handle fire, 
casualty and allied lines serving all of 
Connecticut, Rhode Island and Western 
Massachusetts. 


* * * 


Career of George F. Mahoney, 
Maine Insurance Commissioner 


Named Insurance Commissioner of 
Maine in 1951 during the administration 
of Governor Frederick G. Payne (Re- 
publican), now U. S. Senator, George F. 
Mahoney was reappointed last July by 
Governor Edmund S. Muskie (Demo- 
crat). He is one of the few Insurance 
Commissioners to have this distinction. 

Born at Ellsworth, Me., Commissioner 
Mahoney attended the local high school 
there and graduated from the University 
of Maine in 1929. After receiving his 
Bachelor of Arts degree, he engaged in 
advertising work and in 1932 established 
his own general insurance agency at 


Ellsworth. 
In 1940, he purchased the Burrill 
Agency, which was founded in 1866 


Ten years later, he acquired the W. E 


Whiting Co., Inc., another Ellsworth 
agency. 

Approximately 30 leading insurance 
companies were represented by Ma- 











Maine Commissioner 















FORREST A. HEATH 





honey-Burrill Agency, Inc., and W. E. 
Whiting Co., Inc. He sold the agencies 
in 1952. 

Commissioner Mahoney has been a 
member of the casualty and surety and 
accident and health committees of the 
National Association of Insurance Com- 
missioners. At present, he chairmans the 
NAIC workmen’s compensation commit- 
tee. 

During World War II, Mr. Mahoney 
served with the Seabees, enlisting as a 
chief petty officer and later being com- 
missioned in the Supply Corps, USNR. 
He was engaged in contract termination 
and surplus disposal under the Naval 


Material Redistribution and Disposal 
Administration at both Boston and 
Hartford. 


A family man, Commissioner Mahoney 
is the father of five children—four girls 
and a boy. He married Thelma W. Fos- 
ter of Bangor, Me., in 1935 and they had 
two daughters, Nancy and Shelia. Mrs. 
Mahoney died in 1945, 

Subsequently, he married Catherine S. 
Laffin of Ellsworth. She was an officer 
in the Waves during the second World 
War and is a graduate of the University 
of Maine. They have three children— 
Bridgit, Ellen and Timothy. The Ma- 
honeys are expecting another child in 
the near future. 

Nancy, the Commissioner’s_ eldest 
daughter, is a freshman at Regis Col- 
lege, Weston, Me. Shelia is a senior at 
Kents Hill Preparatory School, Read- 
field, and Bridgit is attending the public 
school there. 

Commissioner Mahoney’s offices are 
presently located at the State House, 
Augusta. Next spring, the Insurance De- 
partment plans to move into a new state 
office building now under construction. 


ae ae 


Godfrey Was Insurance Clerk 


The experience of Arthur Godfrey in 
the insurance business is outlined in his 
autobiography, “This Is My Story,” now 
running in The Saturday Evening Post. 
He was with Metropolitan Life. His 
job with the company was that of a 
clerk in the audit division and his tenure 
there was five months. 


* * * 


New Aviation Pool 


Arrangements have now been com- 
pleted between the members of the 
French Aviation Pool and the English 
& American Insurance Co., whereby 
lines of aviation, risks attaching on and 
after January 1, 1956, may be accepted 
on behalf of the French Aviation Pool 
by D. H. S. Burbidge at the English 
& American Insurance Co.’s underwrit- 
ing room at 10-11 Lime Street, London, 


E, C:3 


GEORGE F. MAHONEY 


Cowperthwaite Heads Fund Drive 
for George “Junior Republic” 
John K. Cowperthwaite, president of 
Fox & Pier, Inc., of York has 
accepted the chairmanship of the Insur- 
ance Division of the 
Republic,” it is announced by Carl I. 
Wood, chairman of the 1955-56 Fund 
Raising Drive. The over-all goal of the 

drive is $518,692. 

Working with Mr. Cowperthwaite on 
the committee are Jay Casper of the 
C. D. Kreps Agency; William T. Dunn, 
Sr, of Dunn & Fowler; Charles G. 
Kievit of the Providence Washington 
Insurance Co.; Wheeler H. King of the 
New England Mutual Life; William E. 
Lowe of the Boston Insurance Co.; John 
McAndrews of the McAndrews Adjust- 
ment Co., Inc.; D. S. McFalls of R. B. 
McFalls & Son, Inc.; Mitchell May, Jr., 
of the Mitchell May, Jr., Co.; Thomas 
L. O’Hara of the Metropolitan Life; 
Bradley B. Ross of the Columbian Na 
tional Life, Ross Agency; William J. 
Thompson, vice president of the Globe 
Indemnity; William A. Waters of Hall 
& Henshaw, and John C. Weghorn of 
the John C. Weghorn Agency, Inc. 

The insurance executives will aid the 
George “Junior Republic” in raising 
donations for its 1955-56 Drive. The Re- 
public is a unique co-educational organi- 
zation that aids youngsters with prob- 
lems of adjustment. 

Founded in 1895 by William R. George, 
a New York businessman, it attempts to 
give youngsters a sense of responsibility 
toward themselves and the community, 
understanding and love for democracy, 
understanding of business and the free 
enterprise system, and a respect for 
their fellow man. 

The boys and girls are “citizens” of 
the George “Junior Republic,” located 
on an 800-acre estate in Freeville, N. Y. 
They come there from all over the coun- 
try on the recommendation of parents, 
schools and welfare organizations. 

At the Republic they find a completely 
democratic atmosphere. The youngsters 
run their own community with their own 
officials including a president, treasurer, 
policeman, judges, etc. They enforce 
their own laws and punish the law- 
breakers. In this way they find the true 
meaning of living under a democratic 
form of government. 

Every citizen of the Republic must 
take a job. The youngsters, who range 
in age from 13 to 19, pay for their own 
room and board as well as incidentals. 
Under this system the boys learn prac- 
tical skills on the job which will be of 
great aid to them after graduation. The 
girls learn homemaking plus some office 
work. 
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AIA States Views 
On Flood Indemnity 


IS NOT PRACTICAL 


INSURANCE 
Sees Govt. Which Is Non- 
Self Supporting, as Relief; Strongly 
Supports Flood Control Moves 
The American Insurance Association 
last week announced its readiness, to- 
gether with member companies and their 
producers, to make their full facilities 
available to the Federal Government 
should Congress see fit to enact flood 
indemnity legislation. The Association 
said it would further request the aid of 
the’ insurance industry in the adminis- 

tration of such legislation. 

An engineering study of the recent 
floods is being prepared for the Associa- 
tion by the firm of Parsons, Brincker- 
hoff, Hall & McDonald, supplementing 
a report made for the stock companies 
in 1952. Consensus of the present posi- 
tion of the companies, based on current 
knowledge and-subject to the final con- 
clusions of the study now being made, is 
as follows: 


Conclusions of Companies 


“1. If flood insurance could be written 
feasibly, insurance companies would be 
not only willing but eager to provide 
such coverage (examples of this are to 
be found in the broad coverages, which 
do not exclude the peril of flood, avail 
able for movable property, such as the 
various forms of marine, inland marine 
and automobile comprehensive coverage, 
and certain floaters). 
‘ The companies believe that spe- 
flood insurance covering fixed-loca- 
properties in areas subject to re 
floods cannot feasibly be written 
because of the virtual certainty of 
its catastrophic nature, and the reluc- 
tance or inability of the public to pay 
the premium charge required to make 
the insurance self-sustaining. 
“3. Any insurance program which does 
not cover subject to recurrent 
floods will not meet the public need. 
“4. The companies believe that it is 
impossible to tie in flood coverage with 
other coverage on fixed-location proper- 
ties generally because, unlike other nat 
ural catastrophes which are unpredic 
table as to place of occurrence, floods 
can occur only where water flows or 
gathers and only those properties which 
are in the path of the flow or gathering 
have any need for it; competition would 
force the sale of coverage ex flood and 
the buyers would make the adverse se- 
lection. 


( ific 
tion 
current 
loss, 


areas 


Mandatory Purchase Not Consistent 


“5. There is no way in which the pur 
chase of flood insurance can be made 
mandatory (even by Government com 
pulsion) consistent with our American 
concept of government and compe 
titive selection. > 

“6. The companies believe that the 
Government would encounter the same 
obstacles if it undertook a program of 
specific flood indemnity by means of in- 
surance on a self-sustaining 

“7. Any Government promise of in 
demnity on a non-selfsustaining basis is 
‘relief?’ under the guise of insurance. In 
our opinion, a direct program of. relief 
and rehabilitation would be more effec 
tive and more equitable, particularly in 
restoring essential services and provid 
ing rood and shelter, which are the first 
forms of necessary relief in the case of 
a major flood disaster. 

“8. In our opinnion, flood control and 
prevention (rather than insurance, in 
demnity, or relief) are of far greater im 
portance to potential flood victims, es- 
pecially when the many forms of irre- 


free 


basis. 


Inter-Regional Acts 
On Merchandise Block 


BACKS STANDARD COVERAGE 


Form and Rates Being Worked Out 
in Cooperation With Marine and 
Casualty Underwriters 


NORTH BRITISH CHANGES The Inter-Regional Insurance Con- 


ference has approved in principle a 


York to Central Surety Home Office mercantile block policy for ultimate rec- 
in Kansas City, Mo. ommendation to the regional underwrit- 
In line with its decentralization pro- ers’ associations, the coverage and text 
gram and integration with Central to be determined by the Inter-Regional 
Surety operations, the North British executive committee after consultation 
Group is making the following territorial with the National Bureau of Casualty 
change effective November 15: Underwriters, the Inland Marine Insur- 
The Central-Western department is ance Bureau and the Loss Executives 
being moved from the New York admin- Association. To-date the form of cover- 
istrative office to Kansas City, Mo., to age, for attachment to the standard fire 
be known there as the Western depart- insurance policy, is not ready nor has 
ment and domiciled in the home office the rating plan been completed. 
building of Central Surety, newest mem- This action by Inter-Regional, taken 
ber of the group, at 1737 McGee Street. at its recent annual meeting, is designed 
Consolidation there will be effected with to bring about a standard form for this 
the fire, allied lines and inland marine new “all risk” coverage and to achieve 
department of Central Surety. uniform rate treatment. At present nu- 
| Tisdale, who has been secretary merous mercantile block policies, also 
in ec of the North British Group’s called commercial property floaters, 
Central-Western department at New have been filed independently in differ- 
York, will head up the newly-created ent states, with highly competitive rates 
Western department and has already and coverages. In fact it has been 
taken up residence in Kansas City. He stated that in California, where this 
has been elected a vice president of form originated, one or more policies 
Central Surety. George R. Jones, newly provide the broad coverage at rates 
elected an assistant secretary of the lower than standard fire and extended 
North British and its four associated coverage alone. 
fire companies, will be assistant to Mr. 
Tisdale. He will also continue at Kansas 
City as a vice president of the Central 
Surety. 


Central-Western Dept. Moves from New 


Rating Procedure 


The Inter-Regional Insurance Confer- 
ence, at its New York meeting, also ap- 
proved in principle, for recommendation 
to regional organizations and fire rat- 

A solemn requiem mass for Richard ing bodies, the rating procedure for 
A. Corroon will be celebrated on Mon- mercantile block policies, other than 
day, November 14, at the Church of Our wholesalers, as developed jointly by and 
Lady of Victory, William and Pine approved by the National Bureau, In- 
Streets, at 11 a.m. The Right Reverend land Marine Bureau and Inter-Regional. 
Monsignor Richard J. Pigott will be the The same rating procedure was ap- 
celebrant. Mr. Corroon, who died No- proved in principle for wholesalers 
vember 14, 1946, was president of the risks, except to the “all other perils 
Corroon & Reynolds companies for on and off premises” factor, rating of 
many years. which is left to the executive committee 
in conjunction with the inland marine 
bureau. 

Inter 
to the 


CORROON MEMORIAL MASS 





anit ible losses are also taken into con- 
sideration, such as death, bodily injury, 
loss of employment, and loss of income. 

“9. In view of the magnitude of Gov- 
ernment expenditures which are involved 
in the event of a major flood disaster, 
it would seem prudent for the Govern- 
ment to avoid fixed advance commit- 
ments in order to be in a position to use 


Regional elected four members 
executive committee for three- 
(Continued on Page 29) 


SCRANTON WOMEN MEET 
Insurance Women of Scranton, Pa., 
heard a talk on new insurance for home 
available funds most expeditiously and owners at the November dinner meeting 
to the best advantage when the emer- at the Hotel Casey. John F. Boland, 
gency arises.’ local insurance agent, spoke. 


——— 
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FOR SALE OR 
LONG TERM NET LEASE 


112 Fulton St. cor. Dutch S$. 


betwesn William & Nassau Streets 
LOWER MANHATTAN 


OUTSTANDING 
INSURANCE LOCATION 


5 story & basement 25 x 83 
N. Y. Steam — Electric elevator 
Total area approx. 12,000 sq. ft. 


IMMEDIATE POSSESSION 


Will alter to suit. Will air-condition, 
Apply 


RAYMOND E. RYAN, Inc. 
REAL ESTATE 


110 Fulton St., N. Y. REctor 2-1075 

















ANNOUNCEMENT 


As of November |, 1955 
FreD W. SKIDMORE COMPANY, Inc. 


will be associated with 


Davis, DORLAND & Co. 


INSURANCE BROKERS 


MR. FRED W. SKIDMORE WILL BE A 
VICE PRESIDENT OF OUR ORGANIZATION 


DAVIS, DORLAND & CO. 
99 Church St., New York 7, N. Y. WOrth 4-2500 


























St. Louis Insurance Board 


Quits Missouri Association 

The Insurance Board of St. Louis 
through its executive committee, this 
week voted to withdraw from the Mis- 
souri Association of Insurance Agents 
J. Boyd Hill, president of the board 
issued a brief formal statement: 

“Executive committee of the Insur- 
ance Board of the city of St. Louis 
made a resolution to withdraw all sup- 
port to the Missouri Association of In- 
surance Agents effective as of today 
(November 8).” President Hill declined 
any further comment. 

Presumably copies of the 
will be sent to both the Missouri and 
National Associations. This action brings 
to the showdown basis the administra 
tion and financial differences between 
the St. Louis board and out state agents 
that erupted at the recent annual meet- 
ing of the state body in es City 
when for the second year a Louis 
agent was bypassed for the Reh 
There were also decided differences as 
to dues and association expenditures. 


Morse Chief Speaker at 


Marine Institute Dinner 
Clarence G. Morse, chairman of the 
Federal Maritime Board and Maritime 
Administrator in the United States De- 
nartment of Commerce, will be the 
feature speaker at the annual dinner 
of the American Institute of Marine 
Underwriters on Thursday — evening, 
November 17, in the Sert Room at the 
Waldorf-Astoria Hotel. Owen E. Barker, 
president of the Institute, will preside 
at the dinner which will be attended by 
several hundred marine underwriters 
and others in insurance. 


resolution 








National Fire 


(Continued from Page 1) 
is expected as several large stockhold- 
ers of the fire insurer have already 
expressed approval of the proposal. 
Frazar B. Wilde is president of the 
Connecticut General and H. B. Colla- 
more heads the National Fire. If the 
proposed exchange of stock takes place 
the Connecticut General will control @ 
multiple line insurance groups similar 
to the Aetna Life Affiliated Companies 
and the Travelers Insurance Cons. 
Mr. Collamore stated Monday that 
rectors of the National had voted unat- 
imously to indorse the affiliation plan 
The National now has outstanding 500; 
000 shares and Connecticut Gener 
600,000 shares. 


LICENSED IN MORE. STATES 
Maurice H. Saval, president of Ame 
can Universal of Providence, . Ef at 
nounces that the company has bee! 
licensed in South Dakota and State 0 
Washington, bringing its total of | 


censed jurisdictions to 22. 
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Harriman Supports 
U. S. Flood Insurance 


cov. AT NEW YORK HEARING 


Crystal, Broker, Urges Addition to In- 
come Tax to Pay for Catastrophe 
Losses; Other Witnesses 


Governor Averell Harriman of New 
York State has given his full support 
to a Federal Government program for 
flood insurance and reinsurance. Ap- 
pearing before the U.S. Senate Banking 
and Currency Committee at a hearing 
in New York on November 3, the gov- 
ernor commended strongly Red Cross 
and other flood relief efforts, backed 
ood control measures and urged that 
more be done as rapidly as possible in 
that direction, but concluded that such 
measures are as yet not. sufficient to 
provide full relief for victims of floods. 

While believing that some form of 
nationwide Federal insurance system is 
needed to provide protection against 
natural disasters, Governor Harriman 
also stated that “obviously the Federal 
sovernment should not engage in activi- 
ties which can be adequately carried on 
hy insurance companies.” Senator Her- 
bert H. Lehman of New York, chairman 
of the Senate committee. presided, and 
with him were Senators Irving M. Ives 
of New York, and Senator Prescott 
Bush of Connecticut. They have prom- 
ised that flood coverage recommende- 
tions will be forthcoming at the 1956 
session of Congress, following the hear- 
ings held last week and this week in 
Washington, New York State, Connec*? 
cut and Massachusetts. The present bills 
prepared by Senators Lehman and Bush, 
and other members of Congress, are 
merely preliminary drafts subject to re- 
visions on the basis of testimony ob- 
tained at the hearings. 


Tax 


insurance 
coverage 


Broker Suggests Disaster 
Frank Crvstal, a New York 
broker, proposed catastrophe 
to cover all owners of homes (but not 
personal property) commercial — struc- 
tures, industrial plants and other facili- 
ties in the country, with the govern- 
ment being reimbursed, not by premiums 
on sale of insurance, but by additional 
income tax, pro-rated after the financial 
outlay from a catastrophe is calculated. 
Such a tax might range from one-tenth 
to one-quarter of 1% for each citizen 
and corporation. He said the Treasury 
might issue interim bonds to pay catas- 
tronhe losses, the bonds being redeem- 
able on collection of this tax. Promot 
indemnification is the important factor. 
It is his belief that every person in the 
nation should be called on to contribute 
to the cost of a catastrophe. 

“If and when catastrophe losses do 
occur,” said Mr. Crystal, “a suggested 
procedure would be the setting up of a 
valuation commission composed of local 
insurance brokers and agents in each 
community. These, in cooperation with 
the companies, would pass upon the 
claims, compile all necessary information 
and handle the required paper work for 
a predetermined fee. In my opinion, in- 
surance companies who are unable to 
Provide such coverage. would not expect 
to receive more than their out-of-pocket 
exnenses in adjusting claims.” 

rt. Crystal was questioned by the 
Senate committee, with Senator Lehman 
expressing the view that personal prop- 
erty should be covered to some degree. 


Harriman’s Flood Program 


Governor Harriman stated that a na- 
tonal flood insurance program should 
be based on the following five prin- 
ciples : 
“First : It must be as broadly based as 
possible geographically. Every — effort 
should be made to attract businesses and 
Mdividuals in all sections of the coun- 
'ty, even though the risk of damage to 
them is not obvious. 
Second: It should not be offered at 
a low, uniform rate for all. This would 
end to encourage unduly the construc- 
tion of businesses and homes in ex- 
Posed areas and to involve the Federal 


Government in severe losses. Indeed in- 
surance should not be made available 
to those who deliberately court the risk 
of floods. The agency in charge of the 
program should work with communities 
to promote wise planning so that ex- 
posed lands are not recklessly used for 
homes or industrial plants. 

“Third: At the same time, premiums 
for those who are already in exposed 
areas should not be set on a purely ac- 
tuarial basis, for if this is done few 
policies will be sold. 


Backs Lehman on Rating 


“The problem of rate setting will of 
course be a difficult one. On this point 
the language of the Lehman Bill strikes 
me as sound: The rates, it says, ‘shall 
be based upon consideration of the 
risks involved, and, in the judgment of 
the Administrator, shall be as nearly 
adequate as practicable to provide suffi- 
cient funds to meet administrative and 
operating expenses under this act and 
reserves for anticipated losses, consistent 
with the aim of offering insurance at 
rates reasonable enough to encourage 
prospective insurees or ceding companies 
to purchase such insurance or reinsur- 
ance, respectively.’ 

“The fourth principle that seems to 
me essential is that the facilities, serv- 
ices and experience of the private in- 
surance companies should be used to the 


maximum degree, particularly in the 
placing of insurance. 
“Fifth: The Federal Government 


should not offer insurance covering other 
natural disasters (such as_hailstorms) 
which is available from the private com- 
panies, and should always be ready to 
withdraw even from the flood insurance 
field if the private companies are pve 
pared to provide adequate coverage ct 
reasonable rates.” 


Coverage for Communities Needed 


The -Governor told the committee 
there is no doubt that repairing of pub 
lic facilities alone is an undue burden 
on the capacity of many communities, 
hence it “seems logical that any system 
of insurance that is set up against the 
risks of natural disaster should make 
provision for local government units to 
secure protection not covered by state 
or Federal aid.” He said he noted that 
Senator Lehman’s bill provides for par- 
ticipation by communities. 

Discussing extension of flood contro! 
the governor stated: 

“The first thing we must do is to in- 
crease the intensity and pace of our ef- 
forts at flood prevention. Much of 
course has been done by the Corps of 
Engineers under the Federal Flood Con- 
trol program. Existing flood control 
works save the country hundreds of 
millions a year. Yet much more remains 
to be done. The engineers also estimate 
that flood losses nationwide still aver- 
half a billion dollars a 


age close to 
year. 
“This figure is bound to grow as 


natural drainage areas are covered with 
roads and buildings, and as low lying 
lands are used for industrial, commercial 
and residential purposes. In New York 
State a high proportion of our flood 
control projects have been concentrated 
in the Susquehanna and Delaware drain- 
age basins. 


New Flood Control Projects 


“Day before yesterday I invited the 
New York State Flood Control Commis- 
sion to meet with me especially to dis- 
cuss this matter. The New York State 
Flood Commission and I are in agree- 
ment that a strenuous new effort must 
be made to have projects launched in 
those areas of the state which the re- 
cent floods have shown to be vulnerable. 

“The first step is to secure a review 
by the engineers of previous decisions 
that flood control was not economic in 
some of these areas, and the Commis- 
sion and | have jointly appealed to you 
and Senator Ives, and to Congressman 
Buckley, chairman of the House Public 
Works Committee, to enlist your aid in 
this matter.” continued the governor. 

“But at best flood control work is a 
long-range process. The clearing of 
stream beds, the straightening of chan- 


DAVID WILSON IN NEW POST 


Appointed Executive Special Agent in 
Northern New Jersey for 
Hartford Fire Co. 

David A. Wilson, Newark, N. J., has 
been appointed executive special agent 
with supervision over the Newark ser- 
vice office and Northern New Jersey 
field of the Hartford Fire. Mr. Wilson 
succeeds Claude S. Nunn, who recently 
became manager of the company’s met- 

ropolitan department in New York. 

Mr. Wilson, a native of Ludlow, Mass., 
has been a member of the Hartford 
Fire staff since 1938. He spent ten years 
in various departments in the home office 
before becoming special agent in North- 
ern New Jersey in 1948, 

During World War II he served three 
vears in the United States Navy in the 
South Pacific theater. 


nels, the erection of dikes can be done 
fairly quickly. But the construction of 
dams, where such are required, takes 
time and large appropriations. 

“The Federal law authorizing the Soil 
Conservation Service to work with the 
States in carrying out minor flood con- 
trol projects in small watersheds on a 
matching fund basis is helpful. Appli- 
cations from two communities for as- 
sistance under this program have been 
granted with the approval of our De- 
partment of Agriculture and Markets, 
and others are being processed, but here 
too the objectives are long-range and 
the process necessarily slow. 

“Even when all possible flood 
work has been done that can be justified 
on an economic basis. there will alwavs 
be cases where unpredictable rains, as in 
the case of Diane, and flash floods wil 
take their toll. So there is a desperate 
need for a system of protection agains 
the effects of floods. The answer, in my 
opinion, is adequate insurance.” 


control 


Holz Present at Hearing 


Insurance Superintendent Leffert Holz 
and several insurance company execu 
tives and producers attended the New 
York hearing as interested spectators. 
Mr. Holz appeared as a witness at hear- 
ing at Goshen, N. Y., on Friday. 

Senator Bush asked Governor Harri 
man whether a Federal program should 
include retroactive features to indem 
nify victims of 1955 floods. He, too, said 


the Red Cross and Federal loaning 
agencies has rendered excellent assist- 
ance in restoration of homes and re 


habilitating small business establish 
ments, but more is needed. Governor 
Harriman declared he would keep sepa- 
rate the questions of future insurance 
and indemnification for past losses, let- 
ting Congress decide whether it wants 
to consider compensation for victims of 


past disasters. 
Senator Bush said he would not, in 
his bill, exclude property owners lo 


cated in lowlands close to rivers as 
long as local zoning laws permit people 
to live and carry on business in such 
places. However, he would not grant 
Federal insurance on property erected in 
conflict with local zoning ordinances. 

Another witness before the committee 
last Thursday morning was Representa- 
tive Frank Thompson, Jr., Democrat, 
from New Jersey. Senator Lehman 
urged the Congressman to do what he 
could to keep the House and Senate 
flood insurance bills as much in agree- 
ment as possible to expedite passage of 
legislation in 1956. 

Upon resumption of the hearing in 
the afternoon, the committee heard the 
Rev. Roger C. Stimson from Strouds- 
burg, Pa. Rev. Stimson, who heads the 
Flood Control Committee in his com- 
munity, described the effects of the re- 
cent floods there. He said that 15% of 
the homes in the area were damaged. 
Rev. Stimson urged adoption of Federal 
flood insurance. The committee con 
cluded its hearings in New York City 
after the last witness, Joseph Cully, 
president, Staten Island Flood Control 
Association, testified on flood damage in 
Staten Island. Mr. Cully called for legis 
lation providing better flood control 
along with insurance to cover losses. 


Inter-Regional 


(Continued from Page 28) 


years terms. They are Charles M. 
Close, vice president, Great American; 
S. F. Law, vice president, Springfield 


Nolen, 


British 


Insurance William L. 
United North 
Group, and W. W. Corry, executive vice 
president, National of 

Officers of 


Group; 
States manager, 
Hartford Group 
the conference, who were 
not up for election this year, are Leon 
ard Peterson, executive vice president 
of Home, chairman; Olaf Nordeng, vice 
president of Automobile, vice chairman; 
Everard P. Smith, United States mana- 
ger of Norwich 
and R. M. 

Chairman 
pointed 


Union Fire, treasurer, 
3eckwith, secretary. 
his 


Peterson in report 


out that “it is apparent. that 
progress is being made in the accom 
plishment of the fundamental object of 
the organization which is to coordinate, 
along practical lines, the thinking and 
work of the regional bodies and of the 
independent rating organizations. What 
ever has been done by the Inter- 
Regional Insurance Conference during 
the past 20 months and whatever can be 
accomplished in the tuture in achievine 
its basic objectives, is only possible by 
reason of the whole-hearted cooperation 
of all of the regional organizations as 
well as of the autonomous — ratine 
bodies.” 


Beckwith Floater Problem 


Mr. Beckwith, who also serves as 
manager of Inter-Reeional, reporting on 
developments with respect to merchan 
dise block covers, said: 

“Last spring a rather acute situation 
developed on the Pacific Coast from the 
standpoint of the merchandise block 


covers and to alleviate that situation 
your executive committee recommen ‘ed 
that the Pacific Board proceed with a 
plan which it had devised and which 


contemplated the promulgation of forms 
and rules by the Pacific Fire Rating 
Bureau. We understand that the Pacific 
Fire Rating Bureau has been studying 
this proposal and in the interim = our 
executive committee, acting through a 
subcommittee appointed for that pur 
pose, has been endeavoring te work out 
a solution of the problem for nation 
wide use which would receive the sup 
port and participation of marine under 


writers as well as of casualty under 
writers. 
“A concrete prope sal has recently 


been presented to our executive commit 
tee by its subcommittee and that plan, 
including a rating treatment and a pro 
posed form of coverage, has been dis 
tributed to the members of this organi 
zation. The proposed form is being re 
viewed by Executives Association 
and the rating plan meets with the con 


Loss 


currence of the National Bureau and 
Inland Marine Insurance Bureau.” 
Mr. Beckwith also stressed the coop 


eration received by the conference from 
regional association managers, independ 
ent rating bureaus, the Loss Executives 
Association, the Inland Marine Insur 
ance Bureau and the National Bureau 
of Casualty Underwriters. He stated 
that the “great comfort to the manage 
ment has been the constant availability 
of the advice and support of the re 
gional managers as we'l as of their com 
pany associates on the advisory com 
mittee. Without this source of help it 
is doubtful that an organization of this 
kind could function to the satisfaction 
of its members.” 

Progress was reported by Mr. Beck 
with in the recommendation to regional 
bodies and autonomous rating bureaus 
that wherever mandatory de 
ductibles as to windstorm coverage be 
incorporated in the extended coverage 
endorsement. Where it is impossible to 
obtain mandatory deductibles the con 
ference recommends that efforts be 
made to secure an optional deductible at 
a realistic differential in rate. He said 
that rating bodies are finding it prac- 
tical to adopt this suggestion. 


p¢ ssible 
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Sees Larger Premium 
Volume Aiding Profits 


GALLAGHER TO MASS. AGENTS 


Planet Official Says Smaller Unit Profit 
Margin on More Sales Will Beat 
Price Competition 

future of independent agents 

in the opinion of Eugene 

F. Gallagher, manager at Chicago for 

the Planet Insurance Co., providing pro- 

ducers are educated and equipped to sell 
the new broad covers constantly coming 
into use and can effect certain econo- 
mies. Recaicien before the Massachu- 
setts Association of Insurance Agents’ 


The 
looks bright, 


EUGENE F, GALLAGHER 
convention in Boston last week he stated 
that -modern merchandising methods 
should be adopted whereby unit costs 
are reduced but profits are increased 
through expanding volume of sales. 

Mr. Gallagher stressed present selling 
methods constitute a high-cost operation 
and some changes may have to be made, 
which seem distasteful. He believes that 
unless economies are effected and 
greater efficiency achieved “the road 
ahead is going to be pretty rough.” On 
the other hand the stock insurance busi- 
ness has advantages which will assist 
companies and producers in maintaining 
their present high positions. Citing the 
advantages Mr. Gallagher said: 


Advantages of Agents 


“In the first place we are selling an 
intangible item of great value which, ex- 
cept in its very simplest form, cannot 
be satisfactorily sold over the counter or 
by mail. Furthermore, every day brings 
closer the adoption of new broadened 
coverages which must be fitted to an in- 
dividual’s needs by an agent or broker 
of competence and experience. Then the 
very nature of insurance contemplates 
the services of an agent who is capable, 
understanding, interested and person- 
ally solicitous for his client’s welfare. 
That is true even on the most simple 
contracts and is one of the adyantages 
the buyer of direct insurance sacrifices 
for a price consideration. 

“Today, the competent, 
is in a better position to justify his 
place in the sun than he has been for 
years. His potentialities are on the in- 
crease. With the advent of multiple line 
underwriting and the impetus that has 
been given to the development of broad 
contracts which cover a multiplicity of 
perils, and which continually increase 
the scope of the protection they afford, 
the local agent becomes an ever more 
valuable factor. As we broaden our cov- 
erage, then more than ever before each 
insured must be given individualized and 
understanding attention. 


qualified agent 


Contracts Being Broadened 


“You are all familiar with the numer- 


ous dwelling policies available under 
multiple line underwriting provisions 
but you must learn them thoroughly— 
their provisions differ and you can serve 
your client properly only if you study 
his problem and then select for him the 
particular contract which most closely 
serves his needs. 

“Many states have already approved 
the writing of special dealers’ forms un- 
der inland marine contracts, which are 
designed to cover seven particular types 
of dealers. Here we have virtually all 
risk contracts. 

“The mercantile block policies, so ac- 
tively a part of insurance on the West 
Coast, will become more and more a 
factor here in our own area. The ex- 
pression ‘block policy’ is taken from the 
French ‘en bloc’ meaning ‘all in one’ and 
a little study of the contracts being de- 
veloped and used in some territories 
show how apt the name is. It is not un- 
reasonable to believe the policy will be 
made applicable to both the manufac- 
turing and mercantile risks and prob- 
ably on an all-risk basis, including, of 
course, theft and burglary. 

“Probably the premium will be indi- 
visible experience modification in rate 
will be provided for and certainly some 
level of deductibles will be considered. 


Even Broader Covers Coming 


“In the rapidly accelerating develop- 
ment and evolution of our business we 
may well be just entering upon the con- 
version of a relatively restricted and cir- 
cumsc ribed area into the broad concept 
‘protection,’ Mr. Gallagher stressed. 

“Some companies are already negotiat- 
ing with a contract which provides vir- 
tually complete protection. It is pro- 
posed to provide against all loss occa- 
sioned by damage to or destruction of 
property from almost every conceivable 
peril and including, in the coverage, rec- 
ords and accounts receivable, and also 
providing against loss consequential upon 
the inability to utilize property. Cover- 
age is also to be provided against bur- 
glary, hold-up, theft and _ infidelity— 
against liability arising from personal 
injury or property damage including the 
operation of motor vehicles—against 
products liability and against hospital 
expense due to sickness or accident. 

“In short, such a contract would cover 
against practically every contingency 
which judgment and experience indicate 
to be insurable. Don’t be too sure this 
won't be the practice in the near future. 

“Be certain that there are more things 
on the close horizon than were even 
dreamed about a few years ago,” Mr. 
Gallagher told the agents. “The block 
policy, the Homeowners and Comprehen- 
sive Dwelling policies, the dealers’ forms, 
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the manufacturers’ output policy, are but 
the forerunner of a widening and broad- 
ening concept in our business. 


Selling Protection Is the Goal 


“Some day we will find ourselves with 
a method of selling under one contract 
‘protection’ complete and entire to our 
clients—an all embracing contract based 
upon his exposures and arranged with 
deductibles to limits to fit his needs. 
Then his entire insurance program will 
be at a pre-determined cost per year or 
per month that can readily be incor- 
porated into his manufacturing costs or 
his cost of operation.” 

The future of the local independent 
agent looks bright indeed, Mr. Gallagher 
continued. With multiple peril, all-em- 
bracing contracts then the agent can 
fully justify his calling as a profession. 
When that day comes the selling of in- 
surance will be such a specialized and 
demanding field that competition can 
come only from trained and qualified 
representatives, he said. 

“But, in the meantime,” he stated, 
“we in the business are acutely aware of 
the increasing competition from direct 
writers and specialty companies, which 
in some parts of the country is making 
disturbing inroads and is the cause of 
some concern. We can_ successfullly 
combat this competition if we will just 
agree upon a plan of action. First of 
all we shall have to be convinced our- 
selves that our service as agents is of 
definite value and we must be certain 
that the purchaser is convinced of that. 
It will not be enough just to proclaim 
the value of agency service from the 
housetops. We must demonstrate that 
agency service is real and is worth what 
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the insured must pay for it. Always 
remember that your commission is paid 
by the insured—not by the insurance 
company. 

“We will have to make up our minds 
to create premiums. You are probably 
writing more premium now than you 
wrote five years ago—but that doesn't 
mean that you are necessarily making 
any progress. You would naturally go 
ahead with national economy. But have 
you created any new premium ?—have 
you really sold such needed coverage as 
business interruption and accounts re- 
ceivable and similar protection which is 
too often lacking in the case of the small 
operator and which had not been sold 
before. Too many of us have failed to 
take this opportunity to create premiums 
and, therefore, to convince our clients 
of our worth as agents. 


Ways for Lowering Costs 


“There are several things that may be 

done to lower the cost. Perhaps all of 
them are somewhat distasteful at first 
glance. Company operations can effect 
economy, an agent can effect economy, 
but to do this, will require some sacrifice 
on the part. of both. We may have to 
give up some of our prerogatives, but 
at the same time I am convinced that 
many of the hardships which we picture 
are more in our imagination than they 
are in actuality. The advent of the 
greater use of package policies may be 
reasonably expected to make a higher 
average premium per policy and this in 
itself will be productive of some econ- 
omy. 
“IT have never felt that agents had 
too much to do with commissions and I 
can only look with wonder upon some of 
our companies’ short- sighted _ policies 
when certain commission changes are 
made from time to time without any ap- 
parent reason. For years, for example, 
the personal property floater business in 
Chicago and Cook County has been defi- 
nitely unprofitable. What do we do 
about it—well about a month ago one 
or two of the companies increased com- 
missions 5%—and, of course, the others 
followed suit. 

“Commissions are paid by the insured. 
As long as you earn them and as long 
as the insured is convinced that your 
services are worth what he is paying 
vou, there will be no commission proo- 
lem. If commissions are ultimately found 
to be too high and if the great insuring 
public is not willing to pay you for your 








November 11, 1955 








Page 31 











ES 








i i 3} 


YORK 





t. Always 
ion is paid 
insurance 


our minds 
e probably 
than you 
iat doesn't 
ly making 
iturally go 
But have 
1m _ ?—have 
overage as 
counts re- 
n which is 
f the small 
been sold 
> failed to 
premiums 
yur clients 


sts 


at may be 
aps all of 
ul at first 
can effect 
economy, 
e sacrifice 
y have to 
tives, but 
inced that 
we picture 
than they 
it of the 
's may be 
a higher 
nd this in 
yme econ- 


rents had 
ons and 
n some of 
| policies 
unges are 
it any ap- 
example, 
usiness In 
been defi- 
o we do 
ago one 
ised com- 
he others 


e insured. 
d as long 
that your 
is paying 
jon prob- 
ely found 
t insuring 
1 for your 





i 










services, then there isn’t much that you 
or the companies or anybody else can 
do about it. The law of economics will 
take over and will solve the problem 
;mmutably. The direct writers will see 
to that. ee 

“This I may say about commissions: I 
have never heard anyone of responsi 
bility in all this discussion of our prob- 
lems, suggest that the local agent should 
find himself with less income than he 
enjoys at present from the operation of 
his agency. The entire concept is based 
upon the fundamental and elementary 
premise that you buy food and clothing 
and shelter with dollars—not with per- 
centages—that volume brings income. 
Commercial enterprise for several years 
has been learning the hard way that 
smaller margin and large volume is the 
solution to today’s price-conscious mar- 


ket.” 





FIVE YEARS OLD IN 1956 





Nat’l Assn. of Public Adjusters Doing 
Fine Job Along Public Relations Lines; 
Booklets Explain Services 
National Association of Public Adjust- 
ers, now in the midst of a public rela- 
tions program, is telling the story of its 
many-sided activities in a_ series of 
booklets designed to inform the general 
public of the public insurance adjusting 
profession. The organization will mark 

its fifth anniversary in 1956. 

One of the most informative of these 
booklets tells about “The Profession of 
Public Insurance Adjusting.” It has had 
a popular response because the layman 
is told about the public adjuster’s work 
and when and how he can be helpful. 
He is pointed to as a_ specialist on 
claims; thoroughly familiar with the 
standard fire policy, its various forms, 
clauses and permits; U. & O., commis- 
sions and profits, reporting forms and 
extended coverage endorsements. One 
pertinent paragraph in this booklet 
reads: 

“The public adjuster serves to pro- 
mote the confidence necessary for the 
smooth running of an adjustment, and to 
instill confidence in the policyholder at a 
time when he is under great stress, and 
to bring about increased understanding 
and cooperation between the insurance 
company and the policyholder.” 

Members of NAPIA have been desig- 
nated as “Accredited Member Adjusters” 
and carry the emblem of NAPIA on 
their cards and stationery. Eight of the 
reasons why the NAPIA public adjuster 
is a good man to know, especially at the 
time of disaster, is contained in another 
booklet. National headquarters of NAPTA 
in the Munsey Building, Baltimore, Md., 
has indicated that these brochures are 
in furtherance of NAPIA’s educational 
program and that additional articles of 
an educational nature will be available 
in the future. 





Whiskey Insurance on Rise 

Indications are that there will be more 
whiskey insurance placed in Kentucky 
this fall and winter than for some time 
past. Information is to the effect that 
demand for Northern and Eastern whis- 
kies, including ryes, is low, and that 
Kentucky which already had about 50% 
or more of all whisky in bonded ware- 
houses, will produce about 75% of all 
American whiskey this fall and winter, 
as the demand has most definitely swung 
to Kentucky bourbons. 

Four-year-old Kentucky bourbons to- 
day are selling in Kentucky at $1.60 to 
$1.65 a gallon. Northern and Eastern 
tyes and bourbons on the bulk market, 
are available at around a dollar a gallon. 





AETNA NAMES SPECIAL AGENT 
_ Nelson L. Hake has been appointed 
as special agent for the Aetna Group 
In the Springfield, Ill. territory. Mr. 
Hake succeeds Wayne S. Sinclair, who 
has been promoted to state agent at 
the Mt. Vernon, III. office. A native of 
Illinois, Mr. Hake received his education 
there and in Missouri and Colorado. He 
had recently been serving as a fieldman 
or another insurance company. 
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the bill came to $2,042,803 288 
(Over two Fillion doblans ) 
paid by THE HOME 


When it comes time to 
collect, you realize the value of 


good insurance. 


Many thousands of People—homeowners, businessmen, farmers: 
have made this discovery about The Home Insurance Company 
Through the burning of cities, windstorms and other disasters, 
The Home has paid—big losses and small—promptly and fairly 
The value of the services of The Home can be 

measured by the size of the bill—over two billion dollars 

paid out in losses since 1853. 

Equally important have been the human, devoted and skilled 
services of the agents of The Home. Without them, 

this record could never have been attained 





For your protection, it’s wise to see your own Home agent. 


THE HOME 


Home Office: 59 Maiden Lane, New York 8, N.Y. 


FIRE ¢ AUTOMOBILE .- 








The Home Insurance Company’s 
new advertisement dramatically 
illustrates the point about insurance 
that most interests the policyholder— 
prompt and fair claim settlement. 
One of the most powerful sales 
factors you have working for you 
is the prospect’s knowledge that 
you render the same skilled service 
after a loss as you do in the 


original selling. 


This advertisement 


© youR HOMETOWN AGENT’ 











The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokers 


appears in color in: 


Business Week —Nov. 12 


Newsweek—Nov. 14 






Time — Nov. 14 

U.S. News & World 
Report—Nov. 25 
Nation's Business —Nov. 
Town Journal—Nov. 


Better Homes and 
Gardens— Dec. 


American Home— Dec. 





Auto Coverage Rates 
Revised in Illinois 


$4 MILLION ANNUAL SAVINGS 





Private Passenger $50 Deductible Colli- 
sion Premiums Reduced by 7%; 
Comprehensive Cover Rates Changed 


Revisions in rates and rules have been 
filed in Illinois by the National Automo- 
bile Underwriters Association on behalf 
of its member and subscriber companies 
and approved by Director Justin T. 
McCarthy for use effective November 
1, 1955. The new rates and premiums 
for automobile material damage cover- 
ages result in an estimated annual sav- 
ing to Illinois policyholders of approxi- 
mately $4,000,000. 

Private Passenger $50 Deductible Colli- 
sion premium revenue is reduced ap- 
proximately 7%, with no change in a 
few territories and reductions varying 
to a high of 25% in others. The $100 
Deductible Private Passenger Collision 
premium revenue for the state as a 
whole is reduced approximately 9%, 
varying by individual rating territories in 
a similar manner to the $50 Deductible 
Collision changes with a maximum of 
26%. Throughout the state Collision 
premium reductions are established for 
individually-owned Private Passenger au- 
tomobiles where there are no drivers 
under 25 years of age and there is no 
business use. The preceding Collision 
adjustments will also affect the Full 'Cov- 
erage Collision, the $25 Deductible cover- 
age and higher Collision deductibles. 

The only Private Passenger Compre 
hensive rate and premium revenue 
changes are those involving decreases of 
5% in Joliet, Rockford and Decatur and 
a decrease of 914% in Chicago Suburban 
territory. However, these revisions apply 
only to certain types of automobiles and 
are confined to specific age groups 

Commercial Local Hauling Fire, Theft 
and Comprehensive rate and premium 
revenue is reduced by approximately 4%. 
Commercial Local Hauling Collision is 
granted an estimated reduction of 13%. 

Commercial Intermediate and Long 
Distance Hauling Fire, Theft and Com- 
prehensive rate and premium revenue is 
reduced an average of 14%4%; whereas, 
Collision premium revenue for these 
classes of Commercial vehicles is reduced 
an estimated 8%. In addition, other mis- 
cellaneous rule and rate changes are 
approved. 


Nationwide Promotes 


Four at Home Office 

The Nationwide Insurance Co. of 
Columbus, Ohio, announces promotion 
of four men. John F. Kelley goes from 
staff auto underwriter to chief staff auto 
underwriter; Don Hanby from account- 
ing supervisor to fire services manager 
in central operations, and Bernard 
Rogers from insurance manager to risk 
control manager. 

James Ford of Clay, W. Va., is pro- 
moted to field underwriting specialist, a 
new position in the home office. He has 
been field underwriter in West Virginia. 


Rating Group Adds Members 


Four companies have been elected to 
membership on the governing board of 
the North Carolina Fire Insurance Rat- 
ing Bureau. They are: Continental and 
Great American companies of New York 
City, Northwestern Mutual Fire Associa- 
tion of Seattle, Wash., and U. S. Fidel- 
ity and Guaranty, Baltimore. 

Louis P. Jervey, vice president and 
manager, Continental Co. of Atlanta, was 
elected chairman of the board and E. 
N. O’Beirne, Jr., secretary, Automobile 
Co. of Hartford was elected vice chair- 
man. Other officers named were Harold 
EK. Pugh, Greensboro, manager, Amer- 
ican. Insurance Group, chairman of 
the executive committee; Herbert C. 
Mathews, Raleigh, special agent, Hart- 
ford Fire, vice chairman, executive com- 
mittee. 
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Feels Higher Marine Commissions 
May Tend to Restrict Underwriting 


Immediate adjustment of rates and un 
derwriting practices with respect to per- 
sonal inland marine lines in metropoli- 
tan areas throughout the country is nec- 
according to John C. Weghorn, 
John C. Weghorn Agen- 
York to “prevent the 
development of a restricted market and 
denial of desirable coverage to insureds.” 

Mr. Weghorn, who is chairman of the 
‘utive committee of the New York 

Agents Association, said that “re- 
cent action by some insurance companies 
in offering higher commission on these 
personal policies will restrict underwrit 
ing. Instead of paying these advance 

ymnmissions,” he said, “the companies 
should take the loss experience into con 
sideration and make the necessary 


changes in the policies.” 


essary, 
president of the 
cv, Inc., of New 


City 


To Appeal to Marine Bureau 


He said that the situation affecting 
metr ypolitan agents and brokers 
‘deteriorating’ and that the agents’ 
association ne to bring the subject 
before the Inland Marine’ Insurance 
Bureau. “It is not merely a local mat 
‘ef said, “it is of national concern 
affects the public’s ability to 


Was 


1eT.. he 
and vitally 
get proper coverage. 

“With premiums running in excess of 
50) mullic mn dollars annually,” he said, “the 
personal property float ter has become the 
largest inland marine producer and the 
unprofite ible 
aliant 

public and 


most 
“Despite v 
educate ie 
easures hen by underwriters, the 
ratio runs in the 70’s for full cover, be 
and 75% for the deductible 


efforts by brokers to 
precautionary 
loss 


tween 65% 
policy.” 

Mr. Weghorn 
proximately 80% of the 

ritten on the $15 or $25 deductible 
the present time. Full coverage 
emiums have dropped by 50% to a 
$4,500,000. While it is true that 
there is an increasing use of the $50 de- 
ductible, the premium income is less than 
5% f the total. 

“It should be noted, moreover,” Mr. 
Weghorn said, “that since 1951 the loss 
ratio for the $50 deductible policy has 
increased from approximately 20% to 
over 40% which would seem to indicate 
that if all of the PPF premiums were 
written on this basis, we would not 
ichieve a satisfactory ratio.” 


Should Have Higher Deductibles 
Mr. Weghorn said 


pointed out that “ap 
premiums are 


basis at 


scant 


loss 


an immediate study 
of the situation is desired. “We should 
either increase the rate on the full cov 
erage or exclude certain ‘upkeep’ losses, 
he said. “In addition we should eliminate 
the $15 and $25 deductible entirely and 
substitute a $50, $100 and $200 deductible 
th necessary rate concessions. 
should be urged not to 
commissions on this class 
“Tf they continue 
will naturally 


“Companies 
increase their 
1 business,” he said. 
io pursue such action they 
select the preferred risks, there will be 
no market for what remains, and the 
along with the profitable com 
mercial lines, will naturally drift into the 
hands of the direct writers.” 

He said “the business can and should 


business, 


be made profitable for companies, agents 
and brokers, but cooperation in the pub- 
lic interest, rather than independent, 
short-sighted action is the only solution.” 

Rates are adequate for the first two 
personal jewelry brackets under $5,000 
and $5,000 to $10,000, according to the 
president of the Weghorn Agency. He 
noted that these account for 25 million 
dollars premium out of a total of 33 
million and produce a loss ratio of ap- 
proximately 47%. 

He said the $10,000 - $50,000 bracket 
with a little under $5,500,000 produces a 
he of above 60%, and the $50,- 
000 - $100,000 group with slightly less 
han one million produces a loss ratio 
arving between 68% and 100%. 

‘The flat rate for over $100,000 ap- 
pears to be adequate,” he said, “but as 
this premium volume is a scant $900,000 
any single large combination of 
three smaller losses can send this 
rating to over 100% as it did in 195] 
when the ratio was 102.59%. The pre- 
mium volume in this bracket does not 
warrant a separate rate.” 

No Reason for Rate Reductions 


Mr. Weghorn said that “there is lit- 
tle, if any, excuse to grant a large 
reduction in rate for schedules valued in 
excess of $10,000, This becomes obvious, 
he said, “when one compares a family 
with five items of jewelry worth ‘2.000 
apiece with another family that has five 
items worth $10,000 apiece. The latter 
certainly neg a far greater hazard. 

“The theory of reducing the rate was 
primarily peekat on the idea that the 
larger schedules would be kept in v: aults 
except for the particul: ir pieces in use,’ 
he said. “While there is some truth in 
this, it has since been broken down by 
cost conscious assureds who obtain cov- 
erage only when removing valuable items 
from vaults for special occasions. The 
prevalence of this was shown when the 
rules were amended some years ago 
making it mandatory to charge short 
rate on cancellation of individual items 
from jewelry schedules.” 

Mr. Weghorn said that “as the com- 
panies generally will state that their loss 

(Continued on Page 33) 
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To Head Forum Panel 
On Office Procedures 


EUGENE A. TOALE 

management 
medium sized 
operations will 
November 16 
Greater New 


procedures and 
practices for small and 
agency and brokerage 
be the subject of the 
forum sponsored by the 
York Insurance Brokers’ Association, it 
is announced by Armand Lowell, Leb- 
kuecher & Lynch, Inc., chairman of the 
association’s forum committee. The forum 
will be held in the New Engl and room 
of Hotel Prince George, 14 East 28th 
Street, New York City, starting at 
7:30 p.m. 

Eugene A. Toale, manager of the 
New York department of the Security 
Connecticut Companies, and an_ out- 
standing speaker on management prob- 
lems in production offices, will head the 
panel which will also include Richard 
Layton, vice president of Rough Notes, 
a management and systems specialist. 

Mr. Toale was for several years edu- 
cational director of the National Asso- 
ciation of Insurance Agents. A CPCU, 
he devoted much of his time in his ca- 
pacity with NATA to assisting state 


Office 





CHARLES “JOE” PENNA 
HARRY ROGERS 








THE LONDON ASSURANCE 


Metropolitan Department 
99 JOHN ST., NEW YORK 38, N. Y. 


meme SERVICE COMES FIRST! 


N.Y. STATE EXAMS 
NEW YORK ¢ JAMAICA 


132 Nassau St. 148-15 Archer Ave, 


INSURANCE COURSE 


Starts Monday, Dec. 5, for 
Brokers’ Examination on March 15, 1956 


SE: 


Starts Monday, Dec. 5, for 
State Examination on Feb. 29, 1956 


NOTARY pustic COURSE 


Starts Tuesday, Dec. 6 
for Examination on Jan. 10, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
Pp HS INSURANCE 
132 Nassau Street 
New York 38, N. Y. 
Near City Hall 
COrtlandt 7-7318 


\ HERBERT J. POHS, Founder-Director J 
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associations in creating and completing 
university level advanced agency man- 
agement courses. Mr. Toale was also a 
member of the NAIA study group which 
made a comprehensive survey of agency 
costs and their relation to premium 
income. 

Both Mr. Toale and Mr. Layton will 
cover the problems which brokers and 
agents face in setting up and maintain- 
ing adequate ‘record systems keeping in 
mind the differences inherent in each 
individual’s business. Following the in- 
itial presentations by the speakers, ques- 
tions will be solicited from the audience. 





Women Mark Anniversary 


The Insurance Women of New York 
observed their 21st anniversary with a 
gala dinner and birthday party at the 
club’s new meeting place, 114 Pierrepont 
Street, in Brooklyn, Monday evening, 
November 7. Viola C. Whaley of North- 
ern Assurance and a former president 
of the association was chairman of the 
program committee. 

The club was organized in 1934 for 
the purpose of broadening the contacts 
of its membership and promoting good 
fellowship. These aims are currently 
being carried on through the leadership 
of President Florence K. Atwood of 
United States Aviation Underwriters, 
Inc. 





MOUNTAIN CLUB TO MEET | 
The November luncheon-meeting 0! 
the Mountain Insurance Field Club will 
he held at the New Hampshire High- 
ay Motel, Concord, Monday, November 
at 12:Noon. 
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HEADS GREATER N. Y. BROKERS 

Matthew Napear Elected President Suc- 

ceeding Joseph Klepper; Greif, Lowell 
and Goldstein V.P.s 

Matthew Napear, New York City, was 
elected president of the Greater New 
York Insurance Brokers’ Association, 
Inc., at a meeting of the organization’s 
hoard of directors, Nov. 4. Mr. Napear 
succeeds Joseph J. Klepper as president 
of this association which represents in- 
surance buyers in New York City, sub- 
urban counties and New Jersey. 

Also elected are David 'D. Greif, Ar- 
mand Lowell and Lawrence Goldstein as 
vice presidents ; Maurice Loebel, treas- 
urer and William Harmelin, recording 
secretary. 

In the insurance business for the past 
10 years, Mr. Napear served in Mayor 
LaGuardia’s administration for 11 years. 
He was acting Civilian Defense Aide in 
Queens where he also acted as chairman 
of Salvage Drives during World War I}. 
Prior to his association with the La- 
Guardia administration, Mr. Napear was 
chairman of a state and countrywide 
committee to stop foreclosures against 
small home and farm owners. This re- 
sulted in the Mortgage Moratorium in 
1933 and establishment of Home Owners 
Loan Cor “poration Act. 

Mr. Napear is a member of the board 
of directors of Consumer Farmer Milk 
Cooperative. He makes his home with 
his wife in Forest Hills, Queens. 





Phoenix of Hartford Group 
Names New Special Agents 


Three field appointments have been 
announced by Bag Phoenix of Hartford 
Group. John S. Perry is named special 
agent for midwestern ‘New York; Ernest 
G. Shaw for western Pennsylvania; and 
Andrew M. Havey for Maine. 

Special Agent Perry, a graduate of 
Bryant College, served in the Air Force 
and with a local agency prior to joining 
the Phoenix Group. He is a graduate 
of the Phoenix’ home office training 
school. He will make headquarters with 
Jack Riley, state agent, in Rochester. 

Special Agent Shaw is a graduate of 
the University of Connecticut and prior 
to joining the Group completed a tour 
of duty with the Army. He recently 
completed a field training course in the 
company’s home office. He will be asso- 
ciated with C. F. Kappert, executive 
state agent in Pittsburgh. 

Special Agent Havey is a native of 
Portland, Maine and a graduate of Maine 
Maritime Academy and the University 
of Maine. He has recently completed a 
training program in the home office. He 
will make headquarters with Edwin C. 
Butcher, state agent, in Portland. 





TO CUT LOUISIANA AUTO RATES 

A reduction of approximately 11% i 
automobile physical damage insurance 
will go into effect December 1 in Louis- 


iana and save motorists around $2,500,- 
1) a year, 


Weghorn On Marine 


(Continued from Page 32) 





ratio from small town agents is extreme- 
lv good the natural conjecture is that 
the wealthier class of clientele with the 
highest loss potential must place their 
business in the large urban centers 
W hich reflect the higher loss ratio. 

Phe theory of increasing city rates, 
“i said, “must be conditioned by the fact 
that many of our wealthy people actu: lly 
reside in suburban areas rather than the 
cities. “It would therefore be reason- 


able to believe that an increased rate 
ay de charged for urban and sub- 
~ «nN areas as opposed to the balance 


of ¢] 
1 the country. A happy medium must 
between the reducing rate 
sag a > presently used,” he said, “and 

rban and suburban rate increase 
medium that wil! retain 
good will and keep the business 
domestic market.” 


he igi 
theory 


indicated A 
Dublic 
In the 








WINNERS 


are well 


trained! 





OUR EDUCATIONAL PROGRAM FOR AGENTS is geared to 
meet the challenge of 
competition. Our Insurance and Suretyship 
CORRESPONDENCE COURSES have helped over 11,000 
agents increase their knowledge and effectiveness. Our 
NEW YORK OFFICE AGENTS SCHOOL is now assisting 
young men and women from all over the country 


on their way to rewarding 
PROFESSIONAL CAREERS. 


Their preparation for the demands of the future 
reinforces our confidence in the American Agency System. 
We are proud to have these foresighted agents 
represent a company of the 


ROYAL? LIVERPCOL 
C 1 Prrcrance Group, “) 


CASUALTY FIRE * MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA © NEWARK INSURANCE COMPANY © STAR INSURANCE 
AMERICAN AND FOREIGN INSURANCE COMPANY 
. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 


THE BRITISH & FOREIGN MARINE INSURANCE 
© VIRGINIA FIRE & MARINE INSURANCE COMPANY 











Named Assistant Manager 
Eastern Underwriters Assn. 





ROBERT G. McKAY 


President Harry W. Miller of the 
Eastern Underwriters Association an- 
nounces the appointment of Robert G. 
McKay as assistant manager effective 
November 14, to replace Robert J. Van- 
derbeck who joined Recording and Sta 
tistical Corporation on May 1. 

Mr. McKay was a fieldman for the 
Phoenix of Connecticut Group in New 
Hampshire having previously served the 
same group in the Michigan field for 
five years. 

3orn in Hartford and educated in its 
public schools, Mr. McKay extended his 
education at Federal College night school 
in Hartford. He is a graduate of the 
Insurance Institute of America and also 
completed studies and received his CPCI 
designation in 1952. 

His entire business career has been 
with the Phoenix where he joined the 
home office staff following graduation 
from high school. After progressing 
through various underwriting posts, 1n- 
cluding inland marine and special risks, 
he completed the multiple line training 
course for field work after his return 
from World War II where he served 
as first lieutenant air force navigator in 
E.T.O 


Kearns Deputy Manager 


Sun Insurance Office 


The Sun Insurance Office, Ltd. of 
London announces that as a consequence 
of the amalgamation of its United States 
subsidiaries, William M. Kearns, who is 
president of the Sun Insurance Company 
of New York, has been appointed deputy 
manager of the United States branch 


F. B. Littmann Inducted as 
“Norbrit Guard’? Member 


F. B. Littmann, special agent, metro 
politan department, North British Group, 
New York home office, celebrated his 
25th service anniversary with the organi- 
zation Nov. 1 and was inducted as a 
“Norbrit Guard” after a luncheon in his 
honor at the Drug & Chemical Club 
hosted by Secretary K. W. O'Leary. The 
luncheon was attended by other depart 
mental “Guards” and by President of the 
“Guards” J. J. Casey, General Agent 
from Mt. Vernon, N. Y. 

Mr. Littmann has been in the same 
department for his entire service period, 
having begun as a solicitor and being 
named special agent in 1942. He was 
presented with a clock-radio and also 
received many cards and letters of con 

ratulations. At the induction ceremo- 
nies he was presented with the tradition- 
al wrist watch from the company. 
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Miller Named to Head 
Marine Agency in N. Y. 

WILL SUCCEED FRED MACCABE 

Miller Ten Years With Talbot, Bird & 


Co. Before Joining American Inter- 
national Marine Agency 





American Interna- 
New York, 


Directors of the 
tional Marine Agency of 
Inc., have elected Donald H. Miller 
from January 1, when 
Maccabe’s retirement becomes ef- 


president as 
Fred 


DONALD H. MILLER 








clive. In the interim Mr. Miller will 
be vice president and acting president. 

H. Geary Gardner, who assumed tem- 
porary charge of the office upon the 
recent announcement of Mr. Maccabe’s 
retirement, will return to his duties as 
vice president of the American Inter- 


national Underwriters Corp., the parent 
company, as soon as he h completed 
the task of turning over the manage- 
ment of the AIMA to Mr. Miller. Mr. 


Gardner remains a director of AIMA. 


Formerly With Talbot, Bird & Co. 


Before assuming his new post Mr. 
Miller for ten years was with Talbot, 
Bird & Co., Inc., New York. In his hull 


underwriting work with that office he 
ly with various committees 


closely 
American Marine Hull Insurance 


worked 
of the 





EXCELSIOR PREMIUMS GAIN 
Show 274%% Increase in Gross Writings 
Over Last Year;; Assets Up by 7%; 
Add 67 New Agencies 

\n increase during nine months of 1955 
of 271%! premium writings, 
nearly 7% in admitted assets, and the 
addition of 67 new agencies were among 
the highlights reported to the direc- 

and fieldmen of the Excelsior In- 
surance Company of New York by Pres- 
ident Forrest H. Witmeyer during re- 
cent meetings held in Atlantic City. 

President Witmeyer also pointed out a 
decrease in net losses and loss expense 
incurred to premiums earned of 7.9 points 
as well as a decrease in expense ratio 

28 points for the period: ending 
September 30 as compared with the first 
nine months of 1954. Stockholders’ equity 
increased to $13.71 per share as com- 
pared to $13.44 at the 1954. 

The directors authorized a quarterly 
dividend of ten cents per share payable 
22 to stockholders of record 
Dividends have been paid 
since 1935. 


© in gross 


cl se of 


December 
December 5 
uninterruptedly 

Russell <A Bradley, 
Ann Arbor, Mich.., 
chairman of the planning committee. 
Other members of the committee are: 
\gent-Directors Clair A. Jackson, Mead- 
ville, Pa., and Ralph G. Hastings, Wash- 
Ind. Mr. Witmeyer announced 
that the company had received its cer- 
tificates of authority to do business in 
Kentucky, Virginia and the District of 
Columbia. 


agent-director 
was reelected 


trom 


ington, 





Syndicate and the Tug Boat Underwrit- 
ing Syndicate. Prior to joining Talbot, 
Bird & Co. Mr. Miller was for four 
years with the New York shipping firm 
of A. H. Bull & Co., Inc. 

Married and with three children, Mr. 
Miller is a resident of Manhasset, Long 
Island, where he is active in civic af- 
fairs. He attended public school and the 
St. Francis Xavier Military Academy 
in New York, and graduated first in his 
class at the United States Merchant 
Marine Academy, Kings Point, New 
York. He is a member of the American 
Institute of Marine Underwriters. 


Michigan Insurance Law 
Proposed Revisal Written 


Lansing, Mich—Work has been com- 
pleted on a proposed recodification of 
the Michigan insurance laws and it is 
anticipated that a bill embodying the 
rewritten code will be introduced early 
in the 1956 legislative session. 

Robert Williams, Seattle, Wash., at- 
torney, who framed the Kentucky Wash- 
ington, Arizona, and Puerto Rican codes 
and did much work on others, prepared 
the recodification. Commissioner Joseph 





A. Navarre, who named an all-industry 
committee more than a year ago, to dj. 
rect the recodification, said the revised 
code does not constitute any new legis. 
lation in its present form but merely 
systematizes, simplifies, and puts on 
modern phraseology the provisions of 
the existing laws. It was emphasized hy 
the Commissioner that the recodification 
does not pretend to amend or revise any 
existing laws but sets up the frame. 
work suitably for anticipated moderniz. 
ing amendments likely to be submitteg 
at a later session when the industry ha. 
had opportunity to review the new code 
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Marine War Risk Insurance 


Dangers of Submarines and Surface Raiders; Large Lines of 
Cargo Handled by War Risk Exchange; Determining 


Proximate Causes of Loss 


By Henry C. THorN 


New York Resident Vice President 
Insurance Company of North America 


Henry C. Thorn, resident vice president 
7 New York of the Insurance Company 

North America, has written a compre- 
iisiee analysis of marine war risk insur- 
ance which he presented at a meeting in 
New York City of the American Marine 
Insurance Forum. Mr. Thorn is chairman 
of the board of managers of the American 
Cargo IVar Risk Reinsurance Exchange 
and a leading authority on ocean marine 
insurance. His address is being published 
in full in weekly installments. Part III 
follows herewith: 


Part III 


I should like to tell you something of 
the practical aspects of war risk under- 
writing and some of the factors that 
must be taken into consideration. The 
Great War in 1914 for the first time 
brought forth the submarine as a com- 
merce destroyer. The submarine mine 
of course was old but had greatly in- 
creased in efficiency. 

It has been true throughout the his- 
tory of war, that as weapons of offense 
have been invented, methods of defense 
have been devised; for example, subma- 
rine nets of malleable iron, listening de- 
vices such as Sonar and various other 
scientific gadgets. In spite of these we 
find that today the submarine is still 
one of the most dreadful weapons ever 
devised by man. 


Dangers of Surface Raiders 


It was found during World War I 
that while the submarine as a class pro- 
duces the greatest danger that war 
underwriters face, the surface raider can 
do vastly more damage than any indi- 
vidual submarine. The World War I’s 
sea history has no more thrilling pages 
than those recounting the exploits of the 
“Emden,” “Karlsruhe,” “Wolf,” “Moewe” 
and “Seeadler,” to mention but a few of 
the outstanding ones. In World War II 
the German pocket battleships presented 
an even greater danger, although their 
depredations were destined to become 
comparatively slight. The “Graf Spee,” 
however, did capture and sink a number 
of Allied vessels, inflicting losses 
amounting to many millions of dollars, 
before she was finally scuttled off Mon- 
tevideo. 

We were fearful that raiders would 
duplicate their feats of 1914-18 and 
would do extensive damage during World 
War Il, but this did not happen to the 
extent anticipated and the principal 
losses were due to submarine and air 
attacks. 

The Japanese, as we all knew, had 
very large merchant marine, many any 
sels of which were well equipped to be 
adapted for use as raiders. Again, how- 
ever, our fears were unfounded, although 
it is rather difficult to understand w hy 
the Japanese did not make more vigor- 
ous attempts in this direction. 

At the time of the Munich Pact the 
market was not well equipped to face the 
hazards of war risk underwriting during 
a global war with modern weapons. 
Munich gave us a time to breathe and 
‘teps were immediately taken to make 
the market self sufficient through re- 
insurance, one with the other. After 
all, there was some possibility that the 


British market might not be available 
for reinsurance. You will all remember 
that it was touch and go as to whether 
or not the British Isles would be invaded 
after the evacuation of Dunkirk. We 
did not want a repetition of the hectic 
days and the unsatisfactory situation 
during World War 


Formation of Cargo Exchange 


The result of the work that went on 
was the formation of the American 
Cargo War Risk Reinsurance Exchange 
to which I already referred. 

We were very fortunate during the 
1939/1940/1941 period in that while the 
Exchange had great quantities of cargo 
at risk, the losses were comparatively 
small. ‘The paid losses at the end of 
1941 amounted to about 14 million dol- 
lars, and outstanding about 11 million 
dollars, for a total of approximately 25 
million. While this was a lot of money, 
it covered a period of approximately 27 
months. During this period there were 
large cargoes of burlap and other com- 
modities on British ships which were 
subject to attack and sinking on sight, 
but fortunately most of the cargo which 
we reinsured came through safely. 

We had a number of large lines at 
that time. I remember a cargo of 
tungsten ore coming from China to the 
United States and valued at 8 million 
dollars which arrived safely. There was 
a large shipment of vanilla beans com- 
ing from Madagascar to the United 
States and valued at 7 million dollars. 
We were very worried about it; that is 
a lot of money even today. 

I remember at one meeting of the 
underwriting committee (we had them 
everyday at that time), one of the mem- 
bers came in late but very much elated. 
He announced that. the shipment of 
vanilla beans had arrived safely in Cape- 
town. It reminded me of the fellow who 
fell out of a 20-story window and as he 
was passing the 10th floor said “I’m all 
right so far.” Eventually this shipment 
of vanilla beans was transhipped to three 
vessels, thus splitting up the risk, and 
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the beans all arrived safely, insuring a 
steady supply of ice cream for the citi- 
zens of the United States. 


High War Losses in 1942 
The Gods, 


: who had been kind to us 
up until then, deserted us early in 1942. 
In March of that year the Exchange 


incurred losses of over 16 million dol- 


lars, in April over 24 million. In these 
days of inflation we are inclined to 
throw million dollar figures around 


rather carelessly, but to give you an 
idea of what these losses meant, I would 
like to point out that the total cargo 
and ‘hull writings, that is cargo, hulls, 
harbor craft, 5 yachts and everything else, 
six years previously, i.e., in 1936 totaled 
37 million dollars for the entire market. 
You can see from this that in two months 
of World War II the war risk losses on 
cargo only totaled more money than we 
took in for everything in 1936. 

The high loss figures did not end at 
the end of April. In May the 
were over 14 million dollars and in 
almost 19 million. 

We had a book in which we kept these 
records. The first order of business at 
the underwriting committee meetings 
was to read from this book which some- 


le sses 
June 


one had named the Black Book. Be- 
lieve me, during the early days of 1942 
this book was well named. . 


Missing Vessels 


Now, as respects missing vessels, there 
were many but two were very poncre 
cases during World War II. Two Cana- 
dian steamers the “Nereus” and _ the 
“Proteus,” sailed from St. Thomas _ in 
the Virgin Islands to Portland, Maine, 
in the latter part of 1941 carrying full 
cargoes of bauxite. Both vessels dis- 
appeared—lost without a trace—and_no 
survivors. It was a difficult case. The 
weather was bad. There was consider- 
able doubt as to the seaworthiness of 
both vessels. During the war, due to 
the shortage of tonnage, practically 
everything that could float was being 
used. On the other hand, these vessels 
were flying the Canadian flag, a coun- 
try at war with Germany, and German 
submarines were known to be active in 
Atlantic waters. 

The names of the vessels are interest- 
ing if you remember your Greek myth- 
ology. “Nereus” was an ancient Greek 
sea-god. “Proteus” was a Greek sea-god 
who had the power of assuming different 
forms. 


There 





was some conjecture that the 
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vessels had been captured by a German 
submarine or raider and taken into a 
German when the war 


port, but was 
over and the records of the German 
Admiralty became available, they were 


There was no mention of 
‘Nereus” or the “Proteus.” 
course, possible that these 
vessels were sunk by a German _ sub- 
marine that was later annihilated so 
that the possibility of any information 
coming to lights no longer exists. 

he loss was settled on a 50-50 basis, 
that is the marine underwriters paid 50% 


of no help. 
either the ‘ 
It is, of 


and the war risk un« derwriters paid 
50%. It would be amazing at this late 
date if this settlement were ever 


changed. 
Marine Perils Greater in Time of War 


While this talk is primarily on the 
subject of war risk you, of course, realize 
that in time of war the marine perils also 
are greatly enhanced. Vessels may be 
overloaded, because the exigencies of war 
so require. Vessels proceed to their des 
tination not necessarily by the shortest 
route but by the safest route; that is, 
the way considered to be least exposed 
to the perils of war. 

But what may be safer from a war 
perspective may be more hazardous from 
the marine standpoint. For instance, 
during the war there were meny vessels 
trading between the United States and 
India that proceeded, not by the natural 
route through the Straits of Gibraltar 
and the Suez Canal, but. it seems in 
credible, by wav of the Panama Canal, 
the Straits of Magellan and the Cape 
of Good Hope. 

Thus a vovage that might ordinarily 
take 30 days would with convoy arrange 
ments take mavbe six months. Clearly, 
the marine perils were augmented and 
obviously, the underwriters were not free 
to gather information § on shipping 
routes that would enable them to charge 
a proper rate. 


Marine Extension Clauses 


As a result of this, a set of clauses 
called the Wartime Extension Clauses 
were adopted. These clauses, for an 


additional premium charged in advance, 
automatically covered the shipments dur- 


ing deviations, detentions, etc. These 
Wartime Extension Clauses have now 
become the Marine Extension Clauses 


—in London they are called the Ex 
tended Coverage Clauses—and they are 
still with us. They will probably con- 
tinue to be a part of the marine policy, 
maybe indefinitely. 

However in these 
difficult to find any additional premium 
in the marine rates that are charged 
despite the fact that these clauses con- 
tinue to extend the coverage during 
many contingencies without additional 
premium. I am thinking particularly of 
delays during the many waterfront 
strikes that have occurred in recent 
years. 

Earlier I referred to the underwriting 
committee of the War Risk Exchange, 
which is also the rating committee. This 
committee met every few days during the 
late war and gave the most careful con- 
sideration to changing situations and 
tried to adjust the rates upward or 
downward, according to considered opin- 


days it would be 


ion of the risks involved or the risks 
that might be involved. Do not forget 
that in dealing with war risk, one has 


situation as it 
may 


consider the 
moment, but as it 
future. 


to not only 
exists at the 
exist in the 
\ vessel sailing tomorrow, 
neutral flag, may conceivably 
belligerent before the voyage is 
(Continued on Page 46) 


flying a 
become a 
ended. 
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Claims Settlement 
Innovation Instituted 


BY MARYLAND CASUALTY CO. 
New York Olen Sound in Settling 
Auto Cases Which Clog Court 


Calendars 


Marvland Casualty Co. is keeping its 
New York claims offices open at night 
for settlement discussion w:th claimant’s 
attorneys who are too busy for daytime 
meetings. The company’s effort is di- 
rected toward reducing the staggering 
backlog of automobile and other injury 
cases now clogging New York courts, as 
well as to speed up settlement of such 
claims. 

After the first 
sion on October 


successful evening ses- 
20, this experiment was 
applauded as “an imaginative step, ac- 
commodating to members of the bar, 
and a practical manifestation of an ear- 
nest effort to settle claims at an early 
stage” by presiding Justice David W. 
Peck of the Appellate Division, First 
Department, New York State Supreme 
Court. 
$40,000 Paid to Claimants 

During the 5 to 10 
claims and suits were 
which 21 were settled for amounts rang- 
ing from $150 to $10,090, according to 
Wade G. Bounds, manager of Mary- 
land’s New York claim division. An ag- 
sregate of $40,000 was paid to claimants. 

“Since 14 of these claims had reached 
the lawsuit stage, where an average jury 
trial takes three to four days, approxi- 
mately 49 court days were saved through 
this five-hour evening session,” Mr. 
Bounds said. “This means not only a 
substantial saving to taxpayers in court 
expenses, but also helps free the courts 
for more important business.” 

Congestion of court calendars is so 
great that a claimant may have to wait 
anywhere from one to five years for 
determination and award in bodily injury 
cases. Since the majority of payments 
are for amounts than $1,000, it is 
decidedly to the claimant’s advantage 
to settle as soon as possible after the 
accident rather than wait for trial, Mr. 
Bounds said. 

The second evening session on Octo- 
ber 27 was even more successful, with 31 
plaintiff attorneys appearing at the com- 
pany’s offices. Negotiations were con- 
ducted on 48 claims and suits, of which 
36 were settled on the spot for an aggre- 
gate of $30,000, Mr. Bounds reported. At 
these meetings the company was _ pre- 
pared with 12 settlement sections, but 
has increased the number to 20 for fu- 
ture Thursday evening sessions. The 
staff includes medical examiners, attor- 
neys and adjusters “with full authority 
to settle claims and suits and write out 
checks then and there.” 


p.m. session, 29 


negotiated, of 


less 


Similar Sessions Contemplated 
Maryland ( 
similar 


‘asualty is contemplating 
evening sessions in Mitieola, to 
handle Nassau county cases, in White 
Plains for Westchester cases, and in 
Jamaica for Queens county actions. 
Other claims offices at Newburgh and 
\lbany may also set up night settlement 
panels in the near future, to help reduce 
the backlog of court cases in those com- 
munities. 

The company’s plans to launch the 
experiment were announced recently at 
a meeting of the Practicing Law Insti 
tute by Justice James B. M. McNally of 
the New York Supreme Court, and were 
received with acclaim by the majority of 
attorneys present. Results of the experi 
ment are being closely observed by other 
casualty insurance companies, and. at 
least one other is already working on 
plans to follow suit. 


Justice McNally has called the Mary 


Mutual Cos. Oppose 
UJ Fund for New York 


IN TELEGRAM TO HARRIMAN 


American Mutual Alliance Vigorously 
Against Proposals Recommended by 


Holz for Legislative Consideration 


Mutual insurance companies, members 
of American Mutual Alliance, have 
joined in a statement opposing the pro- 
posal offered last week by New York 
a pg ndent of Insurance Leffert 
Holz that there be set up in that state 
an unsatisfied judgment fund to pay for 
damage done by uninsured motorists. This 
recommendation has been made in a 
memorandum to Governor Averell Harri- 
man in which Superintendent Holz urged 
the Governor to propose enactment of 
the UJ legislation at the 1956 session of 
the New York legislature. 

At the same time the mutual insurance 
companies recommended that serious 
consideration be giv en to amending Sec- 
tion 6A of New York’s vehicle and 
traffic law to provide that all motorists 
who operate a vehicle upon the state’s 
highways be required to maintain finan- 
cial responsibility at all times through 
insurance or otherwise. 

The statement was issued in Chicago 
by Newell R. Johnson, general manager 
of the American Mutual Alliance, follow- 
ing unanimous vote to oppose the pro- 
posal taken at the organization’s annual 
meeting last week. 

The statement was in the 
telegram sent to Governor 
which read as follows: 

“The American Mutual Alliance, an 
organization of 118 mutual insurace com- 
panies, at its annue il meeting held in 
Chicago by unanimous vote of its board 
of directors vigorously protested Suner- 
intendent Holz’s recommendations. This 
communication is to register this vigor- 
ous opposition formally with you. Our 
member comp: inies write about one-sixth 
of the $420,000,000 in automobile liability 
insurance premiums paid annually by 
New York’s four million insured motor- 


ists. 


form of a 
Harriman, 


“Three of the Superintendent’s propos- 
als would unfairly burden the insured 
motorist with part of the heavy cost of 
caused by uninsured motorists, 
either through higher registration fees 
or through payment of larger insurance 
premiums because of new taxes or other 
obligations imposed upon insurance com- 
panies. The fourth proposal requires the 
state to collect money from uninsured 
motorists as an extra registration fee to 
pay for the losses they cause. This 
means that New York State would be 
providing what amounts to insurance 
coverage to uninsured motorists for the 
damage they cause, and would place 
the State of New York in the automobile 
liability insurance business. 


losses 


Unalterably Opposed 


\lliance is un- 
opposed to all of the Super- 


“The American Mutual 
alterably 


forward- 
steps to 


land plan “one of the most 
looking, practical and realistic 
relieve calendar congestion.” 

Justice Peck, as presiding 
the First Department of the Supreme 
Court’s Appellate Division, has been ac- 
tive on committees for the past four 
vears, working on ways of reducing the 
backlog on court calendars. While these 
efforts have been partially successful, 
the delay is still so great that it 
“amounts to a substantial denial of jus- 
tice,” he said recently. 

Mr. Bounds held forth the possibility 
of an ultimate reduction in premium 
rates, resulting from savings in expenses 
which the evening sessions bring about. 


justice of 


intendent’s proposals for creation of an 
unsatisfied judgment fund. We hold that 
manifestly they are against the interest 
of the public. This organization respect- 
fully suggests that serious consideration 
be given to further strengthening of 
New York’s safety-responsibility law by 
requiring all motorists to be equally re- 
sponsible for the accidents they cause. 
This would be accomplished by a simple 
amendment to Article 6A of the New 
York Vehicle and Traffic Law providing 
that all motorists who operate a vehicle 
upon the highways shall maintain finan- 
cial responsibility at all times through 
insurance or otherwise. The ‘equal re- 
sponsibility amendment’ provides the 
solution that is really fair, practical, and 
in the interest of all the ‘public.” 

The unsatisfied judgment fund in New 
Jersey referred to in Superintendent 
Holz’s memorandum has been in operation 
only a few months... . Large scale pub- 
lic opinion polls taken in New Jersey 
recently indicate that up to 96% of New 
Jersey motorists favor an ‘equal respon- 
sibility’ law. 

“The New Jersey requirement that in- 
surance companies investigate and de- 
fend claims against uninsured motorists 
means that money to pay those costs 
must come from higher premiums 
charged motorists who do have insur- 
ance,” Johnson pointed out in making 
the statement. “Under Superintendent 
Holz’s proposal four methods are sug- 
gested to raise the $10,700,000 he esti- 
mates it would cost to operate his plan 
in New York for one year. One would 
place the entire cost on the uninsured 
motorist, another would divide the cost 
between insured and uninsured motorists. 
Two others would divide the cost be- 
tween insured and uninsured motorists, 
with a special tax on insurance com- 
panies to provide the remainder of the 
fund. All of them would put the State 
of New York in the automobile liability 
insurance business.” 





Buxton New American 
Mutual Alliance Pres. 

W. H. BURHOP, VICE PRESIDENT 

H. G. Kemper Reappointed Treasurer; 


wanson Reelected Secretary 
for Coming Year 


Elected president of the American 
Mutual Alliance for the coming year 
at the organization’s annual meeting 
which ended November 2 at the Edge- 
water Beach Hotel, Chicago, was John 
A. Buxton, Owatonna, Minn., board 
chairman of the Federated Mutual Im- 
plement & Hardware Insurance Co. He 
also is president of the National Asso- 
ciation of Mutual Insurance Companies. 

W. H. Burhop, Wausau, Wisc., who is 
president of the Employers Mutual Lia- 
bility Insurance Co., was named vice 
president. H. G. Kemper, Chicago, presi- 
dent of the Lumbermens Mutual Casu- 
alty Co., was reappointed treasurer, and 
H. F. Swanson, Chicago, was reap- 
pointed secretary. 

American Mutual Alliance is the na- 
tional association whose members pro- 
vide more than half of the property and 
casualty insurance protection furnished 
by mutual companies in this country. 


Other Annual Meetings 


At other annual meetings held in con- 
junction with that of the American Mu- 
tual Alliance: 

John R. Kitch, Chicago, president of 
the Security Mutual ay ilty Co., was 
elected president of the National Asso- 
ciation of Automotive Mutual Insurance 
Companies; and C. E. Hodges, Boston, 
president of the American Mutual Lia- 
bility Insurance Co., was elected vice 
president. 

John L. Train, Utica, N. Y., president 
of the Utica Mutual Insurance Co., was 
elected president of the National Asso- 
ciation of Mutual Casualty Companies; 
and A. F. Allen, Dallas, president. of the 
Texas Employers Insurance Association, 
was elected vice president. 
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Ehrmanntraut Advanced 
To Resident Vice Pres, 


SCHMEDES NAMED MANAGER 


At Metropolitan New York Branch of 
American Surety; Their 
Careers 


W. R. Ehrmanntraut, for many years 
manager of American Surety Co's 
metropolitan New York branch office, has 
been advanced to resident vice presi- 
dent. At the same time, Harry D 
Schmedes, who has been assistant mana- 
ger, has been promoted to manager 
Their appointments were effective No- 
vember 

Mr. Ehrmanntraut was born in Daven- 
port, Towa; educated in public and pri- 
vate schools of the District of Columbia 
and holds LL.B. and LL.M. degrees from 
Georgetown University. He is a member 
of the bar in several jurisdictions, in- 
cluding the Supreme Court of the United 
States. 

He started his business career in 1916, 
when he joined the staff of the Ameri- 
can Surety’s federal bond bureau in 
Washington, D. C. In World War | 
he served with the U. S. Naval Air 
Service and was discharged as a lieu- 
tenant (j.g.), in 1919. 


Rejoined Company in 1920 


He rejoined the company in 1920 as 
an inspector in the claim department at 
the home office, subsequently filled many 
positions in the company and was ap- 
pointed manager of the American 
Surety’s metropolitan branch in Septem- 
ber, 1940. 

Mr. Ehrmanntraut is first vice presi- 
dent of the Casualty & Surety Club oi 
New York, past president of the New 
York City Casualty Managers’ Associa- 
tion and of the New York Surety Mana- 
gers’ Association, as well as the Young 
Men’s Board of Trade of New York; 
past commander of Insurance Post o! 
the American Legion and past president 
of the American Legion ‘Children’s Camp 
at Roosa Gap, N. Y. 

In 1954 he was chairman of the ex- 
ecutive committee of the Insurance Fed- 
eration of New York, representing all 
segments of the insurance industry in 
the fight against proposed compulsory 
automobile insurance. 

He is a member of the Drug & Chemi- 
cal Club and resides in Belle Harbor, 
N. Y., with his wife and two sons, 


Harry D. Schmedes 

Mr. Schmedes was born in New York 
City - attended schools in Mount Ver- 
non, N. Y.,:and the School of Commerce, 
New York University. 

He joined American Surety on Augus! 
31, 1922, and has served continuous!) 
since that date in the company’s metro- 
politan branch office. . 

At present he is president of the 
Surety Managers’ Association of New 
York City, past president (1948- -49) oi 
the Rotary Club of New York, of whic 
he has been an active member since 193. 
past secretary and treasurer (1936) | 
the Casualty & Surety Club of Nev 
York, and member of Surety Underwrit: 
ers’ Association of New York, Cast: 
alty Managers’ Association of New York 
City and the Drug & Chemical Club. 

Mr. Schmedes is married, has 
daughters and one son, and resides " 
Larchmont, N. Y. 
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NAII Annual Meeting In Chicago October 31-November 2 





Allan Pither Gives Picture Of 
“Controlled” Underwriting In Brazil 


Allan I. Pither, chief underwriter in the excess and surplus lines division at 
Continental Casualty’s home office, spent a period of 18 months prior to last January 
in Rio de Janeiro, Brazil, as manager of the branch there of the Home Insurance 


Co. i : 
them at the annual meeting 


Much impressed by his experiences, Mr. Pither gave a detailed account of 
last week in Chicago of the National Association of 


Independent Insurers. He painted a picture of Brazil as “a fabulous place with 


tr 


insurance 


emendous untapped resources, marvelous natural seaports, and with a potential and 
4 future that staggers the imagination.” Pointing to its large, active and growing 
industry—one which is almost unique in the world—Mr. Pither explained 


i he control and administration of insurance operations by the government 


that it 1s t 
of Brazil t 
that 1s 
following : 

By premium standards, of course, the 
total net written premiums in Brazil is 
not a staggering sum. In 1954 produc- 
tion for all classes of insurance,. exclud- 
ing life, totaled only $52,800,000, coveted 
from Cruzeiros at the current rate of 
exchange... . 

Back in the late 1930’s the administra- 
tion in Brazil became alarmed at the 
amount of foreign exchange going 
abroad to pay for reinsurance and types 
of insurance not written at that time in 
There are only 127 national in- 
surance companies operating in the 
country and 28 foreign companies. The 
capital structure of the national or the 
domestic companies is rather small and 
the need for reinsurance is great. 


IRB Set Up About 1940 


To combat the strain on Brazilian na- 
tional gold reserves and also to super- 
vise more closely the operations and re- 
insurance activities of companies operat- 
ing in Brazil, the government set up 
about 1940 an institution called the 
Instituto do Resseguros do Brasil, the 
IRB, as it is commonly known. The 
IRB was designed originally as a gov- 
ernment reinsurance bank from which 
all companies licensed to do business in 
Brazil would purchase whatever reinsur- 
ance might be necessary with a compul- 
sory limit of certain fixed net retentions. 
In turn, the IRB would purchase from 
abroad such reinsurance as might be 
necessary. 

The capital of the IRB was set up 
by general funds of the, Treasury and 
commenced operations, exercising con- 
trol over fire insurance, inland marine, 
personal accident, automobile and work- 
men’s compensation. The control exer- 
cised was startlingly complete. All rates, 
policy forms and conditions are con- 
trolled and approved by the government. 
All losses over a very small figure are 
adjusted and approved by the govern- 
ment. 

Last but not least the net retentions 
on all controlled classes of business 
which a company may keep are rigidly 
set and controlled by the government. 
By way of example, the maximum net 
retention of the Home Insurance Co. 
which is one of the largest property in- 
surers in the world, was fixed on a pro- 
tected reinforced concrete sprinklered 
building of non-hazardous occupancy at 
about $1,100 at the current rate of ex- 
change. I wonder if you can imagine 
now ridiculous it feels to allow yourself 
4 retention of $1,100 on a $100,000 build- 
mg, which you might well want to ac- 
cept in its entirety. 


Brazil. 


Disadvantageous Position of Under- 
writers 


: Now let us examine the position of an 
msurance underwriter under a_ closely 
controlled system of insurance such as 
*xists in Brazil. Rates are fixed rigidly, 
net retentions are outlined precisely 
pareut, deviation. The wording of the 
which is fixed and losses_ of any size 

may occur will be adjusted by the 


t is in it for American insurance men. 





hat is both interesting and alarming from the standpoint of the lesson 


His address is given full review in the 


government with or without the ap- 
proval of the company. It does not take 
a genius to figure out just what the dis- 
advantages are here. 

The underwriter, it is true, has the 
power to accept or reject risks exactly 
as he wishes. However, once having ac- 
cepted a risk, he has absolutely no con- 
trol over the retention that he accepts 
for his own share, other than the fact 
that if he were concerned that the nomi- 
nal retention he was allowed was too 
large he could reinsure a greater por- 
tion of it. This lack of ability to select 
net retention eliminates the possibility 
of doing the sort of underwriting which 
separates the good writer from the bad. 
Rigidity of policy wordings and condi- 
tions results in forms which are much 
in need of improvement to bring them 
up to the level of the world market... . 

You might gather from this tale of 
difficulties that I am suggesting a well 


run insurance company in Brazil can- 
not make money. Such is most as- 
suredly not the case. The prevailing 


tariff of rates on property insurance and 
the restricted policy conditions, mean 
that any insurance company with man- 
agement of average intelligence can 
turn in an underwriting profit vear after 
year. However, you must be asking 
yourselves what I can possibly complain 
about is despite the difficulties and re- 
striction placed on the insurance indus- 
try by the IRB, that nonetheless, the 
insurance industry over-all makes a 
profit. That is a point well worth exam- 
ining and it is really the heart and soul 
of my message. 


Buying Public the Ultimate Loser 


If rates are too high, if policy condi- 
tions are too restricted, if insurance com- 
panies despite the most rigid control 
are still making money, who is the ulti- 
mate loser, who pays the bill? The 
answer to that question is easv. It is 
the insurance buying public. They are 
the ones who pay premiums in excess 
of what they ought to pay; they are the 
ones who own insurance policies which 
are not as broad as thev should be. 
They are the ones who suffer from dis- 
advantageous settlements adjusted by a 
government bureau without the interests 
of the insured at heart. 

You have been hearing for years about 
the dangers of Government encroach- 
ment in the insurance business. You 
have seen increasing regulation of all 
phases in the insurance business which 
makes underwriting a more difficult task 
T would rather imagine that few of von 
have ever witnessed as I have—what 
actually happens when complete govern- 
ment control is established. I can only 
assure you that all the predictions by the 
so-called prophets of doom are true. 

Our profession is a great one and it is 
great because T believe that we are truly 
servants of the people. In an insurance 
system where the government completely 
controls all phases of the business that 
this is impossible. T hone this will not 
be construed to be criticism of Brazil, 
or the method in which they handle their 
insurance problems. Theirs is a growing 
economy with all the aches and pains 

(Continued on Page 40) 





Holz and Molnar Tell of Approaches 
To Insured Motorist Problem 


New York’s UM Endorsement & New Jersey’s UJ Legislation 
Weighed at NAII Meet; Safety Talks Featured; Wiscon- 
sin “Youthful Drive Supplement” Approved 


the highspots of last week’s 
National 


tion of Independent Insurers in Chicago 


One of 
annual convention of A ssocia- 
was the session at which Superintendent 
of Insurance Leffert Holz of New York 
and Special Deputy Paul J. 
Molnar of the New Jersey Department 
of told 
their respective approaches to the 


Assistant 


about 
fi- 
nancially irresponsible motorist problem. 

Superintendent Holz that 
about 98% of the stock companies doing 
in New York are supporting 
uninsured which 


Banking and Insurance, 


declared 


business 
the motorist 


was made available several weeks ago. 


coverage 


He pointed to it as “one of the greatest 


milestones in the writing of automobile 
for years,” 


insurance business 


which praise represented an all-out en- 


many 


dorsement by the New York Insurance 
Department. 

It was explained by the Superintend- 
that order to take of the 
approximately 3,000,000 non-owners of 
automobiles, it will be necessary to sup- 
plement UM coverage in New York with 
what he called “an uncollected judgment 
He said that law 
so worded that most of the cost would 


ent in care 


law.” such a can be 


be borne by the uninsured motorist. 
There was no doubt in anyone’s mind 


that Superintendent Holz regards the 
benefits under the UM _ coverage as 
“enormous,” so much so that it is diffi- 
cult to understand, he remarked, why 
anyone would want compulsory auto- 
mobile insurance. He brought out that 
a compulsory law does not take care 
of the driver when he is out of the 
state or of drivers coming into New 
York from other states. Furthermore, 


rate making can be exposed to political 
influences, witness the Massachusetts 
experience in this connection. He made 
clear that all of these questions are 
taken care of under New York’s unin- 
sured motorist endorsement. 


Endorsement Has Been Broadened 


The Superintendent also indicated 
that he has approved a stock company 
filing of an endorsement to the UM cov 
erage which broadens eligibility. Spe 
cifically, cars owned by corporations but 
used by employes for private pleasure 
will not be covered. So will those cars 
assigned by corporations to employes 
for use in their work and pleasure. Like- 
wise, the broadened endorsement will 
apply to individuals who are not car 
owners but who drive cars owned by 
others who have purchased a named 
non-owner policy. There is also a sup 
plementary endorsement, said the Su 
perintendent, in which the person who 
uses the corporation owned car for 
private pleasure can be named as _ the 
insured. 

Molnar Cites Experience in N. J. 

Paul J. Molnar in his address said 
that the New Jersey legislature in 1952 
enacted five automobile statutes which 
represented the state’s answer to the 


uninsured and impecunious motorist. 
They are the motor vehicle security 
responsibility law and two companion 


laws, one of which provides for appor- 
tionment among insurance companies of 
the administrative costs of the security- 


responsibility law, and the other provid 
ing for the preparation of special acci- 
dent report forms; the unsatisfied claim 
and judgment law fund which became 
fully effective on April 1, 1955, and the 
motor vehicle liability security fund act 
which went into effect on May 10, 1952. 

The security-responsibility law be 
came effective April 1, 1953, in New 
Jersey, one of its chief purposes being 
to protect everyone in the state against 
owners or operators of cars who become 
involved in accidents and fail to pay for 
the damage they cause. Mr. Molnar 
said that in the period of April 1, 1953 
to September 30, 1955, uninsured owners 





MOLNAR 


PAUL J. 


and drivers have had to pay the claims 
of those they have injured or damaged 
to the extent of $6,046,122. During the 
same period $1,765,762 was deposited 
with the Director of Motor Vehicles by 
6,873 uninsured motorists. The speaker 
further stated: 

“In addition, the motor vehicle divi 
sion records show that 55,522 licenses 
were suspended because those uninsured 
drivers failed to satisfy the require 
ments of the law. Many of them will 
pay damages and be released—make de 
posits with the Director of Motor Vehi 
and = otherwise 


cles—pay judgments 
satisfy the law in order to get their 
licenses back. In the meantime, these 


55,522 persons uninsured apparently fi 
nancially irresponsible, are removed 
from the highways until they satisfy the 
law’s requirements. 

“There is another by-product of 
law although no statistics are available 
to indicate its importance. A large per 
centage of uninsured motorists who, 
once became enmeshed with this law, 
purchase insurance. They have learned 
their lesson and will not take a chance 
of losing their driving privileges again 
Others have been forced to secure and 
maintain proof of insurance under the 
financial responsibility requirements of 
the law. 

a 1952 it was estimated that 
of the motorists were insured. At the 
end of the 1954 licensing year the pet 
centage was up to 82%. The motor 
vehicle security-responsibility law, in my 

(Continued on Page 46) 
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J. W. Jordan Elected 
President of SIIS 


HEADS COMMERCIAL STANDARD 
R. G. Waters, J. L. Freeze, E. A. Burk- 
hard, O. F. Needham Elected V.P.s 
at Stockholders’ Meeting 
president of the 
Commercial Standard Insurance Co., 
Fort Worth, Tex., has been elected 
president of the Southwestern Insurance 
Information Service in Dallas, at the 
Service’s annual stockholder’s meeting. 
Mr. Jordan has been connected with 
the insurance business for the past 25 
vears, the last 20 years with Commercial 
Standard. He is a World War II vet- 
eran and is inspector general of the 49th 
Armored Division of the Texas National 
Guard. He succeeds Karl F. Vasen, ex- 
ecutive vice president of the Houston 

Fire & Casualty of Fort Worth. 

The ‘SHS is a non-profit public serv- 
anization of 53 casualty insurance 
which is currently conducting 
information and educational 


Jordan, vice 


J. W. 


ic e org 
( ep unie a 
a statewide 
program. 


Hope to Expand Program 


Mr. Jord: mn told the stockholders upon 
his election, “It is my firm belief that we 
have made great accomplishments in 
creating a better understanding and 
greater appreciation of the problems of 
the casualty insurance industry on the 
part of the public during the past two 
years, and during the new vear we hope 
to expand and increase the tempo of 
our program. We must inform the pub- 
lic of the importance of the casualty in- 
surance industry as an essential, stc- 
cessful and conscientious free enterprise, 
and thereby minimize inaccurate and un- 
iustified criticism. Public opinion can 
be brought to the support of the indus- 
ry only when the people recognize that 
affairs are administered effi- 
economically. 


insurance 
ciently and 
Other Officers and Directors 
Other officers 
the SIIS. stockholder 
Vice presidents—R. G. Waters, resident 
vice president Pacific Emplovers Insur- 
ance, Houston; John L. Freeze, as- 
vice president, Southwest Gen- 
Dallas; E. A. Burkhard, assistant 
vice president, Gulf & Atlantic Insur- 
ance Co., Dallas, and Oran F. Needham, 
vice president of Millers Mutual Fire of 
Texas, was elected secretary-treasurer. 
Directors elected, in addition to Mr. 
Jordan and Mr. Waters, were: T. P. 
Flahive, vice president of Superior In- 
surance Co., Dallas; Earl W. Gammage, 
president of Pan American Fire & Casu- 
alty, Houston; Thomas W. Wassell, 
claims manager, Employers Casualty, 
and Texas Employers Insurance Asso- 
ciation, Dallas; Edward C. Hilman, 
president, Traders & General Insurance 
Co., Dallas, and Ken Noteware, general 
district manager, Hardware Mutual, 
Dallas. 
F. Darby Hammond, a 
paper man, is the executive 
the association 


and directors elected at 
meeting were: 


sistant 


eral, 


former news- 
secretary ol 


Issue 1955 Edition of 


New York Compensation Law 
The New York Workmen’s Compen- 
sation Board has issued its 1955 edition 
of the New York Workmen’s Compen- 
sation Law and the rules and regulations 
of the board and the chairman promul- 
gated thereunder. The edition, consisting 
of 414 pages, contains excerpts 
from other state laws pertaining to 
workmen’s compensation as well as a 
detailed index of both the Workmen’s 
Compensation Law and the Disability 
Benefits Law. 

The history of all 
law, beginning with 
in footnotes which 
each section of the law. 

The price of the 1955 edition is 75 
cents, and copies may be secured from 
the Secretary of the Board, at 80 Centre 
Street, New York. 


also 


amendments to the 
1913, is presented 
appear following 


Traffic Safety Film Wins 


CENTRAL SURETY’S BUSINESS 


Award for Zurich- American North British Gesishe Atlanta Branch 


The Zurich-American Insurance Com- 
panies, Chicago, were awarded a bronze 
plaque by the National Committee on 
Films for Safety “for producing the best 
sound-slidefilm in the field of traffic 
safety in 1954.” Robert D. Hodson 
(right), assistant U. S. manager of the 
ae accepted the plaque from John 

. McCullough, chairman of the National 
committee, at_the recent National Safety 
Congress in Chicago. 

The prize film, “Face to Face,” de- 
picts—in a highly dramatic and imagina- 
tive fashion—the efforts of police to ap- 
prehend a hit-and-run driver. A Zurich- 
American sound-slidefilm on safety in 
the small shop, “Heads You Win,” won 
honorable mention. 

The awards marked the 11th straight 
year in which one or more Zurich pro- 
ductions have been honored. 

“Face to Face” and “Heads You Win” 
are two of the more than 70 safety and 
health education films included in the 
Zurich-American safety zone program— 
a service feature for workmen’s compen- 
sation risks and a promotional instru- 
ment for agents. 


RIVER IMPROVEMENT CONTRACT 

Winston Bros. Co., Monrovia, Calif., 
have been awarded a contract for the 
second phase of the Los Angeles river 
improvement project by the U. S. En- 
gineers, as a price of $2,491,985. The 
work consists of the building of new 
bridges, approaches storm drains, clear- 
ing channel sites for the control and 
diversion of water. Highway bridges at 
three streets and two foot bridges for 
the city of Los Angeles are included in 
the contract. Aetna Casualty & Surety 
Co, is surety on the work. 








Consultants 














to Supervise Southern Business 
of Company 

In line with the stated integration pol- 
icy of the North British Group and 
Central Surety, effective November 1 
supervision of Central Surety’s business 
in Georgia, Florida, South Carolina, Ala- 
bama and Mississippi was transferred 
from Central Surety’s home office at 
Kansas City to the southern department 
branch office of the North British Group 
at Atlanta, Ga. 

L. E. Cooley, presently an assistant 
secretary of Central Surety has been 
elected as of the same date to a similar 
position with the North British, Penn- 
svlvania, Mercantile, Commonwealth and 
Homeland associated companies, and is 
being transferred from Kansas City to 
Atlenta to supervise underwriting in the 
newly-established casualty and surety 
department there for all companies in 
the Group under the jurisdiction of 
Charles J. Williams, vice president and 
secretary. Jack c Parsons, assistant 
secretary associated with Mr. Williams, 
continues in charge of fire, automobile 
and inland marine underwriting. 

Mr. Cooley, a graduate of the Univer- 
sitv of Missouri School of Law (LL.B), 
began as a bond special agent at the St. 
Louis pe of the Fidelity & Casualty 
Company. During World War II, he 
served as first lieutenant with the coun- 
ter-intelligence corps. 

From 1946 - 1953 he was bond and bur- 
glary manager at Kansas City for the 
Fidelity & Casualty Co. He joined Cen- 
tral Surety as assistant manager of the 
home office bond denartment in 1953, and 
was elected assistant secretary in 1955. 





NAME NOMINATING COMMITTEE 
N. Y. Surety Managers Assn. Appoints 
Martin, Brown and Gorman to 
Committee 
A nominating committee to draw up a 
slate of officers for the forthcoming 
year was appointed by the Surety Man- 
agers’ Assn. of the City of New York 
at its recent meeting at the Drug & 

Chemical Club. 

The committee, as announced by 
Harry D. Schmedes, American Surety 
Co., president of the association. con- 
sists of Rankin Martin, Standard Acci- 
dent, chairman; Edward M. Brown, 
National Surety Corp., and Edward J. 
Gorman, Fidelity & Deposit Co., all 
past presidents of the association. The 
committee’s report will be submitted at 
at the November meeting, with elections 
scheduled for December. 





SAFETY ENGINEERING TEACHER 
William E. Gruber, manager, safety 
engineering department of Standard 
Accident, Detroit, and affiliate Planet, 
is serving as associate instructor at 
Wayne University. He is conducting 
courses in safety engineering for gradu- 
ate and undergraduate students. 


PRITCHARD anp BAIRD 
REINSURANCE 
and 


Intermediaries 


Fully prepared through long experience to intel- 
ligently serve those Underwriters who demand 


the best. 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 


RAYMOND 
COMMERCE 
BUILDING 


Newark, N, J, 
SERVING: 
The Insurance 
Industry 


The Raymond Commerce Building 
is recognized as Newark’s leading 
more than 6() 


insurance building 


leading insurance companies are 


located here. 


A full, 


equipped meeting room is available 


Money - Saving Feature: 


for tenants’ use without charge. 
Owner Management 


Corporation 
MArket 3-460 


Raymond Commerce 


1180 Raymond Boulevard 





CORPORATE FIDUCIARY BONDS 


Subject of Surety Assn. of America 

Booklet; Stresses Role in Protect- 

ing Estate Assets 

Corporate fiduciary bonds and their 
role in protecting the assets of estates 
are discussed in detail in a booklet just 
published by the Surety Association oj 
America. Entitled “Corporate Fiduciary 
Bonds—A Safeguard of Estates,” the 
booklet explains the duties of fiduciaries, 
such as executors, administrators, guardi- 
ans, trustees under will, and others. 

It discusses safeguards such as joint 
control and periodic reviews or account- 
ings which fiduciaries generally are re- 
quired by law to file ; loss prevention and 
loss payment, with case histories; the 
many advantages of corporate over per- 
sonal suretyship; the surety company’s 
functions, and compelling reasons for 
bonding executors. 

The law, providing for the appointment 
of fiduciaries to manage the property of 
others, states the booklet, “has long rec- 
ognized the hazards involved, and for the 
protection of all interested persons gen- 
erally requires such fiduciaries to file 
surety bonds guaranteeing the f faithful 
performance of their duties and_ the 
faithful accounting for the property en- 
trusted to their care.” 

The sole purpose of the corporate 
fiduciary bond, it adds, is to protect 
all those having an interest in the estate, 
whether they are infants, incompetents, 
creditors, heirs or other beneficiaries, 
from loss caused by any improper act 
on the part of the fiduciary. 

A copy of the booklet may be obtained 
without charge from the educational de- 
partment of the Surety Association of 
America. 





Cite Industrial Safety 


A new approach to encouraging safet) 
in industrial plants and in small busi- 
nesses has been incorporated in three 
new booklets released by the accident 
prevention department of the Associa- 
tion of Casualty & Surety Companies. | 

The booklets have been prepared in 
the currently popular comic-book fashion 
using full color drawings and a story 
presentation of the safety message. i 
first of the booklets, “Keeping Safe Of 
the Job,” is suitable for use with em- 
ployes in any job classification. 

A second booklet, “A Safe Beauty 
Shop,” deals with many of the safety 
problems peculiar to beauty shop oper 
ators and employes. 
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Urges Rating Groups 
Handle UM Endorsement 
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To AUTO LIABILITY POLICIES 


Greater N. Y. Brokers’ Assn. Letter to 
Superintendent Holz Cites Lack 
of Unanimity 
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The Greater New York Insurance 
Brokers’ Association is urging that rates, 
rules and forms for the new “uninsured 
motorist” endorsement, written by stock 
and mutual companies, be handled 
through the respective rating organiza- 
tions. Their plea is based on a state- 
ment by New York Superintendent of In- 
surance Leffert Holz that 98% of the 
companies writing automobile liability 
insurance in New York State are now 
using either the stock or mutual en- 


dorsement. 

The suggestion is contained in a letter 
to Superintendent Holz dated October 
27, from the chairman of the associa- 
tion’s company and bureau committee. 

While the mutual endorsement was 
filed through the Mutual Insurance Rat- 
ino Bureau, the stock company form is 
individually filed and completely by- 
passes anv action bv the National Bu- 
reau of Casualty Underwriters which 
normally handles filings for the stock 
carriers. 

Lack of Unanimity 


Failure of the National Bureau to take 
over the filing function for this endorse- 
ment resulted from an initial lack of 
unanimity among the carriers some of 
which, as a matter of fact, were adam- 
antly against its use. However, virtually 
all the companies are presently using 
the endorsement. 

In its letter to the Superintendent, the 
brokers’ association made reference to 
the fact that supplemental filings to im- 
prove the endorsements are presently 
before the Insurance Department for 
approval. . 

“As experience develops,” the associa- 
tion wrote the Superintendent, “there 
undoubtedly will be more questions. It 
is possible that producers may have sug- 
gestions to offer.” 

The association told the Superintend- 
ent in its letter that because of the in- 
dividual filing method in use by those 
companies which have adopted the stock 
insurance endorsement, “making sugges- 
tions and exchanging ideas becomes an 
over-whelming project unless the De- 
partment assumes the burden of acting 
as a clearing house for such discussion.” 

In lieu of that, the brokers’ associa- 
tion suggested that the function be as- 
sumed by the bureaus and he asked the 
Superintendent to consider the matter 
and comment upon it. 
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Aetna C.& S. Promotes Rochester Office 
ra L. A. Hazen Named 
His Successor 
Edward W. Ellison, manager of the 
Rochester office of the Aetna Casualty 
& Surety Co., was appointed field su- 
pervisor at a recent meeting of the com- 
pany’ s board of directors. He assumes 
his new position in the company’s home 

office agency department at Hartford. 

Lewis. A. Hazen, superintendent of the 
bond department at the Cleveland office, 
will succeed Mr. Ellison as manager of 
the Rocl hester office. 

A graduate of Lafayette College, Mr. 
Ellison joined the Aetna in 1940 and 
after experience as a field representative 
Was appointed superintendent of agents 
at Pittsburgh. In 1953, he was named 
manag = of the Rochester office. 

r. Hazen, a graduate of New York 
has been associated with the 


University, 
Aetna for 25 years. After experience in 


casualty and surety underwriting and 
ror work at Newark and New York 
ity 


s he served as superintendent of the 
epartment at Providence before 
transferred at Cleveland. 


TO 


INCREASE CAPITALIZATION 


American Motorists Plans $1,000,000 
Capital Rise; Offers 200,000 Shares 
of Par Value Stock 

American Motorists Insurance Co. will 
increase its capitalization by $1 million, 
James S. Kemper, chairman, has an- 
nounced, pursuant to action of the stock- 
holders at a special meeting last July. 

And as of that date, capital was $3 mil- 
lion and net surplus $4 million. On Sep- 
tember 1, this 29-year- old participating 
stock fire and casualty insurance com- 
pany’s assets were more than $60 mil- 
lion. 

In a prospectus recently issued, 200,- 
000 shares of $3 par value stock were 
offered to stockholders of record on 
October 26, through the exercise of 
stock subscription warrants. These rights 
entitle shareholders to buy, at $8 per 
share, one new share for each five they 
hold. 

Subscription must be completed by 3 
p.m. (CST) on December 1, 1955. If all 
stock warrant rights are exercised, capi- 
tal will be increased by $600,000 anid 
net surplus by $1 million. 

At their semi-annual meeting in No- 
vember, directors will consider a stock 
dividend of $400,000 to bring the capital 
stock account to $4 million. The stock 





DIRECTOR OF 
B. H. Mercer, 





“BEAVERS” 
President of F.&D. 


Elected to Post of Engineering-Con- 


struction Fraternity 


B. H. Mercer, president of the Fidel- 
ity & Deposit Co. and American Bond- 


ing, 
“Beavers,” a 


has been elected a director of the 


recently-formed organiza- 


tion composed mostly of companies and 
building, 
dams, bridges and other large construc- 


men who have built, or 
tion jobs in the west. 
of the organization’s 21 
non-contractors. 


are 


Only three others 
directors are 


A primary purpose of the Beavers is 


to provide a 
nition to those individuals, 
publications and _ other 

which have contributed to 
plishment of 


“proper measure 


the 
outstanding work 


of 


recog- 
companies, 
organizations 
accom- 

in 


the 


heavy engineering-construction field.” 


The Beavers will award 
“Oscars” 


Angeles next January. 





their 
at a dinner to be held in Los 


first 


dividend under consideration will be one 
dividend share for each 7% shares held 


on the record date. 
No underwriters 
this issue. 


are 


connected 


with 


Allstate Opens Montreal 
District Service Branch 


Expansion of its operation in eastern 
Canada 


was announced by Allstate In- 
surance Co. with the opening of a dis- 
trict service office in Montreal, Novem- 
ber 3. The company, which has branch 
offices in Toronto and Vancouver, 
opened its first Canadian district serv- 
ice office in Hamilton, Ontario, in April. 
The Montreal office has a staff of 


claim adjusters to serve company policy- 
holders in the Province of Quebec. In 
addition, it will be staffed by agents 
licensed by the Quebec Insurance De- 
partment. Roland Mathieu is 
manager 

Allstate has operated in Canada since 
April, 1953. Paul L. Gasbarino, resident 
manager of the Toronto branch office, 
is in charge of the Canadian operation. 


office 


SEDWICK DRIVE CHAIRMAN 


T. L. Sedwick, vice president, Standard 


Accident, Detroit, and affiliate Planet 
Insurance Co., was chairman of the 
entire insurance area for Detroit's 1955 


Torch Drive. The campaign in the De 
troit area was conducted from Octo 
ber 18 to November 10, 1955. 








“Pm giving my clients the works!” 


Brokerage Manager for the Olson Agency. 


“That’s a loaded statement all right,” 
general insurance broker Isaac Fishman, Boston— 
“what it really means is that [’m taking care 

.. thanks to 


of all their insurance needs . 
Prudential’s Brokerage Service.” 


Mr. Fishman is shown here flanked by 
Larry E. Olson (left) Manager of Prudential’s 
L. E. Olson Agency, Boston, and Walter E. Johnson, 


TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 


easier for me. 


NAME 


says 


“Life insurance has been an important coverage for 
my general insurance clients,” 
I’ve found Prudential’s Brokerage Service helps me 


says Mr. Fishman. “And 


in presenting plans that best suit my clients’ needs. 


I want to know more about Prudential’s BROKERAGE SERVICE 
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and they’ve helped me close many a sale... 
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Shelby Davis Gives Reasons for Investing 
Now In Best Quality Common Stocks 


Shelby Cullom Davis, whose New York 
investment house is a member of the 
New York Stock Exchange, gave his 
Chicago audience at the annual meeting 
of National Association of Independent 
Insurers last week plenty to think about 
in his address “The Place of Common 
Stocks in an Insurance Investment Port- 
folio.” He made the bold statement at 
the outset that common stocks of the 
garden variety “have little place in an 
insurance company portfolio.” However, 


he went all out in his endorsement of 
“uncommon stocks” in whose future the 
investor justifiably has faith, and said: 


“Such stocks have an increasingly im- 
portant place as investments they 
represent shares in the expanding indus- 
try of growing America.” 

Mr. Davis indicated his bullishness on 
the business outlook. “America is once 
again on the march to higher and higher 
standards of living,” he said. However, 


just because the country is destined to 
become more prosperous in the next 
decade does not signify that all indus- 


tries and all companies will grow at the 
same rate. Thus, Mr. Davis cautioned 
that selectivity must be kept uppermost, 
“and here is where uncommon stocks or 
shares have their day.” 

Criteria of Selection 
felt 


As to the criteria of selection he 


that a reasonable yield was important, 
explaining: “In general, shares should 
yield more than bonds because interest 


before dividends on 
the stocks. How much is this safety 
factor worth? Usually in the neighbor- 
hood of 33% to 50% greater annual re- 
turn or approximately 14%. For those 
insurance companies paying the full cor- 


on bonds is paid 


porate rate of 52% on interest received 
from bonds, there will be an obvious 
yield attraction from shares which yield 
even less. Dividends received from stocks 
are 85% exempt and the corporate rate 
applies to only 15%, producing an effec- 
tive tax rate on dividends of 7.8% 
Therefore, when the ‘before tax’ yield 
narrows to zero for stocks compared 
with bonds, the ‘after tax’ advantage is 
still nearly double for stocks vs. bonds. 
It pays to use a sharp pencil in figuring 


bond and stock yields these di ivS as it is 
what you keep that counts.’ 

Mr. Davis then made the challenging 
statement that “it does no good to sit 
behind a Maginot line of bonds and 
pretend that you’re safe. It is far better 
to survey the fundamentals, to see the 
hazards, and endeavor intelligently to 
with them.” In his opinion, the 
fundamental hazard to the investor is 


cope 


the huge inflationary potential which 
exists in this country in the form of 
bank and savings deposits, other forms 


credit facilities. He de 
potential demand far 
potential supply. Con- 


of savings and 
clared that the 
overshadows the 
tinuing he said: 

“Fortunately we do not all act on 
identical impulses or emotions although 
the action of the stock market on Sep 
tember 26 following President Eisen- 
hower’s heart attack might seem to con 
tradict this statement. Therefore, while 
a tremendous inflationary potential ex 
ists in the means of our people to ac 


quire more than our actual supply, the 
danger that they will all be activated 
at the same time is remote—unless an 
emotional shock intervenes which will 
cause people to prefer tangibles or 
shares to cash and bank and savings 


deposits 


Full Employment Act of 1946 


The speaker then pointed to other 
factors at work which, over a_ period 
of time, would seem to make for con- 
tinued inflation. He mentioned first the 


full employment act of 1946 whose sig- 


nificance is just beginning to be grasped 
by the financial community. He described 
this act as “the cornerstone of our econ- 
omy and the best market letter of the 
current bull market.” Another factor is 
the constant pressure on hourly wage 
rates on the part of the trade unions 
which has a constant influence upward 
on the price level. In this connection he 
said : 

“If the trade unions are getting theirs, 
the farmers cannot be far behind, and 
in our semi-managed economy of today 
the Government has at its disposi ul 
means of raising the income of the 
farmers through commodity price props 
which, in turn, raise the cost of living.’ 

Mr. Davis further noted that if our 
general price level is moving higher, 
then the old view that bonds are safer 
than stocks may be more fiction than 
fact. “It does little good,” he said, “to 
receive interest semi-annually over a 
period of 30 years at the end of which 
time principal is returned intact if this 
principal has depreciated 50% or more 
in purchasing power during the same 
time. It is a losing game. Although one 
can point out that enakially insurance 
liabilities are short term current obliga- 
tions which can be discharged out of 
current premium income and that more 
premium income will be received as the 
price level advances, it seems not only 
foolhardy but wasteful to sterilize one’s 
surplus in bonds which have no chance 
of increasing in value with the rise of 
the price level. 


Two Main Factors in Argument for 
Common Shares 


“The argument for common shares in 
an insurance investment portfolio hence 
rests upon two factors: (1) the inflation- 
ary bias of our economy which should 
cause the general price level to advance 
over a period of years, thus creating the 
need for additional underwriting capac- 
ity because of the consequently increased 
premium volume, and (2) the growth of 
this country in population and national 
income which should make for increased 
business, greater profits and higher divi- 
dends for the share owners of the great 
companies in the important industries 
of America.” 

Raising the question as to whether the 
market is too high now, the speaker said 
this depends entirely upon one’s criteria. 


“Tf the standard of judgment is to be 
the past,” he said, “then assuredly the 
market is ‘too high’ because it is selling 


20% to 25% above its 1929 peak. How- 
ever, | would be the last to believe the 
past is a reliable guide to the future.” 
He submitted that common stocks 
should be judged on their intrinsic value 
at the moment plus their future pros- 
pects. By intrinsic value he meant, first 
and foremost, earning power—not just 
for one year but over a period of years. 
He pointed to earning power as the life 
blood of investments and said it should 
be the major determinant of stock values. 


No Rule of Thumb for Earning Power 


no ready rule of 
should be paid 


Mr. Davis could see 
thumb for how much 
for this earning power. The 100 common 
shares which his firm follows regularly 
as representing the prime property of 
this country are selling at approximately 
12 times this year’s estimated earnings, 
to vield more than 44%. “Is this high ? 
he asked. “Not comand with previous 
market peaks when investors were will- 
ing to pay 19 times current earnings, as 
in 1929, nearly 17 times earnings at the 
1937 peak, and 16 times at the 1946 peak 


” 


when stocks actually vielded less than 
bonds. Today despite the inflationary 
threat and despite the loss of 50% in 


the purchasing power of our dollar over 
the past 15 years, common shares yield 





SHELBY CULLOM DAVIS 


40% more than bonds. 

“For insurance companies, taxable at 
the full corporate rate on bond interest, 
common shares today yield not 40% 
more than bonds, but 200% more than 
Government bonds. Can there be any 
more eloquent testimony of the place 
of common shares as investments for 
insurance companies? This 200% addi- 
tional after tax income per year from 
high grade common shares compounds 
at a rapid rate even though the initial 
investment in common shares be small.’ 

In Mr. Davis’ judgment quality com- 
mon shares do not seem over-priced 
today from the standpoint of both earn- 
ings and yield. “Probably they are not 
on the bargain counter as they appear 
in retrospect to have been in 1948-49, but 
how: many who say the stock market is 
high now were saying that the stock 
market was cheap then? Probably very 
few.” He noted that there has been a 
complete change in the emotional atti- 
tude of most business men and investors 
toward the future. Instead of expecting 
a depression the best economists, both 
in Washington and in business, tell us 
that the future will be bright indeed. 
Intermediate corrections in the market 
will undoubtedly occur “and it may be 
that we are in the midst of one now 
which may extend well into 1956,” said 
the speaker. 


Invest Now in Best Quality 
Common Shares 


Nevertheless he felt that this would 
be a good time for insurance investment 
officers to begin to place some of their 
available funds in the best quality com- 
mon shares. He recommended that shares 
be bought with the idea of permanent 
investment in the essential, growing in- 
dustries of the country, and said: “The 
best results have been obtained not by 
endeavoring to ‘outsmart’ the experts 
but by investing at regular intervals in 
such recognized issues as General Mo- 
tors, General Electric, Standard Oil 
(N. J.), du Pont, Union Carbide, ete. 
This will probably be more satisfactory 
in the long run than waiting and at- 
tempting to guess how low the market 
is going to go. The only way to begin 
is to begin.” 

In closing Mr. Davis again emphasized 
that the quality issues of common stocks 
rather than ‘ garden variety” shares have 
a definite ple wce in an insurance com- 
pany portfolio, “The amount of common 
stocks which can be acquired,” he said, 
“will depend upon each company, its in- 
surance exposure, its investment ex- 
posure, its underwriting record, its rein- 
surance commitments, and the emotional 
willingness of each management to ac- 
cept. additional investment risk.” Finally, 
because of the inflationary bias of our 
economy Mr. Davis declared that in- 
creased ownership of shares by insur- 








Pither On Brazil 


(Continued from Page 37) 


that any country faces when it is rising 
from the bottom to take its place among 
the great powers on earth. As far as ] 
am concerned their efforts to contro} 
and regulate the insurance industry with. 
in their own country is entirely their 
own business. If they feel that they 
are on the right track then I am all for 
their continuing thereon. 
A Plea for Freedom of Action 

Last January on my return from 
Brazil, I re-entered the American insur- 
ance market with something of a fresh 
eye. While I must confess that it was 
pleasant to read insurance policies again 
in English rather than Portuguese, | 
cannot say that everything that I have 
seen wholeheartedly pleases me. | am 
daily confronted with the problem of 
making nationwide filings for my com- 
pany with the usual result that one state 
will approve the filing for reasons which 
the neighboring state will use to reject 
the filing. I find myself hampered by 
rate regulations in one state, which are 
non-existent in the next. One would al- 


most reach the conclusion that when- 
ever one would like to do something 
which is imaginative, creative or repre- 


sentative of progress in the insurance 
business, there are 47 reasons and the 
State of Texas to block him. 

You and J, who are associated with 
independent insurance companies, con- 
stitute the most progressive and far 
reaching thinking that is to be found 
in the insurance business in the United 
States today. We are in the best possible 
position to advance the interests of the 
insurance industry and as a consequence, 
the interests of the insurance buying 
public. Government control of insurance 
in the United States can only spell dis- 
aster for the insurance buying public. 
It is up to us to resist and to prevent 
further inroads by the government and 
to make certain that in the future we 
shall have enough freedom of action so 
that there will be new fields to conquer 
and not simply the old fenced-in gov- 
ernment-controlled fields. 


R. R. Kick Gets Started 


Ronald R. Kick, whose father, Irving, 
and whose uncle, Bill, are well known 
personalities in New York A. &H. and 
casualty circles, is off to a good start in 
his own insurance career. Mr. Kick re- 
cently joined the Safeco Insurance Co. 
of America in its New York office as 
assistant automobile underwriter. A 
graduate of Gettysburg College in Penn- 
bags Mr. Kick served two years in 
the U. Army being an infantry first 
ent cey He was stationed at Eielson 
Air Force base near sae Alaska. 

His father, Irving Kick, is connected 
with the London & Pie ive in New 
York on the production side while his 
uncle, Bill, handles A.&H. lines for 
Fireman’s Fund Indemnity in its eastern 
department. 


D. V. Civian Now Fieldman 

David V. Civian has joined Fireman's 
Fund Insurance Group as a field repre- 
sentative oe the workmen’s_compensa- 
tion unit in San Francisco. He will as- 
sist agents of Fireman’s Fund in north- 


ern California. 

The new field represent ative has been 
in the insurance field since 1949. He 
attended Stanford University in Palo 
Alto. 





ance companies “will make for increased 
underwriting capacity in future years 
and will also provide a hedge against 
the upward pull of costs of the claim 
reserves.” 
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Kirkpatrick Says Industry Is Main 
Objective in Labor’s Power Campaign 


manager, insurance 
Commerce of 


i, ae be 
department, Chamber of 
the United States, has pointed out the 
belief shared by many people that the 
greatest single road-block in the way of 
the labor hier- 


Kirkpatrick, 


progress is the risk of 


archy seeking to gain centrol of govern- 
ment and, through it, to gain control 
over business and industry and the lives 


He emphasized that the 
industry is first 
captured in this cam- 


of individuais. 
insurance one of the 
objectives to be 
paign for power. 
Associa- 


the National 


Insurers’ 


Speaking before 


tion of Independent annual 


meeting in Chicago last week, the speak- 
that both the American 
ibor and the C.I.O. to- 


member org 


er declared 
Federation of Li 


gether with their ranizations 


have long worked for state monopolies 


in workmen's compensation insurance. 


‘Their program includes national social- 


ized medicine, national compulsory dis- 


ability benefits—both occupational and 


non-occupational, and the complete 


cradle-to-the-grave program of social 


security which is spelled out in detail 


in the International Labor Organization’s 


treaty on this subject,” he went on. 


Plans for Combined Drive 


“Both of the two big labor unions 


also have recently announced plans for a 


combined drive to organize the white 


collar workers of the country. There 


today on the 
join 


universal agreement 


workers to organize, to 


together and to bargain collectively. 


There is also agreement that strong 
unions are an important part of our 
system of checks and balances protect- 


ing men against abuses by short-sighted 
and self-seeking employers.” 

Mr. Kirkpatrick declared that the time 
may come when the period of the insur- 
ance business, which we are going 
through today, will be described as the 
era in which occurred the greatest strug- 
vle between independence and conform- 
ity. 

Expiaining that the job of the Cham- 
ber is to work for good citizenship, good 
government and good business, the 
speaker diagrammed the contribution of 
insurance men toward this goal. 


“Seven insurance men are serving on 
the Chamber’ s board of directors,” he 
said. “More than 50 insurance men serve 


on some 20 Chamber committees to 
carry on research for better policies, ar- 
rive at a crystallization of opinion on 
them, and then work to get them adopt- 
ed as part of the laws of the land. That 
is the way businessmen of the country 
are uniting to speak a single voice on 
all of the major issues before the coun- 
try. 
High Confidence in Future 


“They look to the 
confidence. They are ready, willing and 
able to meet the responsibilities for 
leadership which their positions as heads 
ot great enterprises places upon them. 
They pave a positive program for en- 
couraging the fullest possible use of the 
productive capacities of our people to 
give us all a constantly rising standard 
of living. This program is set forth 
in summary in the Chamber’s 185-page 
book of policy declarations.” 

Mr. Kirkpatrick went on to 
that there are many 
way of progress. 
said, “is the 


future with high 


declare 
road-blocks in the 
“One of them,” he 
tendency of government 


to grow, to become unwieldy, inefficient, 
extravagant, costly and domineering. We 
have seen this happen to us in the last 
quarter of a century. We have seen gov- 
ernment grow until its cost last year 
took away 30% of our entire national in- 
come. 

“Something had to be done about it. 
Hoover Commission has recently com- 
pleted its study of the organization and 
ace of the executive branch of the 
Federal Government and has come up 
with 314 definite recommendations to 
promote economy, efficiency and im- 
proved service estimated to make a sav- 
ing of some $5 billion a year in the 
cost of government. 

“But that is only the beginning. Un- 
less these recommendations are carried 
out the work of the Commission will 
have been largely wasted. To put them 


into effect will require legislation on 
122 of them, administrative action on 
141 of them and both legislative and 


administrative action on 51 of them. 

“You men who are administering the 
affairs of insurance companies know 
how hard it is to reduce or eliminate all 

- part of the work of some one of your 
tl i departments. The department 
head hollers loud and long that the job 
is indispensible, if you cut or eliminate 
it you will wreck the company. 

“Well, it’s like that only many times 
worse, when you try to improve, cut back 
or eliminate a function of government. 
So it is a foregone conclusion that a 
large part of the Hoover recommenda- 
tions will meet with strong resistance 
from those who are affected. This re- 
sistance must be overcome. But it will 
require the strongest possible support 
from the businessmen of the country and 
all other exponents of sound, efficient 
government. 


To Carry Out Hoover Recommendations 


“The Chamber of Commerce has 
pledged itself to work for the enactment 
of legislation and administrative orders 
to carry out the Hoover recommenda- 
tions. There may be a few instances 
where these recommendations differ 
from the recommendations contained in 
the Chamber’s book of policy declara- 
tions. In those few cases our board of 
directors will carefully examine the 
points of difference and decide what 
the Chamber’s course shall be. 

“It is highly important that you lead- 
ers in the insurance industry give your 
whole-hearted backing to this effort of 
the Chamber in seeking enactment of the 


Hoover recommendations. Your active 
interest and vocal support are essential 
if we are to get results. This is one 
way in which you can have a part in 


the shaping of the future of our gov- 
ernmental functions.’ 

Turning to the subject of the Social 
Security System, Mr. Kirkpatrick noted 
that the idea of a basic benefit system 
has now been generally accepted by the 
businessmen of the country. He went on 
to point out the important fact that no 
person who is now receiving old age 
benefits under the system, has paid more 
than 5% of the cost of his benefits. On 
the average, all beneficiaries have paid 
for about 2% of the cost. The balance 
is being paid out of current taxes paid 
in by some 90) million persons who expect 
to receive benefits when they reach age 
65, said the speaker. 

“The result,” declared Mr. Kirkpatrick, 
“is that the system has built up an 
accumulated liability to these current 
taxpayers of more than $280 billion and 
the collected money with which to pay 
it amounts to less than $21 billion. This 
liability, like our public debt, is being 
passed on for the taxpayers of future 
generations to pay if they choose. And 


this liability is still growing rapidly. 





Harris Cites States 
Progress With F. R. Laws 


LAUDS INDUSTRY COOPERATION 
Tells NAII of Weaknesses Motor Ve- 


hicle Administrators Found in State 
Administrations 


Hailing the passage of security-type 
responsibility laws, now in operation in 
most states, as one of the most effec- 
tive means taken to rid the nation’s 
highways of financially irresponsible 
drivers, L. S. Harris, executive director, 
American Association of Motor Vehicle 
Administrators, Washington, D. C., told 
the annual meeting of the NAII, held 
in Chicago last week, that the insurance 
industry rendered a splendid public serv- 
ice in its efforts put forth in placing 
these laws upon the statute book of the 
various states. He also praised industry 
work of educating the public regarding 
its responsibility under these laws as a 
demonstration of cooperation between 
the insurance industry and motor vehicle 
administrators. 


Correcting Weaknesses Found 


Without disclosing the names_ of 
states, the speaker pointed out some of 
the weaknesses his association found in 
financial responsibility administrations 
and what is being done to correct them. 

“1, We found that the divisions were 
accepting private real estate bonds as 
security for accident cases, instead of 
surety bonds written by a company au- 
thorized to do business in their respec- 
tive states. 

In each of these cases, we pointed out 
the dangers of this practice and it was 
discontinued. 

“In some states the financial responsi- 
bility divisions were completely  re- 
organized, the laws were explained to 
the personnel, the importance of the 
work of each employe was outlined and 
procedures were overhauled to produce 
greater volumes of work with the same 
number of people. 

“Reports from those states indicate 
that they are now reaping rewards from 
these improvements. The increased effi- 
ciencies and stricter enforcement has 

caused the public to have greater re- 
spect for the laws and has had the effect 
of increasing the percentages of insured 
vehicles. 

“2. We found in making some surveys 
that the evaluation sections were not de- 
manding security from the owners of 
vehicles, unless the owners were also 
the drivers at the time of the accidents. 
This was corrected so that owners did 
not escape their responsibilities. 

“3. In other surveys we found that 
when two drivers were involved in one 
accident, if only one driver reported, the 
other driver was not sent a demand for 
oy and thereby escaped the pen- 
alty. 


a, 


“We pointed out the defect in Proce. 
dures and recommended that evaluation, 
be based on information on hand at the 
required time and this is now the Tule 
in those states. 


Basis for Publicity 


“4. We have constantly urged the use 
of financial responsibility statistics as a 
basis for state wide publicity. We hive 
shown many departments how to keep 
accurate records on each case e\ valuated 
so that the percentage of insured may 
be readily ascertained from that portion 
of the state’s drivers who have been jp. 
volved in accidents. 

“We know that statistics of this kind 
are helpful to your industry as wel] 
to administrators. In our recommenda- 
tions for improvements, we have Tegu- 
larly demonstrated effective methods for 
proper use of the provisions of the law 
requiring withdrawal of registration and 
driving privileges.’ 

Mr. Harris declared that the above 
illustrations represent but a few of the 
many improvements that have _ been 
brought about through our services to 
his association’s members. 

“Tn August of this year, Region I], 
comprising the 14 southern states held 
a financial responsibility workshop for 


as 


three days in Nashville, Ten.,” he de. 
clared. 

The speaker said that one of the 
most important recommendations com. 


ing from the workshop concerned the 
improvement of reciprocity in financial 
responsibility matters between _ the 
states. “The matter of reciprocity be- 
tween jurisdictions,” he said, “is re. 
garded by our association as one of the 
most important features of the financial 
responsibility law at this time. 

“In fact, we feel that it is as neces- 
sary to now amend the laws of many 
states to provide for reciprocity as it 
was for the passage of the financial 
responsibility laws originally. We will 
continue to urge administrators 
strengthen financial responsibility reci- 
procity provisions of their laws. 


Procedure Guide Ready 


“One of the most important financial 
responsibility projects we have under- 
taken began in 1954 when_ our associa- 
tion undertook the task of preparing 
‘procedure guide’ for the administration 
of the Uniform Safety Responsibility 
Law. This guide is now completed ani 
ready to go to the printer. The manual 
contains a step by step procedure for 
the proper and efficient procedures 0! 
administering the Uniform Safety Re- 
sponsibility Law. 

“Copies of the Manual will be supplied 
to each member jurisdiction of the as- 
sociation and we will continue to furnish 
direct advisory and consultant services 
to the administrators in an effort to ob- 
tain as far as possible, uniformity in the 
practices and procedures connected with 
the administration and enforcement 0! 
state financial responsibility laws.” 


—_————_— 





“Next year—every election year—there 
will be another demand upon Congress 
to further increase and expand the bene- 
fits prescribed by the social security 
law. This time they are seeking to add 
permanent and total disability benefits. 
They will encroach further on our pri- 
vate insurance business. Those of you 
who are under 40 years of age will have 
the opportunity of paying a substantial 
share of their cost. But those who are 
past 40 may receive a great bargain as 
long as the taxpayers of the next gener- 
ation are willing to pay. The danger is 
in accepting the belief that the govern- 
ment can work money magic. Disillusion- 
ment is bound to follow. 


Local Community Control 


“And the last road-block which T will 
mention is the concept that if, somehow, 
we let the Federal Government pay for 
the cost of medical and hospital care for 
all, or a large part. of our people—if 
we let the Federal Government pay for 
the hospitals, nursing homes, medical 





schools, local welfare departments, ou 
public school buildings—then somehow 
we can retain control over these activ 
ties in our local communities and not 
sacrifice any individual freedom.” 

In his concluding remarks, Mr. Kirk- 
patrick declared: 
chambers of commerce and a number 0! 
trade associates throughout the United 
States have organized Congressional 
Action Committees for the purpose © 
studying these issues I have mentioned 
and many others. T hey urge their mem- 
bers to make their views known to their 
neighbors and to their representatives 
in Congress. You can become active 1! 


one of these committees in you 
veart\ 


city. Your interest will find a 
welcome. 
“Also the Congressional Action, 


National Affairs Committee, of your ow" 
association can be more active in brine: 
ing to the attention of your members thé ‘ 
importance of organized business. effo" 
in shaping our changing economic at 

social environment.” 


“More than 2,000 loca: 
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1955 Legislative Action 
Covered in Assn. Report 


THOROUGH JOB BY ITS LAW DEPT. 
General Counsel Murphy Points to 
“Heaviest Legislative Year”; Record 
Was Set for Objectionable Bills 





Probably the most complete documen- 

tation of the final outcome of the more 
important state-by-state legislative de- 
velopments affecting casualty insurance 
and suretyship in 1955 is contained in 
the newly published report of the law 
department, Association of Casualty & 
Surety Companies. Describing 1955 as 
“the heaviest legislative year on record” 
Ray Murphy, the association’s general 
counsel, indicated in the report that 
over 20,000 pieces of legislation was ex- 
amined by the association “to determine 
whether they affected the business of 
our member companies.” Of these the 
staff recorded and followed closely well 
over 9,000 measures, distributing 2,782 
“pill”? memoranda and 1,518 “now law” 
memoranda to the membership. Mr. 
Murphy further said that the 1955 ses- 
sions set a record for the number of ob- 
jectionable bills introduced. 
' Referring to legislation aimed at au- 
tomobile insurance, the report points 
out that “compulsory” bills were intro- 
duced in 20 states and so far all have 
failed to be enacted. In addition bills 
to require compulsory insurance for 
minors failed in Arkansas, Washington 
and West Virginia, and a bill to require 
compulsory insurance as a prerequisite 
to the issuance of a learner’s permit 
failed in New York. In Massachusetts, 
over 60 bills affecting the compulsory 
lav were introduced and only one of 
these, providing for merit rating, was 
enacted. 


Organized Activity of Plaintiffs’ 
Attorneys 


The reports also cites the increased 
interest of plaintiffs’ attorneys in legis- 
lation, particularly in sponsoring bills 
relating to the trial of a negligence suit, 
guest statutes, comparative negligence, 
direct action and wrongful death ac- 
tions. Plaintiffs’ attorneys were also 
particularly active and effective in Ala- 
bama where a number of their bills 
passed the House but failed in the Sen- 
ate. “The organized activity of plain- 
tiffs’ attorneys is now having its effect,” 
observed Mr. Murphy. 

In the field of A. & H. insurance, nu- 
merous bills were introduced to limit or 
to eliminate completely the right of 
cancellation of policies. Most of them 
failed. In North Carolina, however, a 
hill was enacted, making A. H. policies 
non-cancellable except after certain pre- 
scribed action. The report attributes 
the great volume of legislation directed 
at A. & H. insurance companies to re- 
cent publicity which “has undoubtedly 
bred an unfavorable legislative climate.” 

Other activities of the law department 
highlighted in the report cover such 
areas as litigation, taxation, alien gov- 
emmment-owned insurers, and coopera- 
tion with the National Association of 
Insurance Commissioners.  - 

Jurisdiction over accident and health 
advertising has been one of the “most 
vexing” problems confronting the insur- 
ance industry and the National Associa- 
tion of Insurance Commissioners. 
During the past year a Congres- 
sional subcommittee headed by Senator 
Langer held several hearings investigat- 
ing the practices of mail order insurers,” 
the report states. “In the meantime the 
Federal Trade Commission had under- 
taken a very broad investigation and 
study of the advertising practices of all 
Companies writing personal accident and 
health insurance in which insurance 
companies cooperated. . . . Unexpectedly 
the Federal Trade Commission has filed 
complaints against 31 companies. As a 
number of companies are contesting 
now FTC jurisdiction, some case law on 
Public Law 15 can be anticipated.” 
Interpretation of the “each accident” 
clause in the automobile liability policy 
Was involved in several cases during the 


year. The case of St. Paul Mercury In- 
demnity vs. Rutland, in which the asso- 
ciation participated as amicus curiae, 
concerned a collision between a freight 
train, the cars of which belonged to 
several owners, and a truck insured by 
the St. Paul Mercury. The Circuit Court 
of Appeals for the Fifth Circuit in its 
first decision held that the phrase “each 
accident” was to be interpreted on the 
basis of the persons whose property 
was damaged. Accordingly, the court 
held that the single accident in which 
16 freight cars were damaged consti- 
tuted a series of separate accidents and 


the $5,000 limitation on “each accident” 
was applied to each owner whose prop- 
erty was damaged. 

At this point the St. Paul Mercury 
petitioned for a rehearing and the as- 
sociation joined in the petition as 
amicus curiae. In granting the petition, 
the court took the “unusual” step of 
withdrawing its earlier opinion. After 
reargument, in which the association 
participated through counsel, the Fifth 
Circuit Court reversed its earlier deci- 
sion. 

“A somewhat similar case arose in 
the Federal District Court for the West- 


Page 43 
ern District of Pennsylvania. In_ this 
case, Tri-State Rooting Co. vs. New 


Amsterdam Casualty, the court reached 
the same conclusions as the Fifth Cir- 
cuit Court reached in its first decision 
in St. Paul Mercury Indemnity vs. Rut- 
land, but the Court did not enter judg- 
ment pending final disposition of the 
Rutland case after reargument. As of 
this date, the Court has not yet taken 
any action. If the District Court does 
not conform its decision to the recent 
decision in the Rutland case or if there 
should be conformance and a_ subse- 
(Continued on Page 45) 





Polcy? 
rehe nsiv 
Liability 
° Dwell 


© Comprehensive Dwelling Polic 
»hensive General and Automobi 


Comprehensive General 


personal Liability ® Co 
e@ Depositors’ Forgery ° 
ie Vquake ry Employers’ Liabil 


Farmers’ Compre sive Personal Liability © Fire 


age Liability « \bmeowners’ “A”, “B” and nor 


ited Theft © J \blers' Block © Jewelry Fur 


and Permit © Manu 
en Stock © Merc 


ecurities (broad fo, 


and Robbery © Paym 
© Primary Commercial 


-@ Valual 
and Reco, 
® Valuable 


® Voluntee 





urers’ and Emplo re 


U.SFE&G. 


Builders’ Risk © Business Inter rt 
| Combination Safe Depository 
Dishonesty, Disappearance and 


CASUALTY -FIRE-MARINE INSURANCE 
FADELATY -SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. * Fidelity Insurance Co. of Canada, 
Toronto ¢ Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 








November 11, 1955 


























Charles E. Ray Named 
Vice President and Mer. 


OF ASSOCIATES INCOME co. 


N. Munson Anwalaand Associates Life 
President; A. R. Meyer, Agency 
Vice Peatioent 


Dav. manager of the A. & 
for- 


Charles E. 
S. department of Indianapolis Life, 
mer member of the board of the Interna- 
tional A. & H. Association, 
member of its educational 
instructor in DISC and 
CPCU lect 
president and 


currently a 
committee, 
DITC 


been 


and an 
courses and urer, has 


appointed vice manager 


of the Associates Income Insurance Co., 
Indianapolis, companion company to the 
Associates Life of the same city. 

The appointment of Mr. Ray, for 27 
years in the home office of A. & S. de- 
partment of Hoosier Casualty prior to 
joining Indianapolis Life in 1954, follows 
closely on the appointments of Newell 


Munson, 
Life, and 

manager of 
as president ana 
of Associates L ife 


general counsel of Indianapolis 
pein Rk. Meyer, assistant 

gencies of that company, 
agency vice president 


Career of Newell Munson 


Mr. Munson is known for his activity 
in the legal section of ALC, before 
which he was a featured speaker at its 
meeting on October 11, and for his 
ork as legislative chairman of the In- 
diana Association of Legal Reserve Life 
Insurance Companies. 

Mr. Meyer is a 30-year veteran of the 
business and former member of MDRT. 

Together, the three men bring to the 
Associates companies a total of 78 years 
ot experience in the business. 

Associates Income was formed in 1953 
is a running mate to Associates Life and 
mas $2,000,000 in assets and = approxi- 
mately $120,000 in A, & S. premiums in 
force. While the company writes Group, 
principal emphasis for the present will 





be on individual commercial, according 
to Mr. Ray tees step will be the com 
plete redesigning of the policy line. As 


sociates Life, like Associates Income, 


wil} also emphasize Ordinary for the 
present and will have a new line of 
policies under the new administration. 


With 
holders 
professional 
the company 
ment in that state, although 
expansion into i 


plated. 


$2,000,000 in assets and stock 
prominent business and 
men throughout Indiana, 
will concentrate on develop- 
eventual 
contem- 


among 


other states is 


Educators Starts Study 
Course for H. O. Employes 


\n insurance study course for home 
office employes is being sponsored. this 
vear by Educators Mutual of Lancaster, 


Pa. Directed by a committee of de- 
partment heads and supervisors, the 
course consists of monthly meetings at 
hich the operations of various depart- 
ments are outlined 

At the first meeting J. Laurence 
Strickler, President, traced the history 
of the company founding in 
1910. Harold M. Reece, comptroller, de- 
scribed the origin and development. of 
\.& H. insurance. pyr training prob- 
‘pac were discussed at the second meet- 
ing by members of ms sales department. 
Actual “sales carnival” scenery, used at 
a recent sales meeting, was reconstructed 
for this i 

Future 
writing, 
ment 


since its 


session 
meetings will deal with under- 
accounting, advertising, invest- 


and benefit payment procedures. 


International Amends 
LPRT Requirements 


AT RECENT DIRECTORS’ MEET 


Pick St. 
1957 


Adopt Official Symbol; Paul, 


Minnesota, as_ the 
Convention City 


Selection of St. Paul, Minn., as 1957 
convention city, an increase in the quali- 
requirements for the Leading 
Round Table, the creation 


committee on internal rela- 
adoption of an official 
decisions and ac- 
directors of the 
Association’s re- 


fication 
Producers’ 
of a new 
tions, and the 
symbol were among 
tions of the board of 
International A. & H. 
cent meeting in Miami. 

St. Paul’s successful bid for the 1957 


IAAHU convention was presented by 
Sig Bjornson, State Auto, Moorehead, 
Minn., zone chairman. A bid from Tor- 


onto for the 1958 convention was tabled 
until the June board meeting in connec- 
tion with the International convention 
at Miami, June 13-16. 


Stocks of Tuition Certificates 


John Galloway, interim director of the 
Disability Insurance Training Council, 
reported to the board that ten compa- 
nies have now purchased substantial 
blocks of advance tuition certificates for 
DITC courses throughout the country. 
He also reported that in addition to 
the courses now running, ten more are 
scheduled to start before the end of 

(Continued on Page 45) 


AMICUS CURIAE IN FTC CASE 


Indiana Ins. Commissioner Davey Asks 
Permission to Intervene in 
Inter-Ocean Adv. Matter 
William Davey, new Insurance Com- 
missioner of Indiana, has asked Federal 
Trade Commission Hearing Examiner 
Loren Laughlin for permission to inter- 
vene in the Inter-Ocean Insurance Co. 
case, involving FTC charges of false and 
misleading advertising of A. & H. insur- 

ance policies. 

This move comes on top of the action 
by California Insurance Commissioner F. 
Britton McConnell in petitioning the 
Ninth Circuit Court of Appeals to enter 
the Fireman’s Fund case as a “friend of 
the court.” Mr. McConnell had tried 
unsuccessfully to participate in the San 
Francisco Federal District Court argu- 
ments on Fireman’s Fund’s refusal to 
testify in the FTC hearing with the 
argument that FTC doesn’t have juris- 
diction and hence can’t call for the tes- 
timony. 

Mr. Davey challenged Commission 
jurisdiction on the grounds that all 
Inter-Ocez un’ s business, including its ad- 
vertising, is regulated by the laws of 
Indiana. Inter -Ocean, although domi- 
ciled in Cincinnati, is organized in In- 
diana and subject to its laws. 


He said that former Commissioner 
Harry E. Wells on October 14 issued a 
cease-and-desist order against Inter- 
Ocean for “illegal” advertising, includ- 


ing some of the material cited by the 
FTC in its complaint. Commissioners 
Davey said Wells acted under the Indi- 
ana “little FTC act” governing unfair 
trade practices. 

Commissioner Davey argued that any 
decision of the FTC will directly affect 
the state of Indiana and the interpreta- 
tion and application of its insurance 
laws. Furthermore, he added, a complete 
determination of the issues presented by 
the complaint cannot be had unless In- 
diana is permiited to intervene. 





when he’s 


the Canal Zone. 
checks every week in 1954... 
week 
with 








Nothing satisfies a policyowner like getting his benefit check QUICK 
been sick, hurt or disabled. That’s one reason why Mutual of 
Omaha has maintained its lead, year after year, as the largest exclusive 
health and accident company in the world. Mutual of Omaha is famous 
for PROMPT PAYMENT OF BENEFITS . . . through 110 local service 
offices in the United States, Canada, Alaska, Hawaii, Puerto Rico and 
Mutual of Omaha sent out more than 15,000 benefit 
. an average of more than $1,400,000 a 
75 million dollars for the year. 
a fine company to sell for. 


MUTUAL BENEFIT HEALTH & ACCIDENT 


CANADIAN HEAD OFFICE: TORONTO 





A fine company to insure 


ASSOCIATION 
HOME OFFICE: OMAHA, NEBR. 


V. J. SKUTT, President 


















YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill, 


Hearthstone Insurance Co. of Mass, 
395 Commonwealth Ave. — Boston, Mass, 


Combined American Insurance Co, 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 


President 


INTERNATIONAL CONVENTION 


Tentatively Scheduled for June 13-16 at 
Miami, Fla.; Headquarters at 
Hotel Saxony 


Tentative schedule of the 26th annual 
convention of the International A. & H, 
Miami, June 13-16, was out- 
the board of directors of the 
their recent 


Association, 
lined to 
organization at 
that city. It is as follows: 
Wednesday, June 13: 
ception at 6:30. 
Thursday, June 14: 
Keynote address, 9:30. 
10 :00-11:15. Luncheon, 


meeting in 
Registration, re- 


Welcome, 9:00 
Sales Seminar, 


12:15, Commis- 


sioner Larsen, Florida, speaking. Council 
meeting, 2:00. 
Friday, June 15: Committee reports, 


9:00. Panel room-hopping, 10:30. Lunch- 
eon, 12:15, Senator Smathers speaking. 
Inland water cruise, 2:00. 

Saturday, June 16: Past presidents’ 
breakfast around pool at Saxony, 8:00 
Sales speakers, 10:00 to 11:30, 
by the traditional memorial services for 
those members 


followed 


deceased during the 
year. 1:30-2:30, Sales speaker. 3:00, 
Style show. 7:30, closing banquet around 
pool at San Souci, followed by water 
show and dancing. ; 

Headquarters hotel will be the Saxony. 
Chairman of the convention is Earle 
Bennett, Provident L. & A. Miami 
Registration fee will be $25 for men; 
$15 for women, 





DITC Courses Opened 
In Three Principal Cities 


The ‘Minneapolis A. & H. Association 
opened a DITC (Disability Insurance 
Training Council) sales training course 
on November 4 for the twin-city area. 
The course meets two hours a week for 
13 weeks under Arne Bruheim, Minne- 
apolis agent, North American Casualty, 
instructor. Enrolment chairean _ Wil- 
liam Peterson, Pioneer Mutual, Paul. 

The Fort Wayne, Ind., ass aes 
opened a similar course on October 31, 
conducted by Leslie King, manager 0! 
the Indiana A. &H. department 0! 
Hoosier Casualty, Indianapolis. 

Dallas opened a DITC course on Octo- 
ber 27, meeting once a week on Thuts- 
days for 13 weeks. Instructor in_ the 
course is William V. Crook, educational 
director, Great American Reserve. Jack 
Claiborne, manager of A. & S. sales, Em- 
ployers Casualty, served as enrollment 
chairman. 
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Omaha Cos.Plan Home Office Addition 
To Keep Pace With Business Expansion 


Mutual of Omaha and United Benefit 
Life are planning a second nine-story 
addition to their five million dollar home 
office building due to the rapid expan- 
sion of both companies. Initial con- 
struction, on the site just north of the 
t building, is tentatively planned 


presen a x 
shortly after the first of the 


to begin 
year. : . ; 
“United of Omaha is constructing the 
addition, which will serve both compa- 


4 
4 
4 
¥ 








No estimate was given as to the 
length of time the new wing is expected 
to handle future expansion of the 
rapidly growing organizations. The com- 
panies reportedly will show the largest 
growth in their history during the cur- 
rent year. Although the new structure 
will consist of nine stories and_base- 
ment, the footings will be of sufficient 
strength to support four additional 


This artist’s conception shows how the home office building of Mutual of Omaha 

and United Benefit Life of Omaha will look when the new nine-story addition is 

completed. The view is of the east side of the plant. The new addition is that half 

of the nine-story structure on the right. The left portion of the nine-story structure 
is the 1948 addition to the original building (far left). 


nies. Mrs. Mabel Criss, first vice presi- 
dent of United of Omaha and director 
of personnel and planning for both 
companies, said the new structure would 
provide approximately 125,000 square 
feet of floor space. 

The original building was constructed 
in 1940. Built to handle 10 years of 
expansion, it was soon overflowing and 
the first nine-story addition was con- 


structed in 1948. 
Increase in Business 


“Greatly increased business from Mu- 
tual of Omaha’s new plan of health in- 
surance with the renewal safeguard fea- 
ture and United of Omaha’s 20-20 cash 
refund plan have created the demand 
for the increased facilities this new con- 
struction will provide,” V. J. Skutt, 
president of Mutual of Omaha, and N. 
Murray Longworth, president of United 
of Omaha, said in a joint statement. 

The renewal safeguard is the feature 
of a program of hospitalization and in- 
come protection which guarantees that 
the company cannot cancel or refuse to 
renew for health reasons to age 65. The 
20-20 is a life plan with provision for 
cash refund. 


stories when the necessity for extra 
room again arises. 
Insurance In Force 
Since the original building was 


erected in 1940, United of Omaha’s in- 
surance in force has increased nine-fold, 
from $170,156,568 to today’s $1,574,942,- 
447. In that same period, Mutual of 
Omaha’s premium income has multiplied 
nearly eight times, from $17,779,028 to 
$136,413,936. 

More than 10,000 salesmen and mana- 
gers represent them throughout the 
hemisphere and in the Omaha_head- 
quarters they employ more than 2,600 
people. 

Mutual of Omaha is licensed in every 
state in the Union, all provinces of 
Canada, Alaska, Hawaii, Puerto Rico 
and the Canal. 

Organized later as a life insurance 
running mate, United of Omaha in 1953 
became the youngest life insurance 
company ever to reach the billion dol- 
lar mark for insurance in force. Today, 
less than 30 years since the date of its 
first policy, United of Omaha has more 
more than a billion and a half of insur- 
ance in force. 
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quent appeal, the association is prepared 
to intervene amicus curiae. 

“Still another similar case is Truck 
Insurance Exchange vs. Rhode, et al, 
decided adversely by the Superior Court 
ot the State of Washington for Yakima 
County. This case is now being appealed 
to the State Supreme Court and both 
the association and the American Mu- 
tual Alliance are appearing as amicus 
curiae. 

‘The past year has seen increased ac- 
tivity on the part of certain alien 
sovernment-owned insurers to become 
‘censed in the United States,” the re- 





port notes. “In the fall of 1953, Mon- 
tana licensed the Saskatchewan Fidelity 
& Guaranty Co., which is a Crown cor- 
poration owned by the Government Fi- 
nance Office of Saskatchewan. Litiga- 
tion was commenced contesting the right 
of the State Auditor and Commissioner 
of Insurance to issue a license to such 
an insurer. The litigation, which was 
brought by an insurance agent, has 
proved unsuccessful to date. The Sas- 
katchewan company more recently ap- 
plied for a license in North Dakota. 
This application was eventually fore- 
stalled by the passage of a law prohibit- 
ing the licensing of such an insurer.” 
Eight other states enacted similar laws. 

Tax matters included in the report 
cover Federal, state and local problems. 


ISSUE NEW NON-CAN. POLICY 





American United Life’s Policy Is Guar- 
anteed Renewable; Written 
for Men Only 

American United Life is issuing a 
new non-cancellable guaranteed renew- 
able disability policy to complete its in- 
come protection program. 

Written for men only, the policy can 
provide $50 to $500 monthly payments 
in the event of total disability due to 
accidental bodily injury or sickness. 
There is no requirement for house con- 
finement. 

Other features include waiver of pre- 
miums after 90 days of total disability 
and no reduction in indemnity because 
of occupational change. No diseases are 
excluded. 

Following total disability, partial dis- 

ability receives one-half the stated 
benefit up to six months. Requiring a 
medical examination, the policv becomes 
incontestable after two years. Total dis- 
ability from accident pays monthly in- 
demnity for life. The benefit term for 
total disability due to sickness is op- 
tional: 10, 5 or 3 years, but not beyond 
age 65. 
_ Policies with ten and five-year limits 
for sickness benefits contain a_ stipula- 
tion that benefits begin after 30, 60 or 
90-day elimination period. The = avail- 
able elimination periods on three-year 
limit are 14, 30 and 60 days. 

Issue age limits are 21 to 54 with the 
policy renewable to 65. All policies are 
written on a level-premium participating 
yasis. 


Preducers Round Table 
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the year, and six are in a preliminary 


planning stage. 
Schedule of Courses 

Courses definitely scheduled are North 
Carolina, Tampa, Newark, two in Méchi- 
gan (Grand Rapids and Flint), Wash- 
ington, D. C., St. Paul, Miami, and two 
in Wisconsin. Courses in the planning 
stage are Baltimore, Charleston, W. Va., 
North Dakota, Orlando, and Philadel- 
phia. 

The DITC chairman also reported a 
plan for personal, on-the-spot. training 
of DITC instructors to be followed dur- 
ing the next six months. 

Howard Nevenon, Washington Na- 
tional, Los Angeles, membership chair- 
man of IAAHU, reported an 18%. in- 
crease in membership for the vear to 
date over 1954. He stated that his 
studies indicate that 10% of the A. & S. 
premium in the country is being written 
by men who derive 90% or more of their 
income from A. & S. alone and _ that 
casualty men were receiving 5% or less 
of their income from A. & S. alone, and 
Life men 10%. 


Changes in LPRT 


Onkley Baskin, Mutual of Omaha, 
Buffalo, chairman of the Leading Pro- 
ducer’s Round Table of TAAHU, received 
approval of the following changes: 

(1) Qualifiers must be members of 
IAAHU not only at the time of mem 
bership application but for the entire 
period during which the qualifying 
business was produced. 

(2) Effective for the calendar vear, 
1957, $10,000 annualized premiums. will 
qualify for the Bronze award; $15,000, 
Silver award; $20,000 and over, Gold 
award. 

(3) Qualification for the Gold award 
for three consecutive years makes the 
qualifier eligible for life membership 
Qualification in a subsequent year will 
entitle him to the designation, “life and 
qualifying member.” 

(4) A suitable pin will be designed for 
qualifiers. 

Vice President E. J. Coffey, Mutual 
3enefit, Portland, was named director 
of internal relations by the board, deal- 
ing with all internal public relations as 
contrasted te outside public relations, 


being handled by Earle Bennett, Provi- 
dent L. & A., Tampa. 








A. & H. CLAIMS 


A well regarded national company has 
an opening for a claim man with approxi- 
mately three years’ experience in individual 
A. & H. claims. We feel we are not over- 
selling regarding this as a superior oppor- 
tunity, limited only by your individuai per- 
formance. 

Some college bac!:ground is desirable but 
ability to handle your own interviews and 
correspondence is of prime importance. 
Salary is open. All repties are pledged 
confidential. Our staff is aware of this ad. 
Address Box 2358, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 











Security Mutual Has 
New Non-Can. Policy 


EXTENDED INCOME PROTECTOR 


Continuous Loss of Time Benefits for 
A. & S. Through Age 65 for 
Total Disability 


Security Mutual Life of Binghamton, 
New York, has launched an extensive 
promotion program to introduce its new 
non-cancellable accident and health plan. 
Called the “extended income protector,” 
the new plan will pay continuous loss of 





Norman T. Carson. agency vice presi- 


dent, Security Mutual Life, receiving 

first non-can. extended policy from 

Eugene J. Vanderbilt, A. & H. Ex- 

ecutive and Gordon B. Hines, A. & H. 
underwriter. 

time benefits for sickness, as well as ac 

cident, straight through to age 65° for 


total disability 


Norman T Mutual's 


Carson, Security 


agency vice president, purchased the 
first “extended” policy, and reports tre 
mendous field acceptance of the new 
plan. “It is the answer,” Mr. Carson 
said, “to a problem that has always 
confronted business and professional 


men. Such men rarely have the oppor- 
tunity to be part of an emplove benefit 
plan that will provide the necessary in 
come im event of accident or sickness 
They must,” he said, “somehow provide 


their own.” 


Management Faces Problem 


Mr. Carson went on to say that man- 
agement, too, faces this problem. “Dis 
abled key men,” he continued, “can be a 
costly experience—costly in time, costly 
in money. Our new plan solves this 
problem. In fact,” Mr. Carson stated, 
‘it is designed to solve the problem for 
anyone who needs long range, uninter 
rupted protection.” 

He also referred to recent. studies 
which show that of 1,000 persons who 
are 35 vears old, nearly 33% will suffer 
a disability of three months or longer 
before they reach their 65th birthday 
He said that the average length of dis 
ability in the group studied “exceeded 
three months, continued for as long as 
five years, and nearly one-third of the 
group will be disabled for life.” Speak 
ing of this he emphasized that his com- 
pany’s new plan offers the answer. 
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Holz, Molnar NAMI Talks 
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opinion, is producing the results ex- 
pected of it by the drafters.” 


Unsatisfied Claim and Judgment Fund 


Speaking of the new unsatisfied claim 
and judgment fund, Mr. Molnar said 
that principal objection voiced to date 
concerning this law “is that the man 


who is already insured nevertheless 
must pay an additional dollar for the 
first year’s contribution to the fund. 


Then, if needed, he must pay in suc- 
ceeding years an amount not to exceed 
one dollar plus some increase in his 
policy premium resulting from contribu- 
tions and additional expenses of the 
insurance companies.” Mr. Molnar said 
that presently, this objection is not re- 
garded as tenable in light of the fact 
that for the very small extra expense 
involved the insured motorist gets, for 
the first time, protection against finan- 
cial loss due to negligence of uninsured 
financially irresponsible state and out- 
of-state motorists, hit and run drivers 
and unauthorized drivers 

\s to the criticism that the uninsured 
motorist “buys protection for the nomi- 
nal sum of three dollars” which is the 
amount he was required to pay into the 
UT fund in 1954, the speaker responded: 
“The uninsured motorist, as such, gets 
absolutely no benefit under this law for 
his three dollar payment. He may make 
no claim against the fund. nor may his 
spouse, parent or child if injured while 


driving with him....It is expected 
that this fact, when driven home, will 
be a further strong inducement to the 


uninsured motorist to purchase auto lia- 
bility insurance.” 

In the first six months’ operation of 
the fund (April 1. 1955 to October 1, 
1955) initial contributions amounted to 
$3,240,182. In the same period claims 
were reported at an average rate of 
20) monthly. As of September 30, said 
Mr. Molnar, reserves on cases assigned 
amounted to $994,873. In his opinion, 
the fund is in a healthy condition, and 
its staff of five employes and the in- 
surance companies servicing the claims 
“are cooperating loyally and fully to- 
wards a smooth and successful adminis- 
tration of the law in the public interest.” 


Motor Vehicle Liability Security Fund 


Having uppermost in mind the failure 
in 1947 of a casualty insurance company, 
domiciled in another state but doing 
business in New Jersey for many years, 
the state legislature passed the motor 
vehicle liability security fund act. “Ap 
parently the legislators recognized the 
inconsistency of requiring motorists to 
procure insurance policies unless they 
were protected against consequences of 
the insurers’ insolvency,” said Mr. Mol- 
nar. 

Under this law every company was 
required, starting October 15, 1952, to 
contribute semi-annually one-half of 1% 
of its net direct written premiums for 
the preceding calendar vear. When the 
net value of the fund reaches an amount 
equal to 5% of the net direct written 
premiums of all insurers for that calen- 
dar year—of the three years immedi- 
ately preceding—which is shown to have 
been the largest amount so written, no 
further payment to the fund is required. 

Mr. Molnar reported that as of last 
December 31 there was $2,117,441 in this 
fund. This year’s assessment of $1,054,- 
895 increased the fund to $3,172,336. “Tt 
is expected,” he said, “that the maximum 
strength of the fund will be reached in 
the next two years.” 

Calling these statutes to meet the 
uninsured, irresponsible motorist prob- 
lem as sound, practical and workable, 
Mr. Molnar said in closing: “Based on 
the results attained during the six 
months this legislation has been fully 
effective, I can say that our program is 
achieving and will continue to achieve 
its threefold objective of (1) engender- 
ing safety on the highways, (2) en- 
couraging motorists to insure their legal 
liability, and (3) alleviating the pecu- 


niary burdens imposed upon them by 


the irresponsible and impecunious mo- 
torists.” 


Distinguished Speakers on Safety 


The NAITI conventioneers were treated 
to some timely addresses on safety on 
the highways, two of the speakers being 
Read Admiral H. B. Miller (USN, Ret.), 
director of the President’s action com- 
mittee for traffic safety, and Lieutenant 
Colonel John Paul Stapp, Holloman Air 
Force Development Center, Holloman 
Air Force Base, New Mexico. 

Admiral Miller set the stage in his 
address, “A Safety Umbrella,” for the 
second nationwide observance of Safe 
Driving Day, set for Thursday, Decem- 
ber 1. The program officially began on 
November 1 with proclamations by state 
governors. Activity will then be inten- 
sified beginning November 21, referred 
to as “S-D minus 10,” and continuing 
through December 11—“S-D plus 10.” 
During those three weeks, the speaker 
said, a nationwide tally of fatalities will 
be kept so as to measure the success of 
the campaign on a three-week basis in- 
stead of only one day, as was the case 
last December. 

Expressing appreciation to the insur- 
ance industry for its contribution to the 
success of the 1954 S-D Day, Admiral 
Miller said his group would continue to 
look to insurance organizations such as 
NAII as the natural source of leader- 
ship. “You have already done a great 
job in developing community coopera- 
tion in worthwhile civic projects. So, 
here is a specific appeal: If there is a 
community safety organization in your 
community, and it’s doing an effective, 
year-around job, give it your effective, 
year-round support. If there is no such 
organization, use your capacity for lead- 
ership to get one started.” 


Col. Stapp on “Crash Protection” 


Colonel Stapp’s subject, “Crash Pro- 
tection in Automobiles” centered around 
protective measures that can be em- 
ployed to insure survival in case of 
crash accidents. He said the first direct 
research on human tolerance to crash 
tvpe forces was done by German Aero 
Medical research men during and before 
World War IT. In the same period U. S. 
Navy experts attempted to measure 
crash forces of surplus dive bombers 
and the U. S. Air Force started research 
on the dynamic stress analysis of the 
human body. 

Colonel Stapp indicated that the tests 
conducted—using the linear decelerator 
designed by Northrop Aircraft, Inc., for 
the Aero Medical Taboratory—proved 
that a properly shock mounted human 
body seated in the forward facing posi- 
tion can sustain four tons of force ap- 
plied within one quarter of a second and 
suffer no disability. “This is just as sig- 
nificant in the field of automotive 
crashes asin aviation,” he said. 

The speaker then told about a series 
of experiments being conducted at the 
Aero Medical Field Laboratory in which 
dummies take the place of people in 
cars obtained from salvage, saying: 
“Recorded measurements of the forces 
experienced by these dummies in a wide 
variety of crashes at different speeds 
will provide the measurements on the 
basis of which optimum harness and 
other protective devices can be devel- 
oped for car occupants.” In this connec- 
tion, Colonel Stapp welcomed the simi- 
lar experiments being conducted by ma- 
jor automotive manufacturing concerns 
with the result that in the 1956 car 
models such crash protection features 
as lap belts, stronger seat fastenings, 
padding on instrument panels and steer- 
ing wheels with ductile spokes are be- 
ing made available. He commended the 
automobile industry on its mature and 
responsible approach to the problem and 
said: “If proper use is made of such 
safeguards as lap belts a much greater 
decrease in needless death and disability 
will be achieved than by any vaccines 
and serums in the fight against con- 
tagious diseases.” 

Wisconsin Youthful Driver Solution 

rged 


At the closing session of the NAII 
convention approval was given to the 


Amer. Independent Hopes to 
Write $1 Million in 1955 


American Independent Reinsurance 
Co. of Orlando, Fla., a multiple line 
reinsurance company which was formed 
a year ago and of which Walter L. Hays 
is president, reported total assets of 
$1,536,728 at the midyear mark. Total 
surplus to policyholders stood at $1,128,- 

53. 

President Hays anticipates that the 
American Independent will write $1,000,- 
000 in premiums this year, a creditable 
showing for its first full year in business. 





Wisconsin plan for taking most of the 
young driver risks out of the automo- 
bile assigned risk plans, and its adoption 
in all other states was urged. NAITI feels 
that the plan has been _ thoroughly 
tested and has emphatically demon- 
strated its merit in Wisconsin. Under 
this procedure an insurer is given credit 
for an assignment for every risk that 
it voluntarily insures that falls in the 
Bureau 2-C category. That is where the 
named insured is under 25 years of age. 

An indication of what may be ex- 
pected from operation of this plan which 
is known as “Youthful Driver Supple- 
ment” may be found in the Wisconsin 
record for the year ending June 30, 1954. 
In that year there were 13,000 new as- 
signments and 27,000 young driver sup- 
plement credits. Most of the latter, in 
the absence of this plan, would have 
gone the regular assignment route. 

NAII also voted to offer uninsured 
motorist coverage to assigned risks in 
jurisdictions where this kind of insur- 
ance becomes available. 

John H. Carton, president of Wol- 
verine Insurance Co., in reporting as 
chairman of the committee on the unin- 
sured motorist problem, expressed the 
hope that the approach of the unsatis- 
fied claim coverage with its arbitration 
provisions as offered by a majority of 
the New York companies will serve as 
an answer to the problem. 

The claims study committee, headed 
by C. C. Herrmonn of Motor Vehicle 
Casualty, reported growing concern over 
the current “rash” of back injury claims, 
especially the so-called “whip-lash” 
claims and ruptured disc and sacroiliac 
injuries. “Fraudulent claims of this na- 
ture and others that are not clearly 
evaluated are costing the insurers hun- 
dreds of thousands of dollars a year,” he 
said. It was proposed that NAITI de- 
velop certain medical information and 
data to assist member companies. The 
committee expects to hold another meet- 
~~ % on this subject before the end of 
1955. 


Polk on McDowell vs. Nat’] Surety Case 


As the final speaker on the NAII pro- 
gram Leonard A. Polk, general mana- 
ger, Inland Mutual, told of his concern 
over the outcome of the McDowell vs. 
National Surety case. This was decided 
in Louisiana a year and a half ago and 
cost National Surety about $18,000. Mc- 
Dowell, owner of the car insured for 
$25/100,000 B.I. limits, asked his wife 
to drive the car while he took a nap. 
While the wife was driving an accident 
took place. McDowell filed a suit in 
which he charged that his wife negli- 
gently and carelessly caused the accident, 
as a proximate result of which he, the 
named insured, sustained severe bodily 
injuries. He recovered about $18,000. 

With this case in mind Mr. Polk 
posed the question: “Was it the inten- 
tion of the insurance companies who 
issue automobile policies to cover per- 
sonal injury or death of the insured ?” 
Personally he does not think so. He be- 
lieves that the companies were only con- 
cerned with protecting the public for 
the legal liability for injuries, death or 
property damage to third parties in con- 
nection with operation of insured’s car. 

Mr. Polk predicted that if there are 
many more cases like that of McDowell 
vs. National Surety, and he feels con- 
fident that there will be, “premiums will 
be increased and the general public will 
have to pay for this apparent over- 
sight... .” He hoped that the industry 
will take corrective measures. 





=—=._ 


Thorn on War Risks 


(Continued from Page 35) 


That happened suddenly and _ involyp. 
tarily to the Norwegian and Danish Mer 
chant Marine when their countries Were 
invaded without warning during Worl 
War II. By the same token, goo¢, 
bound for a neutral port may find tha 
port in a country which has joined one 
of the belligents and possibly blockaded 

There is one rule of war risk ingyr. 
ance that I would like to impress upon 
you very emphatically, and that is, j 
the risk is bound and the goods are 
loaded on the vessel, the risks may no; 
be cancelled. This has been tried many 
times by assureds desiring to take advan. 
tage of a new and lower rate, but obyi. 
ously it is unfair to hold the underwriter 
binding at a fixed rate which he may 
not increase if conditions become worse 
and then expect him to reduce the rate 
or release the binder if conditions be. 
come better. 

Remember that war risk, once bound, 
is not subject to cancellation if the goods 
are shipped. After the Armistice in 191% 
unfortunately, a number of shippers at- 
tempted to avoid their obligations and 
to cancel the war risk insurance which 
had been placed before hostilities ceased. 
This was nothing short of welching. 


“Causa Proxima” 


In considering the various kinds of 
claims which may arise, either under 3 
policy of straight marine insurance or 
war risk insurance, we must have a 
clear understanding of the fundamental 
principles underlying the contract, and 
that is, in order to establish the right 
of recovery the loss must be shown to 
have been proximately caused by a peril 
insured against. We might well consider 
the wording of the English Marine In- 
surance Act. 

“Subject to the provisions of this act, 
and unless the policy otherwise pro- 
vides, the insurer is liable for any loss 
proximately caused by a peril insured 
against, but, subject as aforesaid, he is 
not liable for any loss which is not 
proximately caused by a peril insured 
against.” 

“Causa Proxima” is not necessarily the 
cause that is nearest in time, and a 
distinguished English judge stated that 
“proximate cause is not a device to avoid 
the trouble of discovering the real cause 
or the ‘common sense cause.’” 

To illustrate the point, one of the 
leading cases in connection with the prin- 
ciples of “Causa Proxima” that involved 
both marine and war risk is that case 
which is commonly known as the Hat- 
teras Light case. It is a famous case. 
The circumstances are as follows: 

During our Civil War a shipment of 
6,600 bags of coffee was made from 
Brazil to New York and covered under 
a policy which contained the F.C.&S. 
clause. The lighthouse on Cape Hatteras 
had been extinguished by Confederate 
soldiers for military reasons. 

The master of the ship missed his 
reckoning and stranded. Eventually the 
ship broke up. About 120 bags of coffee 
were saved by salvors and appropriated 
by Confederate troops. A further quan- 
tity of 1,000 bags might have been saved 
but the troops interfered. The balance 
of the coffee remained on board the 
vessel and was totally lost in the sea. 

From these circumstances it was hel 
by the court that the proximate cause 
of the loss of 120 bags confiscated, and 
the 1,000 bags which were prevented 
from being landed by troops, was a con- 
sequence of hostilities. Therefore the 
loss was exempted by the F.C. & S. wat- 
rantvy and the marine underwriter was 
not liable, in other words this was a war 
loss. 

There remained on the ship, however, 
5,380 bags which were subsequently lost 
when she broke up, and the marine un- 
derwriter was held liable. The proximate 
cause of the loss of this latter quantity 
of 5,380 bags was the accidental strand- 
ing of the vessel. The court held that 
the extinguishing of the lighthouse w’ 
too remotely connected with the loss !° 
bring it within the exception. 


(To Be Continued) 
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ASSETS 


Cash 
Mortgage Loans on Real Estate 
Bonds and Stocks___________ 155,874,898.18 





953,829.49 


Interest due and accrued 167,388.93 
Agents and Departmental 


Balances 





4,752,931.47 





Real Estate == Es —SSC—~—=«S, 086,000.00 
Equity in Marine and Foreign 
Insurance Pools _---_-__-____—>s_ 8, 922,570.24 


All other Assets 1,447,167.79 
Total admitted Assets_$179,012,592.90 


LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


JUNE 30, 1955 


$ 3,807,806.80 














LIABILITIES 
Reserve for Losses —____$ 16,918,000.49 
Reserve for Loss Expenses__._.._—_1,516,210.00 
Reserve for Unearned Premiums 53,802,706.05 


Reserve for Taxes and Expenses 2,043,389.98 


Funds held under Reinsurance 








Treaties 8,023,156.81 
All other Liabiilties 830,582.01 
Capital 15,000,000.00 
Net Surplus 80,878,547.56 
Total $179,012,592.90 


SURPLUS TO POLICYHOLDERS $95,878,547.56 


Securities carried at $3,290,509 in the above statement are deposited as required by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


JUNE 30, 1955 











ASSETS LIABILITIES 
Cash $ 324,812.04 Reserve for Losses________-$ 1,767,552.29 
Mortgage Loans on Real Estate 1,587.22 Reserve for Loss Expenses. 158,410.00 
Bonds and Stocks 13,682,617.35 Reserve for Unearned Premiums  5,990,152.03 
Interest due and accrued 37,449.56 Reserve for Taxes and Expenses 218,210.00 
Agents and Departmental All other Liabilities___ 16,647.11 
Balances 549,481.52 
Real Estate 150,000.00 Capital 1,000,000.00 
All other Assets. 223,026.88 Net Surplus 5,818,003.14 
Total admitted Assets___$14,968,974.57 Total $14,968,974.57 





. SURPLUS TO POLICYHOLDERS $6,818,003.14 


Securities carried at $795,921 in the above stat t are deposited as required by law. 





MILWAUKEE INSURANCE COMPANY 


OF MILWAUKEE, WIS. 
JUNE 30, 1955 

















ASSETS LIABILITIES 

Cash $ 414,063.82 Reserve for Losses. $ 4,797,641.93 
Mortgage Loans on Real Estate 341,125.62 Reserve for Loss Expenses___ 429,970.00 
Bonds and Stocks. 37,241,875.34 Reserve for Unearned Premiums 15,257,483.80 
Interest due and accrued. 64,825.93 Reserve for Taxes and Expenses 593,570.00 
Agents and Departmental All other Liabilities_________ 61,930.64 

Balances 3,076,329.33 Capital 3,000,000.00 
All other Assets. 169,171.28 Net Surplus 17,166,794.95 

Total admitted Assets___$41,307,391.32 Total ___$41,307,391.32 

SURPLUS TO POLICYHOLDERS $20,166,794.95 
Securities carried at $2,754,310 in the above stat t are deposited as required by law. 





THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


JUNE 30, 1955 




















ASSETS LIABILITIES 

Cash $ 1,192,957.75 Reserve for Losses. $ 18,266,637.50 
Mortgage Loans on Real Estute 52,668.63 Reserve for Loss Expenses. 1,878,775.00 
Bonds and Stocks 46,831 ,032.27 Reserve for Unearned Premiums 14,818,502.75 
Interest due and accrued. 129,074.23 Reserve for Taxes and Expenses _1,428,986.73 
Agents and Departmental animate a Ps under Reinsurance 263,540.22 
Equity in Marine and Foreign All other Liabiliti 113,860.34 

Insurance Pools ———___ 131,211.80 Capital 2,000,000.00 
All other Assets 191,657.78 Net Surplus__._>_EE_—sWC714,,207,271.84 

Total admitted Assets__$52,977,574.38 Total $52,977,574.38 


SURPLUS TO POLICYHOLDERS $16,207,271.84 
Securities carried at $4,440,750 in the above statement are deposited as required by law. 


Western Department 
120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


HOME OFFICE 
10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


JUNE 30, 1955 











ASSETS LIABILITIES 
Cash $ 680,023.96 Reserve for Losses__________$ 1,767,552.29 
Bonds and Stocks. 13,043, 157.07 Reserve for Loss Expenses____ 158,410.00 
Interest due and accrued. 30,204.44 Reserve for Unearned Premiums 5,621,178.24 
Agents and Departments Reserve for Taxes and Expenses 217,010.00 
Balances 1,949,089.76 All other Liabilities 143,355.35 
Real Estate 66,000.00 Capital 1,000,000.00 
All other Assets. 73,741.45 Net Surplus. 6,934,710.80 
Total admitted Assets__$15,842,216.68 Total $15,842,216.68 





SURPLUS TO POLICYHOLDERS $7,934,710.80 


Securities carried at $1,822,477 in the above stat t are deposited as required by law. 





ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


JUNE 30, 1955 











ASSETS LIABILITIES 
Cash $ 16,050.06 Reserve for Taxes and Expenses_$ 3,863.32 
Bonds and Stocks 404,720.00 Capital 100,000.00 
Interest Due and Accrued 2,904.58 Net Surplus __._ _>SSSEEs—é<“<'S'0, 415.93 
Agents and Departmental Balances 30,604.61 
Total admitted Assets___ $454,279.25 Total $454,279.25 


SURPLUS TO POLICYHOLDERS $450,415.93 


Securities carried at $55,802 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


JUNE 30, 1955 





ASSETS LIABILITIES 

Cash $ 1,029,385.81 Reserve for Losses______$ 22,479,011.06 
Mortgage Loans on Real Estate 447,012.98 Reserve for Loss Expenses___ 2,240,947.00 
Bonds and Stocks__________. 55,260,072.59 Reserve for Unearned Premiums 17,323,404.31 
Interest due and accrued___ 124,846.78 Reserve for Taxes and Expenses __1,245,916.41 
Agents and Departmental Funds held under Reinsurance 

Balances ss 44,616,631.15 ie, 704,439.64 
Equity in Marine and Foreign All other Liabilities... 181,720.92 

Insurance Pools —— ___ 131,211.80 Capital 2,000,000.00 
An te Ai 342,316.04 Net Surplus 15,776,037.87 

Total admitted Assets___$61,951,477.15 Total $61,951,477.15 





SURPLUS TO POLICYHOLDERS $17,776,037.87 
Securities carried at $1,692,141 in the above statement are deposited as required by law. 


Pacific Department 
220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 































































FREINSURANCE, TOO, 
is a necessity, contributing to 
the strength and essential service 
of the insurance industry. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 

Casualty - Fidelity « Surety Fire - Inland Marine 

Accident & Health Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO, 























